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are music t 
to your Cash Bede 


The kind of music you like to hear. Plenty of 
sales and plenty of profit. Also, extra profit on 
Flit quantity deals. Oil up your cash register 
and ring up your biggest Flit year. 


We are doing our part! Again Flit advertising will 
dominate—5,000 newspapers reaching more than 20,- 
000,000 families—a continuous campaign in leading mag- 
azines, from early spring until late fall, including full 
page color advertising in Saturday Evening Post, Ladies’ 
Home Journal and Good Housekeeping. These maga- 
zines are read in more than 6,500,000 of the better type 


homes. 

Need we say more? Make Flit success YOUR own suc- 
cess! Put Flit where your customers can see it—in your 
windows—on your counters—let Flit advertising move 
it from your shelves. Keep plenty of Flit in stock. 


SIZES AND PRICES 


Half Pints (with mouth sprayers) $4.00 per Doz. 
Pints $6.00 per Doz. 


Combination Packages (pints with hand sprayers) 00 per Doz. 
$10.00 per Doz. 


Quarts 
......... $33.00 per Doz. 
Hand Sprayers (lithographed) $ 3.00 per Doz. 


StaNnco Distriputors, INc., 26 Broadway, New York 
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Flit will still be the leader when your great- 
grand children are running your business. 
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THE REWARD OF THE 


Photo by Alfred Cheney Johnston Habit by Nardi 


“How did you ever track down and bag your intriguing silver service, 1847 Rocers Bros. Silverplate enables you to have 


the same exquisite motif and pattern all through 


Beth . . . with your coffee set specially made to match your knives and | , 
your family plate . . . without extra expense. 


forks? That's a rare catch, I'd say.” 


“I simply hunted until I struck the trail of 1847 Rocers Bros., dear, MAY WE SEND 
And the coffee Set, by the way, 15 not specially made. All 1847 RoGERsS A most charming little brochure . . . beautifully illustrated 


Bros. ware comes that way . . . with anything you want in dinner, tea ... and containing a gold mine of suggestions for the host- 
: . vita ess on both formal and informal entertaining. A copy is 


or breakfast services available in the same design as the knives and forks yours for the asking. Write for Booklet J. H. to Dept. E, 
of your choice." ’ International Silver Co., Meriden, Conn. 


YOU OUR NEW BOOK? 


Tuis ADVERTISEMENT appears in the August issue of House Beautiful and in the September issue of Harper's Bazar, House and Garden, and Country Life. 


: ‘ . , . . ~~ m - . " d 

is eekly by the IRON AGE PUBLISHING CO., at 239 West 39th Street, New York, N. Y., U. S. A. Entered as secon 

ee as ae Post Office at New York, under the Act of March 3, 1879. (Printed in U. S. A.). $3.00 per year. Single copies 
25e. each. Vol. 119. No. 24. 
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Send for our 
1927 Catalog 


It describes our 
whole line of — 


Hammers Planes 

Hatchets Braces 

Axes Chisels 
Pincers 
Punches 


Tongs 


and other V & B 
good tools 







A QUICK-TURNOVER LINE 









Vaughan Forged “ Supersteel” 


HATCHETS 


with attractive two-toned handles 





Here’s a line that sells on sight to 
every lover of good tools who gets one 
of them in his hands. And every 
V&B Hatchet sold advertises” its 
excellence to “prospects” who see its 
performance or listen to the songs of 
praise sung by its owners. 


Vaughan Forged Supersteel Hatchets 
are in a class with our famous Vana- 
dium Steel Hammers and our Forged 
Unbreakabie Planes—and, like them, 
have practically no competition in ac- 
tual use-value to the mechanics who 
buy them. 


Each hatchet is drop-forged, in dies, 
from a solid bar of “Supersteel,” and 
scientifically tempered by our expert 
heat treaters. The steel is the same 
throughout—no soft section. It can, 
therefore, be ground ’way back. 


Handles are selected seasoned sec- 
ond-growth hickory—with the grip-end 
finished in a dark stain. This unique 
idea, exclusive with us, not only adds 
to the beauty and salability of the tools, 
but it also keeps them looking spic- -and- 
span in our dealers’ stocks, because 
finger marks don’t show. 

















2114 Carroll Ave.~ 


V & B Hatchets 


are offered in a full range of sizes— 
in 


Claw Car Builders 
Broad Rig Builders 
Flooring Tradesman 
Half Barreling 
Shingling Produce 
Lathing Box 


Also Haines Pattern Half, 
Shingling and Lathing 


New Vanadium Lathing 
Hatchets 


with forged Vanadium alloy steel heads 
and extra large easy-grip hickory han- 
dies, only Vanadium § steel  lathing 
hatchet on the market. 


These new hatchets have extra thin 
blades that cut easier, stand more ser- 
vice and stay sharp longer than ordi- 
nary other lathing hatchets. Offered 
in all sizes, Underhill and California 
patterns. 


MANUFACTURING COMPANY 
MamMakers of Fine Toots 


~ Chicago, il. U.S.A. 






















A Claw 
That Grips 
Quickly and 


Hangs on 
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A “Rising Market” for 





Modern city planning tends 


toward making more use of 


the air. 


Probably the next generation 
will see streets on three levels, 
towers topped only by taxi 
planes, aerial traffic lights. 


Such a tendency indi- 
cates a “rising market” » 
for NICHOLSON Files. 
For the development 


crol sp 
U.S.A. 


(TRADE MARK: 


NICHOLSON FILES 


of the skyscraper and air- 
plane will uncover many new 
uses for these sharp cutting, 
durable files. 


In the future, as well as the 
past, files bearing our trade 
marks will offer hardware 
dealers—not the chance to 
make a sensational cleanup 
—but a steady source of 
income increasing year 
after year. 


“A File for Every Purpose ” 














NICHOLSON FILE COMPANY, Providence, R. |., U. S. A. 
—————————$—$——— a ES a 
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That’ s 0. K. Because Peerless Levels are 
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Peerless ea f° 

Level Glasses set in Patented Metal << - | 

Sockets-Permanently Marked Vials | na a | 

set Se ae s,Painted || a | 

White, giving better vision-Brass End | 

tuo Stes a Plates to protect the ends. | 

48 x 234 x1%e a ~ TTY. Al ray | Bricklayer i . | 

Test Your Level Before Removing from this Store I | 

THE PEERLESS LEVEL & TOOL COMPANY, STERLING, ILL. | 

ABOVE IS SHOWCARD, PRINTED IN COLORS, DISTRIBUTED TO DEALERS 
Endorsed by the Best Mechanics 

| 

The Peerless Level & Tool Co. | 

Sterling, Illinois | 

i 

| 

WIEBUSCH & HILGER, Ltd. | 


EXCLUSIVE SALES REPRESENTATIVES 
106 to 110 Lafayette Street 
NEW YORK CITY 
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pounds lighter 
than old-style planes 
of same size 


Sargent Auto-Set 
Bench Plane No. 714 


THERE’S a selling point for you! 
Important indeed. But it is only one 
of the many points that give the 
merchant who handles the Sargent 
Auto-Set Bench Plane a decided 
sales advantage. With the Auto-Set, 
you can not only make a carpenter 


Sargent Auto-Set No. 718 (18 in.)...... 
Sargent Older Type No. 418 (18 in.).... 7 
Other well-known make (18 in.).......... 





.. *514 Ibs.......No. 722 (22 in.)......6 


wonder why he should cart around 
two pounds of unnecessary weight— 
but youcan show him that this lighter 
plane is easier to use, simpler in ad- 
justment and as keen and capable as 
any plane could possibly be. Here 
is a table of comparative weights: 


Ibs. 
Ibs.......No. 422 (22 in.)......7% Ibs. 


ET (22 in.).....8% Ibs. 


*A difference here of 2% pounds 


The Auto-Set feature permits the re- 
moval of cutter for sharpening and 
its replacement without disturbing 
the original adjustment. The cutter 
is of edge-holding chromium steel 
and is so rigidly held in place that it 
will not chatter even when cutting 
across or against the grain. 

Sargent planes are advertised to 
mechanics through Carpenter, the 
craft publication, and foremost build- 
ing papers—to manual training stu- 


dents and instructors and folks with 
home workshops through several 
magazines devoted to their interests. 
Inquiries on Auto-Set construction 
are coming in increasing numbers. 
We are mailing these people booklets 
and suggesting that they call on Sar- 
gent dealers for a demonstration of 
the Auto-Set features. Here is an 
opportunity for you to increase your 
sales of planes through window and 
counter displays. Write for details. 


SARGENT & COMPANY, Hardware Manufacturers, New Haven, Conn. 


New York: 92-98 Centre Street 


Chicago: 150 N. Wacker Drive (at Randolph) 
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SARGENT HARDWARE IS PRICED AND PACKED BY THE DECIMAL SYSTEM 
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It’s the Demonstration That Sells 


JDEXTER Wasuers 


os HE powerful appeal of Dexter Washers in action 
= quickly and surely clinches the sale. The new im- 

proved all metal models are so efficient and depend- 
able, so smooth and powerful in operation, so handsome and 
convenient—that any woman would be proud to own one. 
New, higher, sales and profit records are being made by 
Dexter dealers everywhere through increasing their number 
of demonstrations. 





If you want a larger, more profitable washer business—if you want 
a line you can confidently demonstrate in competition with ANY 
other washer—if you want to give your customers greater actual 
value and satisfaction, by all means get started now with Dexter. 
HIS Dexter All Metal Double 
‘ Tub with beautiful nickeled 
é copper tubs is by far thespeediest 
of all washers. Actually cuts 
washing time in two. It’s the 
leader of the complete Dexter 
line of better washers. It will 
lead your washer sales and pro- 


A few lines addressed to us today will bring you complete infor 
mation about the attractive, exclusive agency franchise and 
result-getting co-operative sales plan. Why not do it right now 
while the matter is fresh in your memory? 


Distributed from 











| 
| 
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fits to new, higher levels. Rochester Peoria Omaha Los Angeles 
Harrisburg Madison St. Louis San Francisco 
: Columbus Minneapolis Kansas City Spokane 


0 meinen man mpnme Peo 





The Dexter Company, Fairfield, Iowa 
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Stanca 


ELECTRIC COOKING DEVICES 





In the past few years, the number of 
hardware dealers selling electrical appli- 
ances has doubled. Electric ranges are 
one of the most desirable of all electric 
items for a hardware store. The Stand- 
ard line offers unusual opportunities, as 
many aggressive hardware dealers know 
to their advantage. Let use send you our 
new catalogue and details of the prof- 
itable Standard franchise for hardware 
dealers. 


The Standard Electric 


Stove Company 
Toledo, Ohio 























the Junior Model Rim Tool 
A few “DOUBLE The 


ACTION” Jobbers for Car Owners now sells for 


Your Trade Will Welcome | P rotit with P cic ific 
| 





“DO 
Dunh Carri & H UBLE ity 
unham, Carrigan ay- ] TI! 
= Co., San Francisco, AC | ION’”’ 20 IS 
ai. 
King Hardware Co., TOASTER 
53 Peachtree Ave., 
rasta The “DOUBLE AC 
Holley - Mason Hardware al : *e 
Co., Spokane, Wash. TION appeals because it 
Seattle Hardware Co.. has no turning mechanism 
Seattle, Wash. to get out of order. It pro- 
Excelsior Stove & Mfg. duces two full slices of 
ror Oklahoma City, crisp delicious toast, equally 
Kelley Ste - ™ browned on both sides. No 
e w- ompson VU0o., ; : “ ; 
309-349 S. Fitth Acc fussing—just fill the slide 
West, Duluth, Minn. and push it in, 
ay 7 ~-cappedinoeed Practical, attractive, and 
211 East N. Water St., solidly constructed, the 
Chicago, IIl. “DOUBLE ACTION” is a 


John Pritelalt Hardware toaster that any housewife 
0., Milwaukee, Wis. will be proud to own. Ask 


Buhl Sons Co., ; 4 a 
Detroit, Mich. your Jobber or write us. 













ACTION” 
Electric Co. 


Grand Rapids 
Michigan 


ing at $3.50 List means a lot of sales for you. 
Thousands were sold at $5.00 list. Show the 
Pacific to your trade and you will sell them. 
See your Jobber for your discount. 








PACIFIC RIM TOOL COMPANY 
Cleveland, Ohio 


Seattle: 2339 llth Ave. N. Export: 44 Whitehall, New York 
R COMBINATION MODEL FOR SHOP USE 
ADJUSTABLE TO FIT ALL SPLIT RIMS, $10.00 LIST 


“DOUBLE 
: The quick, easy-to-use Pacific Junior now sell- 
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TheWHITE“A’ SOCKET POWER UNIT 
marks a radical and revolutionary step 
in radio. It is an absolute realization of 
a desire entertained by millions of radio 
owners—a complete A battery elimi- 
nator. An independent unit. Relies only 
upon 110 volt A. C. 60 cycle current for 
operation. No storage cells. Stores no 
current. Never becomes discharged — 
never requires charging. Is not affected 
by disuse or constant employment or 
change of line voltage. Delivers 6-volt 


Not a Fenced-In Battery! 





D. C. current in ratio of 2% amperes; 
ample for any set up to 9 tubes. Auto- 
matic switch controls B Battery elimi- 
nator, if plugged into socket provided. 
A noteworthy engineering achievement, 
a perfected absolutely dependable A bat- 
tery eliminator. Simple. Sturdy. Trouble 
free. Enclosed in beautiful 20 gauge metal 
case, finished in attractive moss green 
Duco. Hurry along your request today for 
complete descriptive matter, live dealer 
helps and money-making proposition. 


Julian M. White Mfg. Co., Sioux City, Iowa 


Our complete line of “‘A’’-“B” and “A & B” Power Units 


gives a wide active range of sales. ° 


an 





# 


\ 
CALS 
















OCKET POWER UNIT” 










Julian M. White Mfg. Co. 
Sioux City, lowa 


Kindly send complete information regarding 
White “A” Socket Power Units and quote dealer’s 
discounts. 


White “A” Socket Power is 
licensed by Andrews-Ham 
mond Corporation under 
Andrews’ Condenser and 
other Andrews-Hammond 
patent applications. 

















10 HARDWARE AGE June 16, 1927 









— YY 





end bsSSaSiadvadbdadbabbalistist)ct) c/is Iie l/s ble lish ht hhdhhddld 








Plus Merchandising 


Not even Hygrade Lamps will sell themselves. 





But a great many hardware dealers tell us 
that when Hygrade Lamps are displayed as 
they are in the window pictured above, this 
merchandising, plus the sound construction and 
dependable uniformity of Hygrade Lamps, 
makes profitable sales and brings regular re- 
peat orders. 





Morehouse & Wells Co. of Decatur, IIl., are 
responsible for this beautiful window and we 
are grateful to this large and progressive con- 
cern for permitting us to publish it as testi- 
mony to their faith in the profit and permanency 
of the Hygrade line. 


HYGRADE_ LAMP CO 
conmsteeerst: (°) Satem Mass 
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Need 


SIMONDS 


Jpecial Hand Jaw, 
FILES 










































Quality and 

usefulness are re- 
sponsible for the 
popularity and in- 

creased demand for 
the Simonds Special 
Hand Saw File. Carpen- 
ters and other mechanics 











25 Res MMS 


bp want them because they do 
; peers a better job of hand saw filing. 
Saw File Are you prepared to get your 


7 share of this file business? Look 
514” . .$3.80 Doz. "9 over your stock and send in your 
a - - $4.50 Doz. order now. These files are made 
— 54”, 6” and 7” in length, but the pop- 
ular choice appears to be the 544” and 
6” lengths. They sell faster. 


Write for 
Dealers’ 


Discounts 


Look at the sizes and prices and then 
write us for your discounts. 


SIMONDS ) Saw AND Steet Co. 


Established 1832 Fitchburg, Mass. 
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ONSTANT bending over the 
pulley, up and down, always 
under tension, is a service that de- 
mands a tough, durable and thor- 
oughly flexible material, round, 
smooth, and free from rough places. 
Only well-made solid braided cotton 
cord is thoroughly dependable. 


‘‘ There is a difference 
in Sash Cords ”’ 








Examine Samson Spot Sash Cord and you will see why it 
is the ideal material for hanging windows. Send for sample. 





GAMSON Spot Sash Cord is durable. It is 

tough, yet thoroughly pliable, and does not 
stiffen. It is solid braided of extra quality cot- 
ton yarn, spun in our own mills. It is smooth, 
round and true in size, stretched and glazed, and 
fully inspected. We guarantee it to be free of 
imperfection of braid or finish. 


The cost of rehanging a single window is often 
more than the difference in price between 
Samson Spot and any cheap cord for an entire 
dwelling. The savings in using a uniform prod- 
uct, with no © bad places’’ to cause expensive 
waste, are often considerable. And there is de- 
cided satisfaction in providing a depend- 
able material that will last for many years. 


TRADE MARK 
Reg. U. S. Pat. Off. 


Catalog free— 


Shows the “difference in sash cord”’ 
and illustrates and describes this and 
“mY other sash cords and braided cotton cords 

: of all sizes and kinds for all purposes. 


SAMSON CORDAGE WORKS 


88 BROAD STREET BOSTON, MASss. 


TRADE MARK 
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A Well Equipped 
Modern 


Wood Department 





with the Experience 





of Two Generations 
Is Ready 
to Quote on 


Special Wood Products 


to Blue Print, Drawing or Sample 


iC chat 
ee | 
our Yara y 


HARDWARE COMPANY 


Reg. U. S. Pat. Off. 


TORRINGTON, CONN., U. S. A. 
New York Office: 151 Chambers Street 


Elelfe Buyers 
in| @talo 





ESTABLISHED 1854 INCORPORATED 1864 
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More Summer goods mean 


more Summer profits rahe 
The Corbin Screen Door 
Check is a good example 


ERE is an item of hardware that requires 
H only spreading the news to sell it. 
Corbin is doing that among five and a quarter 
million magazine readers this month. 


That you may tell prospects in your town 
“where to buy’’, Corbin will gladly supply 
you with electros of this advertisement. There 
are two sizes—one column and two col- 
umns. Both are useful if used. 
7 y 
OOKLETS on Screen Door 
Hardware to answer 
your customers’ questions— 
to offer suggestions—im- 
printed with the Corbin 





Dealer’s name. 


y 7 





HY not mount a 
Corbin Screen Door 
Check like this, and put it 


on your counter? Watch 








your customers play with it while you’re wait- 
ing on them. And what’s still better, watch it 
make your sales grow. Maybe there is some 
other service you would like from us to help 
you sell Corbin Screen Door Checks. 
vy xy 
ERE’S a real boost for the 
Corbin Dealer and 


RAW Corbin sales. See to it that 
OD ac 


Fer LThis Buuldino 





Supplied the 


whenever a new building in 





your town is equipped with 
Good Hardware—Corbin, the public knowsit. 
Corbin in this building, Corbin in that. . . . 
what will others want when they build? 
Quite likely—Corbin. Easy to tell this story 
with these Corbin wall signs, 23" x 39". We 
will send Corbin Dealers as many as they need. 


ee 





oak, 
eek 
>. Re 





e 


Slams ended * bangs ended 7 squeaks 
ended +* cracks ended—a Corbin screen 
door check is on the door 


Some day you’re going straight to your hardware store and buy what 
you've long deserved—a hard-working Corbin Screen Door Check. 


And what a relief it will be! Slams ended. Bangs over with. Squeaks 
silenced. A screen door that really screens—that quickly and quietly 
shuts all the way. No cracks—therefore no flies. End your screen 
door troubles today. Go see your Corbin dealer. 


Write for our booklet (C4) 
on Screen Door Hardware 
before the flies arrive. 


P GFE CORBIN since NEW BRITAIN 
: ° 149) ~CONNECTICUT 
The American Hardware Corporation, Successor 
New York Chicago 


Philadelphia 
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If you carried 
a Stillson 
wrench all day 
long you, too, 
would insist 
on the Morco 
original pat- 
tern Stillson 


wrench 


You would want a-:wrench you 
could trust. Many times you 
would have to work from a high 
scaffolding where a pipe wrench 
that slipped or snapped would 
mean a bad fall and a broken 
limb. 


The Morco original pattern Still- 
son is a pipe wrench you can 
trust. Special strength has been 
built into the frame and teeth 
where the greatest strain comes. 


Surpless, Dunn 4 
74-76 Murray 
New York C 


London Office: Gasto 


meaco, Illinois 
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King William St., 








Strength 





The teeth only have been hard- 
ened—just deep enough to stand 
the heaviest work without crush- 
ing—the balance of the jaw and 
bar is left with all its natural 
toughness and rigidity. Build 
confidence among your tool cus- 
tomers. Supply them with a de- 
pendable Stillson wrench. The 





at points coupon is for your convenience 


of 
Greatest 
Strain 


in asking for a complete descrip- 
tion of the wrench with price list. 


MOORE DROP FORGING CO. 
Springfield, Mass. 


Without obligation, please mail price list. 
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AMERICAN 
SCREW 
COMPANY 














Wood Screws Machine Screws 
Stove Bolts Tire Bolts 











Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 
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Better screw drivers at higher prices 


We now offer our customers a new line 




















of plain screw drivers. We have a theory 
that there is a demand for a superior 
screw driver and that the average cus- 
tomer will be willing to pay the price. 
Consequently, for over a year we have 
been trying to develop the best screw 
driver that could be made, sparing no 
expense. Our product will appeal to 
you and you will recognize that our 
prices, which are higher than 

any other screw driver prices 


on the market, are justified. 








Sa eed 
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THE FEATURES OF THIS LINE ARE THESE: 
Octagon handles of black walnut with high finish. 





An unusually comfortable grip in the handle. 


Blades of high quality steel properly tempered and 
with high finish. 
The No. 224 line is made in regular style in lengths 234° 
to 24". The No. 336 line is furnished with cabinet blades 
in lengths 234" to 12"* 

We present this line to you with some pride and be- 
lieve that you will have the same sort of pride in offering 
it to your customers, many of whom will be willing to pay 
a little more for a better screw driver. 


MILLERS FALLS 
TOOLS 


SINCE 


1868 


MILLERS FALLS COMPANY: MILLERS FALLS, MASS. 


NEW YORK CITY, 28 WARREN STREET +- CHICAGO, 9 SOUTH CLINTON STREET 
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Olive-Knuckle 


The Knuckle of the Hinge is a copy 
of the popular French “Olive-Knuckle”’ 
Hinge which sold at about $3.50 per 
pair in iron. We offer this Hinge in 
iron (malleable) at a price which makes 
its use possible in competition with ordi- 
nary butts. Supplied in Malleable Iron, 
Brass or Bronze Metal. 











Friction Stay 





When applied to 
Doors, Hinged Win- 
dows swinging in, or 
Transoms, holds them 
open in any desired 
position, or when closed 
absolutely prevents | 
rattling. 

Designed on the FE 
principle of a multiple ff i 2 
disc clutch, with six) THE . sy <r 
friction surfaces one) FRIC ON 
inch in diameter; fric- Be sot) 
tion adjustable. 






















Circular upon reques 


THE OSCAR C. RIXSON CO. 
4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 
















Screws 


Rivets 
Roofing Nails 
Scratch Brush Wire 





BRIDGEPORT. CONN. 





THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn. 
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Summer finds more uses 
for 


PLASTIC WOOD 


In the summer 
season PLASTIC 
WOOD enjoys 
bigger sales than 
ever. 


Every hardware 
customer needs 
PLASTIC WOOD 
to mend porch 
furniture; to re- 
pair garden im- 
plements; to keep 
boats “ship 
shape”; etc. 


PLASTIC WOOD 

actually “handles 

like putty and hardens into wood”—waterproof wood 
which may be worked with tools and takes paint, stain, 
lacquer and varnish. 


Ask your Jobber about PLASTIC WOOD. 





Addison-Leslie Company 


10 Bolivar Street 
Canton, Mass. 

















70 cents—or 53% 
Margin on every $2.00 
“(;oodwin” Grass 


Shear 


: Greater 
Unit 
Profit 


Show This Shear to the First ¢ es .00 


Ten Lawn Owners — You 
Ee aS ee 





Others Have Done It 
So Can You 


Send for copy of Dealer Help 
Sold on a Guarantee 


Wheeler Radiator & Mfg. Co. 
1641 Collamer Ave. East Cleveland, O. 
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HEERFUL as the first bluebird is the bright con- 
tainer of BULL DOG Friction Tape. “Spring is 
here” it says to every customer who comes in. 

“Install that light you have needed so long;:fix up the 

ignition on the old Ford and go over to the trout brook: 

wind the handle of the bat, baseball time is almost here.” 





The bright blue box empties itself in no time. Everybody 
wants friction tape for something. A repeating commodity 
which sells itself in every hardware store. Packed in four 
sizes as illustrated on next page. 


BOSTON WOVEN HOSE & RUBBER CO. 


Cambridge Massachusetts 
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8 Ounce | 4 Ounce 


Container holds eight 8-oz. Container holds sixteen 4-oz. 
rolls, making a 4-lb. display rolls, making a 4b. display 
package. package. 

















2 Ounce 1 Ounce 
Container holds sixteen 2-oz. Container holds thirty-two 
rolls, making a 2-lb. display l-oz. rolls, making a 2-lb. dis- 


package. play package. 
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Osborn Cloth and 
Upholstery Brush 


$1.60 






















MOPS-DUSTERS- POLISH 


re High quality bristles give 

3 sal b service 

* long wear. Shaped to fit 

3 Fehon gy at oy tame 

tapestry or upholotery Coo, Retail hardware stores have but one effec- 








tive defense against the house-to-house 
brush salesman, and that is to stock and 
sell a line of brushes comparable in quality 
and lower in price. 






| New 
Osborn Wall Brush 


$1.85 
Soft bristles easily remove Osborn Brushes and Osborn - Du -All 





































. surface dust without injur- 
: tions Lone Wandle and Mops, Dusters and Polish offer the surest 
erfect balance make it ‘ ° e a 
easy to use aid in defeating canvasser competition. 
The quality of all Osborn Brushes and 
Mops is proverbial—the prices are right— 
and they are never sold from door to door. 
Osborn Bottle Brush 
35¢ THE OSBORN MANUFACTURING COMPANY 
“ Designed to easily clean INCORPORATED 
Z Sogn ae ee 5401 Hamilton Ave. Cleveland, Ohio 
eS bottles. Made of selected BRANCH OFFICES: 
. bristles. , New York Detroit Chicago San Francisco Los Angeles 
5 Osborn Du-All Floor 
¢ Mops—made in various 
sizes—dry, chemically ; =—_ 
treated or saturated with ally Ypre y 
Du-All Polish. o Gi at 
BOTTOM 


















The yoked frame lets the 
handle pass through, 
and so makes the mop 
reversible. 
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THE BIG ATKINS SELLING IDEA 
Can You Overlook This Evidence? 


Atkins Saws and products are valuable to the 
dealer just as he can sell them and make a 
satisfactory profit for himself and satisfied cus- 
tomers as a permanent asset to his business. 


The Currie-VanNess Company of Mason City, 
Iowa, cashed in on the Atkins Re-Sale idea, 
and sold more Atkins Saws in one day than 
ever before. 


When yow know the big features in the 
making of Atkins Silver Steel Saws, then you 
also know the points that sell them. Salesman- 
ship merely consists in applying the Atkins Re- 
Sale Service to the customer’s requirements. 





When you buy a poor saw you 
save a dollar, but ruin your 


temper and waste your time. Write for Atkins Re-Sale demonstration plan 
Use Atkins Silver Steel Saws . 
—make more money in your tool department. 








and Be Happy. 
E. C. ATKINS & COMPANY 
ESTABLISHED 1857 The Silver Steel Saw People 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
Atlapta Minneapolis Portland 
Chicago Paris, France - New Orleans Vancouver, B. C. San Francisco 


Memphis New York Seattle 
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Study Your Market 
OD es OF Cee By BOIS on oo oc ccc bins vccvicsecvns 25 = 

HE chain stores choose 
Trained Salesmen Need to Sell Tools to Householders. .... 26 their markets and cultivate 
them imtensively. They know 
What +) the Matter With Our Young People? ee ee ee oe 28 where to go and where not to 
go. They study the territory 
The Turtle Congress, by Saunders Norvell............... 30 and obtain an accurate knowi- 
Flashlights Have Many Uses............. AE ory a 32 edge of the sales possibilities 
and then proceed to get the busi- 
Electrification as Solution of Farm Labor Problem........ 33 ness by intelligent merchandis- 
ing. Don’t cuss the chain store 
We Have One Line; We Believe in It; We Stick to It...... 34 and let it go at that, give some 
; careful attention to their meth- 
Selling 3000 High Grade Chicks a Week................. 36 ods. Their success is not acci- 


dental, but the result of some 


This Hardware Merchant Draws Trade from Near-by Cities 38 
| very important ideas that may 


How Bensons Got Their Business Going Good............ 40 well be studied by merchan- 
- disers tn general. Study the 
M. S. Young’s Modern New Store.................02008: 41 market where you are and find 
out the buying habits and pref- 
DEPARTMENTS: erences of the people you want 
to serve and then merchandise 
ED eI We PIN i 5 ic veces bec ceticweices 45 your stock accordingly. 
Weekly Washington Letter.............0..ccccccees 30 
General Market Information........................ 51 , 
Machine Bolt Price List..... PPR. 2 at aR ie eee os 68 What Our Readers Say? 


HARDWARE AGE has been coming 
to our desk weekly for the past three 








ORD years, and we believe, frankly speak- 
ing, that tt 1s the best magazine pub- 
lished in the interests of the hard- 
ware dealer and manufacturer. 
Yours very truly, 
(Signed) JuLes L. VERMEERSCH, 
Phoenix, Ariz. 
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NO CUTTING NO DRILLING NO MARRING 
a oe 





= 
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we nw 
Simply insert in place of old knobs and spindle 






































Svervbody can use the 


~NOB-LOC 


f ’ \ 
i ip eenes picks up business IT S A KNOB AND is a three-minute job. No tools 








whenever it is shown. Its NIGHT LATCH required. Just remove the old 
application is so simple; ALL IN ONE knobs and spindle and insert 
its Operation so interesting; its the new Bos-lnc — and the 
security so certain—that every- for job is done 
body seems to have a dozen ENTRANCE DOORS 
uses fot it right away. GARAGE DOORS Contains a cylinder lock. 
When the key is turned and APARTMENT DOORS Fits any door. Sold with two 
the door locked the outside WARDROBE DOORS keys. Finished in dull brass. 
knob merely spins. Its security SCREEN DOORS Lists at $2.50. 
is SO simple and complete that BEDROOM DOORS Order an adequate supply im- 
it 1s almost irritating. OFFICE DOORS mediately. Obtainable through 
When the door is unlocked and your regular source of supply. 
both knobs operate the latch in OUT BUILDINGS OF 
regular fashion. The application EVERY NATURE 


)} McKinney Manufacturing Company, 


Pittsburgh, Pennsylvania 





\ 
McKINNEY MANUFACTURING COMPANY 


Pittsburgh, Pennsylvania 


Offices: 
BOSTON, NEW YORK, BALTIMORE, CHICAGO, SAN FRANCISCO 


Please send me complete information 
about Nos-Loc. 
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By Llew S. Soule 

















Preparedness 


FEW days ago we listened while a 

trained army officer made an impas- 

sioned plea for Preparedness, as a 
means of insuring Peace. “War comes” he 
said, “as a result of economic competition. 
In fact war is competition in its most severe 
form.” 


“When one nation has a certain profitable 
trade, which other nations want, trade com- 
petition develops; then as the trade compe- 


- tition becomes more severe, bitterness is 


aroused between the peoples of the com- 
peting nations; finally some overt act kindles 
a flame, and war results.” 


The speaker went on to say that when 
war does break out, victory goes to the na- 
tion which is best prepared to meet the de- 
mands of war. Therefore nations hesitate 
before attacking other nations who are fully 
prepared to meet attack. He argued that if 
this nation had been fully prepared when the 
World War started, Germany would have 
never done the things which forced us to 
enter the conflict. 


In other words, this expert warrior de- 
clared that the best way for any nation to 
avoid war is to be so well prepared to defend 
itself, that no other nation will dare to attack 
it. 

As we listened, we could not help but 
think that many of his arguments might have 
been applied with equal force to business. 
Whenever a merchant or a group of mer- 
chants develop a highly profitable business, 
he or they become subject to competition. 
As that competition grows, the ones best 
fitted to serve the wants of the buying public, 
naturally acquire the majority of the trade. 


This has been strikingly exemplified in the 
rapid growth of the chain stores. Twenty 


years ago chain stores were almost unknown. 
Independent merchants had built up a profit- 
able business which other men coveted, and 
a new form of competition was started. 


The average independent merchant was 
unprepared for the type of competition he 
was called upon to face, and as a result the 
chain stores grew in number and in volume 
of business. } 


Last year eleven of the largest chain store 
systems did a business of over one billion 
dollars. Enough to make any thoughtful in- 
dependent merchant “sit up and take notice.” 


And yet—one of the largest chain store 
operators has gone on record with ‘this sig- 
nificant statement: “The greatest reason for 
chain store suecess is one over which the 
chain store had no control—the inefficiency 
of the average independent merchant.” If 
the independent merchants generally had 
been as efficient as the chain store managers, 
there would never have been any serious 


. chain store competition. 


But—the chain store is here, and the end 
is not yet. ‘Their success will in all prob- 
ability bring still more competition. That 
competition will be strongest-in lines where 
the present merchandisers are least efficient. 


So far the hardware field has been among 
those least affected by chain competition, 
but it is no time to: sit back. and say “they 
can’t touch us.” , 


Instead it is a time to prepare, to become 
so efficient, so ready to meet and overcome 
competition, that few will care to compete. 


Business goes to those who are prepared 
to get it, and stays with those who are pre- 
pared to hold it. | 
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A window display by the Sunset Hardware Co., Berkeley, Cal., in which a great variety of tools and cutlery are shown 


Trained Salesmen Needed to Sell 
Tools to Householders 


Berkeley, California, Hardware Store Specializes in Stand- 
ard Tools Having the Endorsement of Skilled Workmen. 
Uses This Selling Point in Offering Tools to Householders 


Hardware Co., Berkeley, Cal. In other words, 

tools are continually on display inside this com- 
pany’s store, and in its window displays. Does display 
in the window help it to sell tools? 

Look at the accompanying picture and judge for your- 
self what the management of this company thinks is 
about the right amount of window space to give to tools. 
And while you're at it notice the variety of tools dis- 
played. 

You will notice, if your eyesight is good, and if the 
cut turns out a good impression, that cutlery is included 
in this display. Both kitchen and pocket cutlery. That 
strikes us as a good idea. The lines are related in more 
ways than one, and this Berkeley firm has found that 
hy coupling up the two it increases the sale of both. 

Berkeley, as has been indicated before in these pages, 
is a suburban town, East of San Francisco across the 
bay. Consequently it has many home owners. The 
Sunset Hardware Co. sells chiefly to home owners, and 
one of its most important lines is tools. 


"Titer are never out of the window of the Sunset 


Besides window displays this firm does extensive 
newspaper advertising, and solicits business from local 
factories, repair shops, garages, mechanics and 
carpenters. 

It specializes in standard tools, tools that have the in- 
dorsement of skilled workmen. If a carpenter buys a 
certain type saw or plane he does so for a very good 
reason since he has to have tools that will do the work 
well and last a long time. By emphasizing the fact that 
carpenters insist on the kind of tools that it sells, the 
Sunset Hardware Co. has a strong selling point which 
it uses to advantage when selling tools to householders. 

The so-called professsional tool user seldom has to be 
sold. He sells himself. He knows what he wants, why 
he wants it and when. It is the householder who is 
usually the difficult man to sell. He usually thinks he 
knows what he wants, and what he thinks he wants is 
usually different from what he sees. 

That is when a competent tool salesman comes in 
handy in any hardware store. The salesmen in the 
Sunset Hardware Co. store are trained just for that kind 
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many women have a desire to build something or other 


Berkeley refuse to buy tools , or hardware of any kind with tools. As they become more skilled they will want 


for that matter at any place other than the Sunset Store. 


Very few people realize how 
practical it is for the average 
person to build things with the 
aid of mechanics’ tools. This 
gospel should be spread as far 
as possible by the hardware 
merchant. Tell people in 
your advertising in the news- 
papers and mailing matter how 
easy and practical it is. Man- 
ufacturers of tools are doing 
their part in this respect. They 
are advertising in the various 
popular magazines telling of 
ways to build ship models, 
simple articles of furniture and 
the like. It now remains for 
the local hardware merchant 
to carry this to the customer 
directly and personally. 

When the beginning has 
been made in this direction it 
would be a good plan to have 
cuts made of the working 


drawings for tables and chairs, have them printed, as 
advertising, and sent out to the mailing list. There is 








O department of the 

hardware store offers 

greater development 
than the tool department. 
Tools will always be strictly 
a hardware line, they also 
lead to further sales of high 
grade tools, cabinets and some 
lines of builders’ hardware. 
They represent cash sales and 
the demand for them is being 
widened tremendously. Are 
you educating the average 
man in your community to the 
use of mechanics’ tools? 








a better grade of tools and will commence to accumulate 


a set and will want a cabinet 
to keep them in. Then there 
are the work benches and other 
accessories that the worker 
with tools will need. 

Remember that the man 
whom you think is not inter- 
ested in tools may be the very 
one who has longed to possess 
a kit of them. All he needs 
is a few encouraging words to 
make him decide to invest in 
them. 

A writer on the subject says 
that in the case of hanging a 
door, about which there has 
always seemed to be a mystery, 
you don’t need good luck. 
You need only to know how to 
do it, providing you have tools 
of good steel, well sharpened. 
He says that todayghe believes 
that he could teach his fifteen- 
year-old boy in two lessons 


10w to hang a door. Mz ( iobs are as easily learned. 
to hang a door. Many other jobs are as easily learned 
That trained salesmen can sell more tools to house- 


bound to be a response to such action. Every man and holders, there is no doubt. 





Display of tools and other lines arranged for a Fair by the Sunset Hardware Co., Berkeley, California 
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What Is the Matter with Our 





Dean 


HAVE had a good deal to do with 


I 


anyone has ever had. I have come into 
personal contact with hundreds and thou- 
sands and tens of thousands of them during 
the last thirty years, so that I have a pretty 
clear idea of what they are like. I have 
seen a good deal of their inner life, and 
they have let me know what they are really 
doing and thinking about. Then, too, I 
have been y@ung myself, and I have tried 
throughout all the years that I have had as- 
sociations with young people to keep their 
point of view and even though I was grow- 
ing old in years at least to keep young in 
spirit. 

There has been a good deal of talk, and 
much writing and some preaching, since 
the war at least, about our young people. 
They are very different from what young 
people have ever been before, it is said. 
They do not do the same things that we 
did when we were young, or if they do, it 
is in a very different way. Very true! 

What do I think of them? I am asked 
this question wherever I go. Are they go- 
ing to the devil as fast as the general pub- 
lic suggests that they are? Are they wilder 
or less moral than we, their virtuous prede- 
cessors, were? Are they breaking away 
from all hampering conventions, and giving 
up all religious principles and ideals? In 
short what, if anything, is the matter with 
them ? 

No generation has ever seemed conven- 
tional or self-controlled by the previous 
one. My. father in England was a dissenter 
from the recognized religious faith of his 
ancestors. He. joined himself to a re- 
ligious sect that was quite in disfavor in 
his family and was considered: as all but 
morally lost by his. father. He did some 


| thinking ‘for himself; he wandered out of 


ne 


the conventional religious and_ political 


‘ path which his ancestors had followed, and 


he came to America to enjoy the kind of 
freedom which he thought best for himself 
and for his family. 

He was, however, for all that, very rigid 
in his views. There was no card-playing 
in his house; his children were not al- 
lowed to dance ; and when Sunday came all 
secular matters were set aside. We did no 
work, we read no books or papers which 
did not have to do. with sacred or religious 
matters, and we went to church—walking 
if the horses had been working during the 
week—and sat quietly and sedately with 


_ father and mother in the family pew. , 


We younger children took up cards later 
—seven-up and euchre—and we learned 
to dance simple square dances and in time 


young people, and with young people | 
of college age—possibly as much as | 
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By Thomas Arkle Clark 


Young People? 


of Men, University of Illinois, in the Rotarian 





T N this article the dean of 

men at one of the largest 
State universities in the 
United States gives his own 
experience with modern 
youth. He tells you approxi- 
mately the outward differ- 
ence between the new gen- 
eration and the old, and 
wherein their moral stand- 
ards differ. He answers re- 
cent charges that the present 
day youth as a rule is reck- 
less, unreliable, and irreligi- 
ous. For what laxity does 
exist, he definitely places 
the blame. 











the more extreme and morally dangerous 
waltz. There was a good deal said about 
the waltz when it first came in. The 
morally fastidious lifted their eyebrows 
and talked in undertones behind their hands 
when they mentioned it. It was thought to 
be the most risqué social adventure upon 
which modern young people had yet ven- 
tured. We who essayed this new social 
pkeasure were thought to be standing on 
very dangerous ground. Our parents were 
worried about us, as parettts today are, it 
seems, about their children. 

Judson was talking to me the other day 
about his boy who is just ready for college. 
Judson and I lived a mile or two apart 
when we were his son’s age, our fathers be- 
ing farmers. We had in our youth about 
the same social experience. 

“T never did the things when I was his 
age, that my boy does. He drives off. in 
our car fifty miles to a party or goes that 
far to take a girl to dinner.—and the wa 
he .drives!” ; 

f course, Judson was right. We had 
no airplanes and =9 automobiles when he 
and I were young, but we did have a horse 
and buggy and I recalled to Judson that 
he and I had. driven fifteen miles once to 
a dance. That wasn’t so far, of course, 
but we went more slowly and got back 
later very likely. 

“They want. so much more money than 
we had,” he went on.- “I never spent a 
great deal-of money. My boy has more in 
a month than I had in a year.” 

That is all quite true, but we had as 
much as any other fellow in the neighbor- 





hood had, and the cost of living was almost 
immeasurably lower then than now. The 
young person of today wants little more 
than his neighbors have, and that was all 
we wanted. 

Before we judge our young people too 
harshly we should take into consideration 
what changes have come about in ways of 
living since we were ourselves young. 
When I went to college, students lived a 
mile and a half from the campus and 
walked to eight o’clock recitations without 
thinking that it was a hardship. The old 
horse-car made the trip every half hour, 
but it started from nowwhere and arrived 
at about the same place and did both at a 
most inconvenient time so that there was 
no counting on it to help, not even in a 
time of emergency. 

We had no telephones, no electric lights, 
no automobiles. There wasn’t a paved 
street in town. We studied by kerosene 
lamps in rooms heated with little soft-coal 
stoves, and if there was a bath-tub in town 
excepting the one in Terbush’s barber-shop 
where we paid twenty-five cents for the 
privilege of cleaning up, I never knew 
about it. 

Our pleasures were as simple as our 
ways of living. There were no moving- 
picture shows, no vaudeville, no ice-cream 
parlors, and no dance-halls. There were 
about two dances a year, one at Thanks- 
giving time and the other at Commence- 
ment, at which time the local opera-house 
had some sort of shaky improvised floor 
run out from the stage over the seats in the 
dress circle. We didn’t spend much money, 
because we did not have much, and our 
parents lived as simply as we did. 

I say all this to suggest a little of what 
the conditions of living were when we who 
are now past middle age were young, for 
the conditions under which I lived were not 
materially different from the general con- 
ditions throughout the country. We lived 
a simple life, though that does not neces- 
sarily mean that it was a more moral one 
than the young people of today are living. 
We were not ‘so. frank, perhaps,.in our 
discussion of our emotions and in laying 
bare what was actually going on. in our 
minds. We thought about a great many 
things about which it was not proper to 
speak. There are no such thiggs today. 
The young person of today talks freely on 
subjects about which we would have scarce- 
ly dared to think. Possibly it is just as 
well. 

There were fourteen saloons in the little 
town in which I went to college and they 
did a good buisness. The proprietor of 
one of them went to his great reward not 
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long ago, and the schedule filed on the 
probate of his will showed that he had not 
done business for nothing. There was far 
more drinking then than there is now, 
badly as prohibition is enforced, and far 
more drunkenness. Gambling-houses were 
pretty open. A friend of mine who is 
head of a big institution not far distant 
told me not long ago that he knew a half 
dozen bright young fellows who paid their 
way through college by means of their 
skill at poker. It was done back in those 
days. The red-light district was pretty 
flourishing. I called the mayor’s attention 
once to a notorious place which was run- 
ning in plain sight of his office. 

“Oh, of course, I know about it,” he 
said, “but not officially, you see.” City 
officials took their responsibilities as lightly 
then as now. 

It is said that young people were more 
religious then than now—that they went to 
church more generally and more regularly. 
Possibly they went more regularly, for 
the church when I was young was a gen- 
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| eral meeting-place. Young people went to 
church for social reasons then far more 


than they now do. It is not necessary in 
these days, for social activities are far more 
general than they were thirty years ago, 
and it is no longer necessary for a young 
fellow to go to church to meet the girl he 
is in love with. He can call her up over 
the telephone, or tear down the concrete 
road in his flivver and meet her within a 
few minutes even if she lives several miles 
away and, besides, there is a moving-pic- 
ture house on every street corner where 
he can talk to her under a subdued light 
while a stirring drama is enacted before 
them. 

We were trained to work hard forty 
years ago, and the young had their part in 
the work as well as the old. We went 
through a good many hardships and are 
what we are largely because we overcame 
these difficulties. We got up early at our 
house and were out in the fields, chores 
done and breakfast finished by six o'clock; 
but I’ve seen Joe White, our neighbor, a 





voluntarily or at his invitation. 
ately as “Tommy Arkle.” 








Thomas Arkle Clark, dean of men at the University of Illinois for twenty- 
five years, and an authority on the college fraternity. His work has at- 
tracted wide attention in educational circles. 
a day, six days a week; some days bring as many as a hundred visitors— 
Alumni and students know him affection- 
It is said he was the first to serve in the now 
familiar position in nearly every large educational institution, that of “dean 
of men.” 








He is in his office eight hours 
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half mile away, resting on his plow-beam 
at five in the morning. He got up earlier 
than we did. We were not se well nor 
so widely trained on entrance to college 
then as are our children now; our teach- 
ers were not so efficient, inefficient as 
many teachers still are; but we were earn- 
est, we were not afraid of study, we very 
much wanted an education and many made 
cruel sacrifices to attain that end, as some 
still do today. 

The education of young people today is 
very different from what it was when we 
were young, and in a gratifying number 
of cases it has stimulated them to think for 
themselves, and in thinking for themselves 
they have sometimes questioned the old 
theories and the old standards. They are 
not throwing them over in a good many 
cases; they are simply proving them, and 
where these theories and these standards 
have a solid foundation they will stand. 

Connor has been brought up in the ortho 
dox Protestant faith, He was taken to 
church until he was old enough to go of 
his own accord, and for a time he ques 
tioned nothing, analyzed nothing, thought 
out nothing for himself. Now he is un- 
certain, he is asking questions, he is trying 
to discover why and why not. It is not 
that he is irreligious; he sincerely wants 
to be truly religious, but he is determined 
to think things out for himself. Many 
other young people are getting the same 
point of view, in other things as well as 
in religion, but there is nothing ominous 
in that fact. 

The young person of today is more re- 
sourceful than any other young person 
whom I have ever known. He can do any- 
thing that he wants to do and can do it 
better than any of his predecessors. Chal- 
lenge him, and he will meet your challenge 
with a success that is almost unbelievable. 
I said that he can do anything that he wants 
to do. The chief difficulty is to get him to 
the point of wanting to do something. 

He has been talked about and written 
about so much that he has become a little 
self-conscious. He has pneen praised until 
it has not infrequently gone to his head; 
he kas been written up and talked about 
and preached to until he too often feels 
under obligation to live up to the reputation 
of being the wild devil that he has been 
painted. He hates above all things now 
to be thought unsophisticated. In general 
he is much less wise and much less evil 
than he would like to have you think. His 
dissipations are pretty largely superficial, 
and this statement is quite as true of the 
young man’s sister as of himself. 

I had a talk not more than a week ago 
with a young fellow whose reputation was 
badly tarnished. He has confessed to his 
friends all sorts of dissipations, and it 
looked as if he were pretty far gone in sin. 

“You won't believe me,” he said, “but 
I’ve done none of the things of which I 
have been talking.” 

“But you've boasted of them,” I said, 
“and quite generally, too.” 

“That’s where I’ve been a fool.” 

“Why did you do it?” 

“T’yve always been shy and a good deal 
of a prude, perhaps. I wanted the fellows 
to think that I wasn’t afraid of anything 
and that I’d had a lot of experience of 

(Continued on page 43) 
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HAVE just been reading over the Mackinac Pro- 

gram Plans for the Twenty-Eighth Annual Con- 

gress of the National Retail Hardware Association, 
to be held June 27-30, 1927. The Congress will meet on 
Mackinac Island (pronounced ‘‘Mackinaw’’). This 
name, I am sure you will be glad to know, was formerly 
“Michillimackinac.” It is a petting word in the Ojibway 
Indian language and is always accompanied with signs! 
The word actually means “turtle.” The Indian brave, 
on moonlight nights, some say, called his sweetheart 
“turtle dove.” However, Scotch statisticians, who have 
no imagination, state that the name “turtle” was given 
the island on account of its shape! 


* * * 


Those who are not familiar with the geography of 
the State of Michigan will be delighted to know that the 
southern part of Michigan is a peninsula and comes to a 
point at a town called “Mackinaw.” This town lies 
between Lake Michigan on the west and Lake Huron 
on the east. These two lakes are connected by the Straits 
of Mackinac. Mackinac Island lies just across these 
straits opposite the town of Mackinac. 

I had always supposed that the State of Michigan 
stopped right here, but a further and cursory study of 
my office atlas gives me a pleasant surprise when I find 
that the State of Michigan proceeds forthwith to jump 
right over the Straits of Mackinac and continues her 
undisputed sovereign sway northward and westward 
clear up to Lake Superior. 


* * * 


It is quite a distance from the Island of Mackinac, 
even for a good swimmer, to the coast of Ontario, the 
latter being a province of Canada. The international 
boundary line between Canada and the United States, 
I am interested to observe, travels in a very crooked and 
irregular line—-north by west through Sault Sainte Marie 
and White Fish Bay right through the middle of Lake 
Superior, where it almost touches Isle Royal (which 
belongs to Michigan) and then lands on the other side 
of the lake at a point where the Province of Ontario and 
the State of Minnesota join. 

This irregular boundary line, more than anything else, 
looks like a graph taken of the footprints of a patriotic 
American after spending a few hours in the neighbor- 
ing country of Canada! I feel it my duty to inform you 
that if you go to the convention by way of Detroit, you 
will be much nearer to Canada than you will if you take 
the train straight through to Mackinac and then cross 
over the Straits. Detroit is very close to Canada. You 
can swim over or row over in a small boat. There are 
plenty of ferries. There are two well-known towns ot 
Canada just opposite Detroit, one called “Walkerville” 
and the other “Windsor.” 


x* * * 


It is hardly necessary for me to report that the people 
of Ontario, after having enjoyed all the benefits of Pro- 
hibition for some ten years, have just changed their law 
to state dispensing depots, so the Government, instead of 
the bootleggers, will derive the profits that arise from 
the proximity of Canada to the United States! There- 
fore, I would recommend, as a pleasant way to reach 
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Mackinac Island, that you buy your railroad tickets to 
Detroit. You might spend a day or two here enroute. 
Then take one of the boats from Detroit to Mackinac 
Island. A number of years ago, I went to Mackinac 
in this way and I found it a very interesting trip. How- 
ever, please understand that I am making this sugges- 
tion without consulting the Reception Committee. They 
may have other official plans! For further detailed in- 
formation, I suggest you write for maps, folders, time 
tables and prices to: 
The National Retail Hardware Association, 
915 Meyer-Kiser Bank Building, 
Indianapolis, Ind. 


x * 


During the vacation I spent in Mackinac, I took my 
children with me on a side trip in a little steamer up to 
the Les Cheneaux Islands. I can not find these islands 
in my atlas. We stopped at a lovely little hotel. The 
following day the whole family went out in a rowboat 
to fish. We caught a sort of perch, or sun fish. I never 
saw as many fish in my life, nor did I ever know fish 
to be as hungry. It turned out to be my job to take 
the fish off the hooks and bait the hooks. For the time 
we fished, I was usually three or four fish behind while 
my children made remarks about my awkwardness and 
slowness as a fish remover and baiter! 


x* * * 


The next day, I went out with a French-Indian guide 
to fish for muscallonge. When this guide saw my light 


’ trout rod and silk line, he shook his head. This was all 


the tackle I had. As he rowed me with the short fisher- 
man’s stroke between the islands, he admired my brown 
sweater. He remarked that this heavy woolen sweater 
would be just the right thing for lumbering in the cold 
winters. Then he added that he worked as a lumberjack 
all winter. Not being of an overly-sanguine nature, I 
told him that if I caught a muscallonge that weighed 
more than ten pounds, I would give him this sweater. 
Again I had an illustration of the advantages of the 
profit-sharing system. He immediately displayed greater 
energy and interest in the expedition! 


x * * 


Finally, we approached a lake opposite a saw mill. I 
shall never forget the high singing note of the circular 
saw as it cut through the logs. I was sitting in the stern 
of the boat trolling, with about one hundred feet of line 
out. I must admit I was more interested in the scenery 
and the saw mill than I was in my job. Suddenly, just 
as the circular saw reached high C, the surface of the 
lake broke and there was a flash of silver in the sunlight. 
I had not felt a single tug on the line. “You got him, 
you got him!” cried my guide. I could not believe it, 
but suddenly the silk line flew from under my thumb 
on the reel with the speed of an express train. Sure 
enough, I had him. 


x* *«* * 


I stood up in the skiff and then the fun started. Of 
course I could do nothing to stop him with my light rod. 
Landing that muscallonge was merely a matter of time 
and chance. There was nothing for me to do but play 
a waiting game. Fortunately, the fish, after running 
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about one hundred fifty feet, would turn and come 
back. My Indian guide was an expert. When the fish 
came straight at the boat, he would manoeuvre the skiff 
so that my line would always be clear. It was certainly 
exciting to see this muscallonge in the crystal water sail 
past the boat like Lindbergh on his way to Paris! He 
was well hooked, however, and he finally tired out. By 
degrees, I brought him up to the boat and the French- 
Indian with his gaff landed him. He weighed fifteen 
pounds and was a beautiful specimen. As it was now 
almost lunch-time, we rowed back to our little hotel. 
I went to my room and my guide followed me up the 
stairs. He never let me out of his sight until he had that 
sweater ! 

But how I do wander around! The memory of catch- 
ing that muscallonge drove all thoughts of the coming 
convention out of my mind. 


x *« * 


A year ago, I was one of the “key” speakers on the 
program of the National Retail Hardware Association 
at Indianapolis. There were other “keys” besides my- 
self. There was quite a bunch of us. I wonder if our 
combined oratory has resulted in a complete change of 
plans for this year’s Congress! The entire trade may 
have reason to thank us. Sometimes, in this world, 
things must be made very bad before they are better! 


*k *k * 


Anyhow, it seems that this year there is not to be a 
single “key” speaker. The program is to be unique. In 
stead of “key” speakers, committees have been selected 
to present a number of listed subjects for discussion. 
Each committee, for several months past, have been 
studying their particular phase of the retail hardware 
problem.. In plain, direct language, they will submit 
to the Congress the facts, figures and opinions that they 
have gathered. Then it is planned to have an open dis- 
cussion on the floor of each and all of these reports. 


* * * 


Not only are independent retail hardware merchants 
invited to this Congress, but wholesalers and manufac- 
turers are also invited. It is hoped that they will come. 
These guests will have all the rights of the floor. They 
can ask information; they can question any statements 
of fact that are made; they can express their own 
opinions. 

*x* *« * 

The writer has attended many conventions and he 
does not hesitate to say that out of his experience in 
conventions of manufacturers and jobbers, not only in 
the hardware line, but also in other lines, he has never 
attended a convention or a congress where the business 
in hand was better handled than at this National Retail 
Hardware Congress. In the first place, at every session, 
back of the speakers’ table, is a large chart on the wall 
with a list of the subjects to be discussed. Each speaker, 
in a written memorandum, is asked to follow closely the 
subject assigned to him. Fish stories are all barred! 
It is something of a shock for a person accustomed to 
dealing in glittering generalities to speak at one of these 
conventions because, first, you are warned in a type- 
written letter not to digress from your subject. Next, 
when you reach the platform, you find your subject 
outlined on the chart back of you. Then, the Chairman 
of the meeting announces that you will speak on this one 
subject and about nothing else. 


x * * 


Is that all? No. After you have spoken, the Secre- 
tary of the meeting arises and digests, in cold, clear, brief 
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words just what you have said. When you hear the 
secretary digest your talk, you wonder why they did 
not have him make your talk instead of having you 
do it, because it was my observation that the digest, in 
almost every case, was clearer and better than the speech! 
After this, the various retail merchants present—men 
selected in advance to discuss your -remarks—proceed, 
either to emphasize the correctness of what you have said 
or to take issue with you in your conclusions. All of 
this is done with the greatest courtesy and consideration. 


we: Mrs @ 


I maintain that of all the conventions I have ever 
attended, for clear-headed, logical arrangement, for 
straight talk and for an utter lack of that commodity 
known as “bull,” the National Retail Hardware Associa- 
tion have managed to work out a convention system 
that should stand out as a model to all other associations. 
In last week’s article, I wrote about “Old Man Specific’ 
an expression borrowed from a Cleveland advertising 
man by the name of “Powers.” Old Man Specific 1s 
the patron saint of the National Retail Hardware Asso- 
ciation. They deal in specific cases, in specific figures, in 
specific problems. They get right to the marrow of the 
matter. 





x *« * 


I suppose, of course, that in all associations there must 
be a certain amount of politics, even in the National 
Retail Hardware Association. However, a study of their 
program and the manner in which these programs are 
carried out will indicate that if there are personal politic: 
in the association, they are kept very carefully in the 
background. The casual visitor to one of these Con- 
gresses, sitting in the back line and listening to the dis- 
cussions, is impressed with the great sincerity, frank- 
ness and straightforwardness with which all subjects 
are presented and discussed. 


* *K * 


Retailers of hardware should naturally be expected to 
be students of their business, especially at this time when 
radical changes are taking place so rapidly in merchan- 
dising. The leading retail hardware men of the United 
States will of course attend this Congress in large num- 
bers. That is logical and to be expected. The whole 
object of this article 1s to urge manufacturers and whole- 
salers to take the time and trouble to attend this meet- 
ing. If you have never attended one of these meetings 
of the retailers before, then, by all means, you should 
attend, if only to see how a retail hardware congress is 
conducted. Let me assure you that you will be sur- 
prised and interested when you find yourself in an 
entirely different atmosphere from that of most other 
conventions you have attended. At other conventions. 
I am rather inclined to think that the social note is over- 


emphasized. 
ee ae 


Frequently, speakers who have come a long distance 
to talk at these conventions find the meetings very slow 
in gathering. It is necessary in many cases for scouts 
to go out, round up the delegates and drive them into 
the auditorium. The meetings almost always start late. 
You will be astonished, at these retail meetings, to find 
the room crowded with delegates on time. When the 
roll is called, as it is called, at the opening of every 
meeting, only four or five will be reported absent out 
of several hundred in attendance. There are of course 
social features at these retail meetings but, after all, it is 
well understood that the retailers do not meet simply to 

(Continued on page 70) 
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Flashlights Have Many Uses 





Geo. F. Hauber, of the Emigh-Winchell Co., Sacramento, 

Cal., an exponent of the “unit type of window trimming,” 

solves the problem of displaying this line without tying up 
too much merchandise 


suppose?’ George F. Hauber, who arranges 
all of the Emigh-Winchell Hardware Co. win- 
dow displays at Sacramento, Cal., asked us recently. 

“What do you mean by uses?” 

“Well people use flashlights to see the time at night, 
to find things in the dark, to light their way down 
cellars. Fire chiefs use them; policemen use them; 
ambulance surgeons use them; mechanics in garages use 
them; when the lights go out as the result of a short- 
circuit, the man who puts in a new fuse has to use a 
flashlight in order to see; people on Pullman trains use 
them, to say nothing of the porter; they are indispen- 
sable in the Navy, and possibly in a dozen other places. 

“When I arranged a display of flashlights in the win- 
dow recently I tried to think of as many different ways 
in which they are used as I could, and let me tell you, 
it was surprising the number there are, if you divide 
them up and list each one separately.”’ 

‘What gave you the idea for a flashlight window,” we 
asked. 

“Oh, I don’t know exactly. For one thing, most hard- 
ware stores, and I guess its true of nearly all stores for 
that matter, get in the habit of taking things too much 
for granted. Flashlights sell well even when they are 
only displayed in a small case on top of the cutlery 
counter. Consequently everybody takes them for 
granted, and assumes that the proper place for flash- 
liehts is in a little case all by themselves. So I thought 
if I filled a window with them, and indicated the varios 


4 | J )W many uses are there for flashlights do you 


uses for them, people might be induced to buy a little 
better. Besides flashlights are seldom featured in a 
hardware store window.” 

‘It must have been quite a job filling a whole window 

with them and at the same time making the display 
attractive?” we suggested. 
‘ “Yes sir, it was,” Hauber replied. “First I thought 
'd box up the window on a sort of incline, so as to 
create the impression that the window was filled with 
flashlights, along similar lines that candy stores do some- 
times to give the impression that their windows are 
filled with about 500 Ib. of candy. But then I thought 
that was rather commonplace, and besides it would re- 
quire a lot of flashlights in order to carry it out effec- 
tively. 

‘So I made a display using a number of cards, which 
directed attention to the various uses of flashlights, and 
1 grouped the articles in units instead of scattering them 
individually, or crowding them together.” 

The accompanying photograph shows the window 
llauber arranged. It is more or less self-explanatory. 
There is a large number of flashlights shown, and the 
cards suggest various ways in which these valuable 
modern torches can be employed. It is worth observing 
the way in which he has grouped the flashlights together. 
As he himself says, he found, as the result of experiment- 
ing, that this is a better way than scattering them around 
the floor of the window individually, or than “standing 
them up-right like soldiers.” Hauber admits that he 
is partial to what he terms “the unit type.of trimming.” 
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Electrification as Solution of Farm 


Labor Problem 


E. A. White, Director of the Committee on the Relation of 
Electricity to Agriculture, Declares There Is a Potential Elec- 
trical Load Sufficient to Insure Reasonable Rates in Our More 


PEAKING before the an- 

nual meeting of the Na- 

tional Manufacturers’ 
Association, E. A. White, di- 
rector of the committee onthe 
relation of electricity to agri- 
culture, declared that the elec- 
trification of the farm would 
solve the problem’ of farm 
labor. “It is well known,” he 
said, “that we can produce our 
present volume of agricultural 
products with fewer workers 
than are now employed in this 
occupation. In this connection, 
it 1s reported that an English 


Important Agricultural Regions 


“I would not dare even to at- 

tempt the volume of electrical 
equipment sales to farms during the 
next fifteen years. Look what hap- 
pened in the case of the automobile. 
Look what is going on in the radio 
field. Look what happened in your 
own field in 1926. Undoubtedly 
100,000 rural customers were added 
to electric service lines this past year. 
If it cost only an average of $200 to 
reach each customer and only $50 
per home was spent for wiring, it 
represents $25,000,000 for labor and 


the average was $2,256.65. In 
1926 these seven farms used 
an average of 4253 kilowatt 
hours per farm. True this 
was experimental, but it shows 
possibilities. 

“T would not dare even to 
attempt the volume of elec- 
trical equipment sales to farms 
during the next fifteen years. 
Look what happened in_the 
case of the automobile. Look 
what is gong on in the radio 
field. Look what happened in 
your own field in 1926. Un- 
doubtedly 100,000 rural cus- 


tomers were added to electric 


economist has declared 10 per 
cent of the population sufficient 
to produce the agricultural 
products of a nation if power 
is used to its full pdssibilities. 
I am not prepared to check the 
percentage given, but the geh- 
eral idea is correct. Now if 
more power is going to be used 
in agriculture, it will mean 
greater total productiom for 
fewer people on the farm. So, 
under present conditions. this 
emigration from the farm, 
while undoubtedly a severe hardship on a large number 
of individuals, may be one of the inevitable results which 
follows the introduction of power into an industry whose 
market is not expanding as fast as its ability to produce. 

‘There is a potential electrical load on the farm of 
sufficient size to insure reasonable rates in our more im- 
portant agricultural regions. The farm home needs elec- 
tricity for cooking, refrigeration, lights, water pumping, 
and numerous conveniences. Studies show a load here 
ranging from 200 to 500 kilowatt hours per month per 
farm. With three farms per mile this would give 9000 
kilowatt hours per year per mile of line just for household 
uses. 

“The load on the farm, outside of the household, will 
vary with the type of farming and future developments 
in the art of applying electricity to agricultural operations. 
On the dairy farm, it will be large, ranging up to 500 
kilowatt hours per cow per year. Poultry farming pro- 
duces a good load. Vegetable gardening is most promis- 
ing. The general live stock farmer can use electricity to 
advantage. In fact, it is only on the grain or cotton farm 
where the use of electricity has to be confined to the 
household. 

“To bring such a development about will require 
equipment—lots of it. In New Hampshire the average 
costs of equipment and installation on seven farms above 
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materials. As this business is not 
segregated on your books you do not 
see it. The present volume of busi- 
ness is bigger than most of us realize, 
for the above figures are certainly 
conservative. Thereisa market for als. As this business is not 
electrical equipment in rural districts 
today. It will increase.” 


—E. A. White. 


service lines this past year. If 
it cost only an average of $200 
to reach each customer and 
only $50 per home was spent 
for wiring, it represents $25.- 
000,000 for labor and materi- 


segregated on your books you 
do not see it. The present 
volume of business is bigger 
than most of us realize, for the 
above figures are certainly con- 
servative. There is a market 
for electrical equipment in rural districts today. It will 
increase.” ’ 

New York State is making great strides in the electrif- 
cation of farms, a survey just completed by the Empire 
State Gas and Electric Association shows. There are 
already 35,600 farms in the State served by the electric 
utilities, and additional farms are being added to the 
rural lines at the rate of 5000 a year. 

The field is far from being saturated, however, the 
survey indicates. Only 25 per cent of the farm popula- 
tion of 780,000 in this State live on farms having central 
station service. This relatively small percentage, how- 
ever, is sufficient to put New York State among the lead- 
ing States in rural service development. 

There are in the State 188,752 farms, of which ap- 
proximately one in five is now receiving central station 
service, whereas the average for the country as a whole is 
one in twenty-five. Nineteen electric utility systems are 
doing the major part of the State’s rural electrification 
work. It is estimated that about $25,000,000 has been 
invested in rural lines, of which 11,000 miles are built. 

In 1926 electrified farms in New York consumed 75 
million kilowatt-hours of current. It is estimated that 
during the present year they will use 106 million kilowatt- 
hours, at an average cost of $46.50 a farm, or less than 
one dollar a week each. 
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Display of Electrical Appliances by the H. C. Shaw Co., Stockton, Cal. 











F. G. Gellatte, manager of the H.C, Shaw Co., 


Stockton, California, says: 


“We Have One Line; We Believe In It; 
We Stick to It” 


annually is pretty good. It is a lot better than 

the average, but F. G. Gellatte, manager of the 
hardware department of The H. C. Shaw Co., Stockton, 
Cal., does it. 

Asked how he managed to get this very satisfactory 
result, Mr. Gellatte explained: “Experience has shown 
us that successful merchandising today depends largely 
on concentration. We have one line. We stick to that 
—we believe in it. We know that it sells at about the 
right price. We know that our customers are satisfied 
with this line. We have advertised it, established it 


T URNING a stock of electrical appliances five times 


and are known as the particular dealers of it in this 
town. 


It is nationally known, and that is usually a big 





help to a merchant. It indicates that the manufacturer 
has confidence in his own product. 

“Yes,” he continued, “‘concentration is the thing today 
—concentration and intensive selling. We do not carry 
a big stock; only what experience has shown us will 
sell. If a customer calls for something that we haven't 
got, we get it for him, but we do not get just that one 
item—we get two or more and make a small push on it. 
It gives us something new to talk about—‘just in,’ etc.”’ 
The H. C. Shaw Co. does not hold special sales, as a rule. 
They have found that for their particular class of trade 
that it doesn’t pay, although they believe that this point 
all depends on the class of trade a merchant has. 

Mr. Gellatte says that the secret of advertising is in 
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keeping everlastingly at it. It is the old story of little 
drops of water wearing away stone. ‘We do not,” he 
says, “have any double page spreads.’’ Small space regu- 
larly attended to has proved successful. 

The H. C. Shaw Co. keeps some electrical appliance 
on display in its windows most of the time. As a busi- 
ness institution it follows the policy of letting customers 
and prospects know what it has, why it has it, how much 
it sells for, and why, in the opinion of the store manage- 
ment, it is the best of its kind that money will buy. 


It has faith in itself, faith in its merchandise, and in 
the judgment of its patrons. 


Summer and vacation time, having arrived, electrical 
appliances will find a ready market if they are given a 
little attention by the merchant. The sweltering days 
will cause the housewife to long for labor saving elec- 
trical devices such as vacuum cleaners, fans, etc. The 
dust will accumulate on articles of furniture more at 
this time than any other, and here is the opportunity to 
talk of the vacuum cleaner. 

The small electric iron for the vacationist will be a 
very helpful addition to the traveling bag. Clothes ge‘ 
wrinkled in their packing and emergency washings will 
be frequent occurrences. Electric hair curlers, immer- 
sion heaters, and the many other electrical appliances 
may be brought to the attention of the customer about 
to take a vacation. Why not make a special display of 
these vacation needs and gather in some of this trade? 
The summer tourist has money to spend to make his or 











her vacation comfortable. 





At this time it behooves the salesman to get himself Ree 
interested in the customer’s vacation plans. These plans almost invariably assist in making a sale of this class of 


are pretty close to the heart of most people and will merchandise. 


Two Men Sell Ten Washers a Month 


CALIFORNIA hardware man calls attention to tained. Every new home that is built is representative 
the fact that the Bible says “Seek and ye shall of a prospect. Every newcomer in town is one in short, 
find,” and points out that this advice is the secret everyone who does not own a washer is a prospect for 

of successful merchandising. this store. (Continued on page 39) 

This hardware man believes that 
to sell goods successfully today a 
man must get out and hustle. He 
must seek new business, fresh con- 
tacts, unexplored avenues of dis- a | ences 
tribution, and all with the aid of hie ttt EA commune, cued ee 
modern methods. That in a nut ce = a ryote 
shell, he says, is the reason his firm 
sells ten washers a month. 

Take the case of washers, for 
instance, this firm has two men out 
calling on customers practically all 
of the time. They use Ford run- 
abouts for transportation, and give 
demonstrations every day in the 
homes of prospective customers. 
These men each sell about five 
machines. a month. Sometimes 
more, sometimes one or two less, 
but the average for the year is ten 
washers a month. 

In addition to the natural efforts 
of the salesmen to locate possible 
customers for washers, each person 
who comes into the store is tact- 
fully questioned as to whether they 
own washers or not. Of course 
names and addresses are also ob- 
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A window of baby chicks that stopped customers in front of Smith & Brownell’s store 
in Greensburg, Pa. 

















Selling 3000 High Grade Chicks a Week 


Baby Chicks Hatch Out New Business. 


Brooders, 


Feed Bins, Drinking Cups, Chicken Wire, Gate 
Hinges, Hammers, Saws, Nails, and All Kinds of 
Hardware, Sold by Smith & Brownell 


TURNOVER every week for a period of sixteen 
weeks is the reason for the certain faith of Smith 
and Brownell, hardware merchants, at Greens- 

burg, Pa., in young chicks. There is no mystery about 
it either, for this is the third consecutive year they have 
gone into it. The business, the second year plunged by 
leaps far over the first year and already, although only 
April, the third year is almost out of sight of the second 
They are selling better than 3000 chicks—high grade 
downy little fellows—at that—every week. They are 
confident of a $6,000 chicken season. Fifty thousand 
chicks are already contracted for, and their best large 
deep front window has had all other “hardware” taken 
out and the costly display space has been turned into a 
miniature chicken farm with a thovsand or more peeps 
scratching, feeding, drinking, dozing under the stimulat- 
ing warmth of a brooder that quite fills half the space. 
Another farm occupies the center of their middle aisle, 
while unopened express chicken carriers line the left 


counter and show cases. They are full of noisy little 
well-known breeds and other new breeds that are at the 
minute coming rapidly into prominence. Carriers come 
daily. 

Chickens are only part of the business, for brooders, 
feed bins, drinking cups, and other articles of equipment 
have crowded well-known hardware stock to less con- 
spicuous locations, for every person who stocks up on 
young chickens requires chicken yard paraphernalia— 
these, by the way, bring in as much or more cash drawer 
jingle as the interesting pledges of fowl and eggs. At 
least another $6,000 is what Smith and Brownell take 
in—$12,000. 

And, this is not all—for when buying chicken wire, 
gate hinges, and the like, chicken customers take along 
a pair of pliers, a hatchet, usually a hammer—possibly 
a saw—nails—electric wire for an extension of a house 
line, and so it goes, say Smith and Brownell. Of course, 
chickens are hungry feeders. So, feed, grit, treatments 
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for “bugs,” and other things poultry raisers require are 
all there, and after two years of experimenting, it looks 
as if these active Greensburg hardware men—for two or 
three other stores there are doing similarly—have found 
a spring season venture both highly interesting and 
lucrative. 

Between 150,000 and 200,000 chicks are being put out 
by Greensburg hardware merchants alone. Other hard- 
ware merchants in nearby Irwin, Jeannette, Latrobe, and 
in towns as far away as Uniontown, are doing similarly. 
It is safe to estimate that western Pennsylvania Hard- 
ware men are putting out 1,000,000 chicks that average 
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twelve cents each—or a tidy $120,000. Add another 
$120,000 on accessories and feeds ; then, another healthy, 
although unestimated, sum for actual hardware, and the 
conclusion is conclusive. Above these amounts is the 
effect of the advertising, the gains in new customers, and 
the continuing demands made necessary by virtue of the 
continuing requirements of a live merchandising com- 
modity, and the optimism of the Bortz Hardware owners 
in Greensburg and the Craft Bros. Hardware Co. in 
Uniontown, and other dealers in the above towns, seems 
to be justified, according to the statement of Pres. Baker 
of the Craft Bros. Co. 
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Catering to the 
chicken raiser is a 
profitable thing for 
many hardware 
merchants. Aside 
from the large 
number of items 
that it helps to 
sell, it has a good 
advertising value 
and brings new 
customers into the 
store. Every rural 
community ha s 
and many _ sub- 
urban ones have 
flocks of chickens, 
interest in which 
may be quickened 
by the hardware 
merchant. On the 
right is the depart- 
ment for chicken 
raisers’ supplies 
maintained by the 
Riley Hardware 
Co., Richwood, 
hio. 
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Crooked Schemes—and Schemers 


UR attention has been called recently to attempts 
made by strangers, and usually successfully, to 
have checks cashed, to secure merchandise under 

false pretenses and to sell to unwary dealers, assortments 
of merchandise that are unworthy of the price asked for 
them. 

Herkimer Hardware Co. at Herkimer ask that we 
mention their experience with a swindler, in order that 
others may be on their guard and perhaps that their 
caller may be apprehended. 

This man, giving the name of John LeRoy, during a 
busy hour at the Herkimer store asked for refund of 
$6.75 on a gallon of varnish claimed to have been 
bought in the store “from the other clerk’’ earlier in 
the day. The varnish actually was not purchased. It 
was picked up by the visitor, carried by him to another 
part of the store, where he made his request for “refund.” 
He got his money largely on the strength of his apparent 
acquaintance with “the other clerk,” who was not in the 
store at time of the call. 

Then, contrary to rules of the store, he succeeded in 
having a forged check for $20 cashed. 

Forger is said to be about 35 years old, slight, with 
dark complexion and a very assured bearing; at 
Herkimer he wore a dark suit, gray overcoat and gray 
cap. Our member will appreciate any advices that may 
lead to this man’s apprehension. 

The “refund on paint’ scheme is now an old one. It 
was worked successfully two years ago in several hard- 


ware stores at Rochester ; the crook succeeded in getting 
money for paint he had merely picked up in the stores 
when not observed and demanded money for it. 

From the West comes_a story of an alleged representa- 
tive of Delco-Light Co., who succeeded in having an 
“expense and salary check”’ cashed by a hardware mer- 
chant who later found the check fraudulent. 

In our own State last season a man posing as a special 
traveler for Radio Corporation of America secured sev- 
eral lots of solder by means of forged orders ostensibly 
issued by hardware retailers on their jobbers. In these 
cases the deal was made possible because the merchant 
gave his caller a blank letterhead. He has not been 
apprehended. 

From Long Island a member reports a man calling 
himself W. Visger, Jr., a painter, claiming to have just 
returned from the South. His specialty is charging 
goods to well known local customers ; the charges on in- 
vestigation proving unwarranted. This man is said to 
be enroute to Canada, but he may make a stop or two 
on his trip. 

It is hard to understand why a local merchant with 
established credit should pay in advance for any mer- 
chandise, particularly to a stranger—but these things 
happen now and then. It should be a rule in every 
store that no money be paid in advance for either mer- 
chandise or service—News Letter of Secretary John 
B. Foley, New York State Retail Hardware Association. 
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This Hardware Merchant Draws Trade 
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From Near-by Cities 


C. A. Hunt, of Mount Healthy, Ohio, Sells Auto Tires to 
People Who Come from Hamilton, Ohio, Fifteen Miles 


Away, Specially to Do Business with Him. 


Sells Quality 


Goods at Fair Price 


a small town fifteen miles away to purchase tires. 

With a multitude of tire dealers eager to sell them 
their requirements, often at cut prices, without the 
necessity of going outside of the boundaries of their 
own municipality, it is odd indeed to note that C. A. 
llunt, hardware merchant of Mount Healthy, Ohio, 
iumbers among his customers several residents of Ham- 
ilton, Ohio, who make special trips to his store when- 
ever they are in need of additional tires. 

Why do these customers deem it sufficiently worth 
while to pass by the dealers in their own city and go 
far out of their normal paths to buy their tires from 
Mr. Hunt? To answer such a question adequately de- 
mands an exposition of the policies upon which Mr. 
Hunt has built up his hardware business during the past 
fourteen years. When he acquired his present store in 
1913 he was fresh from the principalship of the local 
high school. His knowledge of the hardware trade was 
so circumscribed that it stood him in little stead. 

But there were several ideas he had which he imme- 
diately put into practice. He believed in carrying only 
quality goods. Therefore, even though customers were 
unable to take home with them articles which had been 
purchased at a ridiculously low figure, they did not have 
the experience of buying goods at bargain prices and 
later discovering that they were of inferior material and 
workmanship, as they were bound to be. Instead, Mr. 


Ga small do motorists drive from their own city to 





Kelley-Duluth Co., Duluth, Minn., used this window display featuring a large variety of automobile accessories. 


Hunt offered only products of superior quality for which 
he asked a fair price. 

He was extremely careful about recommending goods 
to his trade. Before he did so, he ascertained to his 
personal satisfaction that the commodity gave the service 
claimed for it by the manufacturer. Thus his customers 
soon came to know that if Mr. Hunt especially urged 
the purchase of an article, they could rely absolutely 
upon his judgment. 

His honesty was established early. His fairness to 
his trade became known to all with whom he did busi- 
ness. If for any reason for which the customer deems 
the store responsible an article fails to live up to the 
standard set for it in the customer’s mind, he has the 
privilege of returning it with the understanding that 
he will receive in exchange a new article. Mr. Hunt 
realizes that strict adherence to the policy that “the cus- 
tomer is always right’’ sometimes leads to abuses on the 
part of at least a few customers. He believes, however, 
that unquestioned acquiescence in the purchaser’s 
demands builds up a good will the value of which is 
difficult to estimate. 

Thus, it is clear that Mr. Hunt’s development of his 
tire business is closely associated with the carrying out 
of policies which he applied to all departments of his 
store. He started in by stocking good tires which gave 
good service. His customers found that they secured 
large mileage from the tires, and when they were in the 
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Close to the 


front of the window, and just visible in the cut, are a number of small bins in which are displayed the many little items that 


are carried in the auto accessories department 
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market again they naturally went to Hunt’s. In addition, 
a man well satisfied with his automobile tires is the best 
kind of salesman for the store from which he bought the 
tires. This word of mouth advertising also added many 
customers. 

Mr. Hunt by no means confines his automobile acces- 
sories stock to tires and tubes. He carries a number of 
small items, such as spark plugs, and finds that he has a 
ready market for them the year round. To sell tires, 
he states that it is necessary to display in his store only 
samples, practically all of the stock being kept in storage 
in the basement. 

Other hardware merchants not so farsighted as Mr. 
Hunt are certainly passing by an opportunity to augment 
their annual business when they fail to take advantage 
of the opportunity to sell automobile accessories intel- 
ligently. 

Mr. C. N. Akin, of the Gooch-Edenton Hardware Co., 
Jackson, Tenn., finds that the policy of carrying a quality 
line that he can readily recommend to his customers is 
a good one. He carries a complete line of one particular 
make—fabrics, cords, puncture proof tires and tubes. The 
line he says, stands up “like a brick house” and he 
cannot say too much for it. It is a little higher in price 
but it is worth the money and the customers are willing 
to pay it, especially after having used it once. 

Mr. Akin does most of the adjusting at the store, but 
that is something that is not an outstanding necessity, 
as he has not had to make an adjustment on twenty-five 
cases out of a thousand. If, however, a tire goes bad 
for any reason an attempt is made to give the customer 
absolute satisfaction with his purchase. 

The Gooch-Edenton Hardware Co. uses advertising 
space in the local daily newspaper besides mailing folders 
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each month to a list of old and prospective customers. 

With the tendency of motorists to make longer trips 
over the country the tire and auto accessory business is 
a line that more and more 
hardware merchants are be- 
coming interested in. Acces- 
sories are not only profitable 
but are important leaders in 
the sale of regular hardware 
items. In the first place car 
owners are liberal spenders as 
a rule. Picnic supplies as 
well as wrenches and many 
other hardware lines are log- 
ical sales to motorists. 


a 





A window display featuring 

tires by the Gooch-Edenton 

Hardware Co., Jackson, 
Tenn. 








Two Men Sell Ten Washers a Month 


(Continued from page 35) 


Canvassers were sent out to obtain a large list of 
names and addresses of people who did not own washers. 
The telephone was utilized for the same purpose, the 
results from these efforts were very satisfactory, and the 
lists are constantly being followed up, and checked, by 
the two salesmen and occasionally by someone on the 
telephone. 

Washers are necessary equipment in every home to- 
day, and people who have none are looking forward to 


the time when they may have them. Sometimes a very 
little persuasion will help these people to realize that 
washers are not beyond possibility for the average purse, 
but within the reach of all. The business is there. Seek 
and ye shall find it. 

This is the season of the year when washers are more 
readily introduced owing to the warm weather desire to 
lighten the housework as much as possible and the ac- 
cessibility by auto to the rural sections of the community. 
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How Bensons Got Their New Store 
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Going Good | 


HEN a new hardware store is started up, what 
Wu the store do in order to make fairly sure of 
its success? 

It can, of course, make the store attractive and it can 
carry an adequate stock of goods but how can it get the 
people into the store and make them buy enough goods 
to show a profit for the establishment ? 

These are important questions not only for a new store 
but for all stores and, therefore, it will undoubtedly be 
interesting to many hardware merchants to take note of 
Some of the methods used by the Benson Hardware Com- 
pany, which has been in business in Los Angeles for 21 
years, in starting a new store at 416-18 South Broadway 
in the same city. 

3efore starting this store Emil O. Benson, the 
manager of the establishment, made a careful survey of 
the situation in the neighborhood of his store. He studied 
the crowds passing the store, took note of the types of 
window displays used in other nearby stores and then 
came to these conclusions : 


FIRST—The new store was on the men’s side of the 
street. On this side of the street were principally men’s 
clothing stores, men’s shoe stores, radio shops, etc., while 
on the other side were women’s establishments of various 
kinds. 

SECON D—Most of the show windows in his neigh- 
borhood were rather elaborate and he noticed that when- 
ever any of the store windows had anything with action 
the number of folks stopping was considerably increased. 


THIRD—Many of the folks passing the store carried 
bundles, thus indicating they were not at all averse to 
carrying home their own purchases. 

With this information at hand Mr. Benson then ar- 
ranged to do certain specific things which would be calcu- 
lated to take the greatest possible advantage of these facts. 

‘In the first place,” said Mr. Benson, in explaining 
what he has done, “I decided that since we are on the 
men’s side of the street we would be pretty sure of get- 
ting a considerable patronage from men even without 
going after their trade very heavily. I felt that much of 
this trade would come to the store simply because of our 
location. So I felt that one of the first things for us to 
do would be to let the men’s trade take care of itself 
while we went after the women’s patronage hard. 

“Accordingly we ran considerable advertising in the 
local newspapers telling about the goods we carry which 
have an appeal to women. And, also, I started the policy 
of featuring specials once a week or so and also staging 
just as many demonstrations as we possibly can. It is my 
experience that these two things have a greater appeal to 
women than to men. The women are constantly looking 
for savings in household goods and will be greatly at- 
tracted by specials—just as they have been in this store. 
And all women seem to be greatly interested in demon- 
strations. If you will take note of the sort of crowds 
that gather around any kind of demonstrations in stores, 
outside of demonstrations of strictly men’s goods, and 

(Continued on page 74) 
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M.S. Young & Company 


in Modern New 
Building 


LMOST eighty-five years ago there was estab- 
A lished in Allentown, Pa., a small store. It was 

in that small Pennsylvania town M. S. Young & 
Co. was first organized. Allentown then, was not the 
thriving city it is today and neither did that store re- 
semble the magnificent establishment of the present time. 
In those days it resembled our rural general store. 

Shortly after the Civil War it was decided to open a 
wholesale department. Several salesmen were sent on 
the road. Since that time, the business has grown very 
steadily until now the wholesale sales amount to about 
75 per cent of the total volume. The hardware busi- 
ness increased slowly but surely and not so very long 
ago it was planned to enlarge and open a new store. 

A modern four story building was erected. On the 
ground floor is the main retail sales room. The base- 
ment and upper floors are used for the wholesale stock. 
Much time and trouble has been saved by the use 
of a circular chute leading to the packing room. It has 
been found that stocks are kept in better condition when 
they are handled in this way. Order workers are bene- 
fitted, as they can remain on the floor. 

The Duluth Show Case Co. of Duluth, Minn., built 
and designed the show cases and counters. 

The center display cases are arranged in the shape of 
a horseshoe. Therein are displayed cutlery, silverware 
and electrical goods. Further back are tables on which 
kitchen ware and various small items are shown. Along 
each wall are display panels which support a balcony 
where the larger items are kept. In these wall displays 
are sporting goods, auto accessories, builders hardware 
and tools. Behind these panels are shelves for the surplus 
stock. By using this method of display the M. S. Young 
& Co. found it possible to display a small amount of 
nearly every line carried. They also found that there is 
about 1/3 more storage space in this new modern store 
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The new building of M. S. Young & Co. in Allentown, Pa. 
Notice the large show windows, 14 feet in width by 9 feet deep. 


than previously, when shelves were placed ceiling high 
and could only be reached by running ladders. 

The owners of the company are, R. A. Young, E. M. 
Young and W. P. Ludwig. 























g 
— — —_. 


Looking toward the rear of the new retail salesroom of M. S. Young & Co., in Allentown, ‘Pa. 
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Unusual Window Displays 
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Left, above: This is the window put in by Morehoyse & Wells, Decatur, Ill., during the bird show held by local 
breeders. Bird seed, cages and supplies run into nice figures annually. Blackmon Hardware Co., Cordele, Ga., show 
galvanized ware in the clever way on the right. 





This attractive young lady demonstrated fly tying to large 
crowds for the Tritch Hardware Co., Denver, Colo. This was 
a remarkably well arranged window display. 





Neyhart Hardware Co., Williamsport, Pa., P. C. Winner, Dis- 
play Manager, used this display to sell concrete lawn furni- 
ture. The scenic background made the display most effective. 
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What is the Matter with Our Young People? 


which they had never guessed. I guess I 
thought it would make me a hero.” 

His is a tendency of youth today. We 
have pictured him as wild and unconven- 
tional and he wants to prove that we have 
been correct in our judgment. 

Our young people today are different 
from what we were, but we, too, have 
changed, and they are like no one so much 
as like their parents. We who are older 
live more comfortably than we did when 
we were boys and girls, and in general 
more luxuriously. We travel faster and 
farther and in greater elegance. We dress 
better, we live in larger and better-ap- 
pointed houses than we once did, and in a 
certain sense we make fewer sacrifices; 
and all these changes in ourselves and in 
our environment have had their effect 
upon our young people. If there is any- 
thing in particular the matter with our 
young people, parents, more than anyone 
else and more than anything else, are re- 
sponsible. Children respond to their train- 
ing in an amazing manner; they take on 
habits very early which dominate them 
throughout life. By the time they are 
twelve or fifteen the path they are going 
to follow has been pretty well marked out 
for them, and parents and the home are 
most largely responsible for this choice. 

It is said that young people are extrava- 
gant today. Possibly. Someone was speak- 
ing to Clara about her fur coat or, to be 
more exact, about one of her fur coats, 
for Clara had three when her mother be- 
fore her had had to be contented with a 
modest woolen one when she was Clara’s 
age, and her mother’s coat saw service for 
several winters. The fur coat in question 
was a very beautiful one but not very 
serviceable. 

“Your coat is so beautiful,” one of her 
friends remarked; “it is too bad that it 
will wear out so soon.” 

“What matter?” Clara responded. “Who 
wants to wear a fur coat longer than one 
season?” 

Who, indeed? But Clara is not at fault; 
it is her foolish, indulgent parents. 

There is drinking among young people 
these days, we are told, and what young 
people go into they often carry through 
with enthusiasm. Butler had been dis- 
missed from college for drinking. He had 
taken on more than he could carry and 
had been picked up in the public streets 
not knowing either his name or his place 
of residence. He was jailed and fined, of 
course, as such derelicts sometimes arc. 
His mother came to see me to plead his 
case. 

“We have always had liquor in the 
house,” she explained, “and George has 
been free to take it when he wished. We 
teach temperance in our family; I never 
dreamed that my boy would go to excess.” 

The trouble with Mrs. Butler was that 
she did not know youth. Whatever ex- 
ample you set, good or bad, youth is al- 
ways likely to follow to excess. What 
is worth doing at all, especially if it con- 





(Continued from page 29) 


tributes to one’s pleasure, the young person 
argues, is worth doing as well and thor- 
oughly as you can. If you teach a boy at 
home: to drink, trust him at some time or 
other to do it to the limit. 

Golinken called on me last Saturday. 
He has a son in college, nineteen year old, 
I think he is, and he looks as strong and 
healthy as a well-fed ox. His scholastic 
record so far does not show any indication 
of overwork on his part. It is, in fact, 
some fifty points below the average of 
college. Mr. Golinken’s purpose in calling 
on me is to get permission for his son’s 
use of a motor-car in his passage to and 
from his lodging-place. 

“You see,” the father explains, “my son 
lives five blocks from the campus and 
sometimes when he gets up a little late in 
the mornings it is rather hard for him to 
make his nine-o’clock class. A car would 
save time for him.” 

I. could see that it might. 

“You see, he has flat feet—not bad, but 
annoying—and walking is not pleasant.” 

I explained that nothing is better for 
flat feet than walking moderate distances 
and that open-air exercises are helpfully 
stimulating to the brain, but he could not 
see it. 

Now Golinken had a very hard time 
when he was a boy. He had no opportuni- 
ty to go to school. He worked as an ap- 
prentice for years to learn a trade with 
not enough remuneration to pay for his 
meals. He rose in the world from sheer 
force of will and through hard work. He 
is a successful business man now but he 
cannot see that he got where he is through 
meeting difficulties and overcoming them, 
through sacrifice and doing without things 
to accomplish his purpose. He had given 
his son the easiest life possible—fur coats 
and motor-cars and plenty of spending 
money. He has not taught him to deny 
himself anything. Whatever he wants he 
has only to ask for it. And the boy is a 
loafer, sleeping late in the morning, too 
lazy to walk five blocks by nine o’clock in 
the morning and satisfied to do work far 
below the average, and the father is satis- 
fied to have him do this sort of work. 

“T did enough hard work when I was a 
boy,” Golinken explains to me, “for the 
whole family, and made enough sacrifice. 
I want my boy to have an education. | 
want him to have an easy time; I do not 
want him to go through what I went 
through.” 

Many parents feel as he does. They are 
unwilling that their children should get 
anything of the training that has made the 
older people what they are, and so they 
pamper and indulge their children and 
humor them and make them soft and selfish. 

My answer to the question that is found 
in my title is that there is nothing the mat- 
ter with our young people. Where they 
have had the discipline of home and have 
been taught to work and rely upon them- 
selves, where they have been grounded in 
the principles of love and sacrifice as many 





of them still have, they are the most won- 
derful young people in the world and they 
are going to do great things far beyond 
what we have been able to do. 

The trouble, where there is trouble, is 
largely with the parents who coddle their 
children and make their life too soft and 
easy. There are too many coonskin coats 
and flashy-looking runabouts. There are 
too many extravagant allowances and too 
many formal parties when the young people 
who go to them should be playing children’s 
games or at home in bed. Too many young 
people are not taught to work or to do their 
best at whatever they undertake. Parents 
are quite satisfied when their children ac- 
complish the commonplace. 

Our young people as a whole are judged, 
too, quite commonly by the escapades and 
the derelictions of the few. In general I 
have found that from 80 to 90 per cent of 
the young people with whom I have to do 
are conscientious and hard working and 
anxious to do well. It is the minority of 
10 per cent who have stirred up comment 
and made themselves notorious by their ir- 
regularities, and for these things foolish, 
indulgent parents are most largely re- 
sponsible. 





Happy Helper Gossip 


“Good Morning!” percked the percolater, 
In a chuckling sort of way, 

To the toaster toasting muffins 
In the dining room today. 


“It’s nice to have our gossip 
Where all’s so clean and still—” 

“I’ve the bacon almost finished,” 
Sputtered out the broiling grill. 


“I have eggs all white and golden,” 
Chimed the laughing frying pan, 
“But they had my attention 
When the gossiping began. 
“Team always very careful 
Of the eggs entrusted me, 
And take great pride in frying them 
Just the way fried eggs should be.” 


“It’s the same thing with my coffee,” 
Said the percojJator then, 

“It’s always been exactly right 
Since I’ve forgotten when.” 


“The muffins that I’ve toasted 
Must be waiting hot and brown, 
And ready for the butter, 
When the family sits down.” 


There’s a breakfast to the minute, 
With its flavor ever true— 
Snap—Off goes the current, 
And the Helper’s work is through 
—T. M. Bray. 





Pull! 


A horse can’t pull while he’s kicking, 
This fact I merely mention; 

And he cannot kick while pulling, 
Which is my chief contention. 

Go imitate the good old horse 
And lead a life that’s fitting, 

Just pull an honest load, and quit 
Your everlasting kicking. 
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Home Demonstrations Help De Prez Sell 
$20,000 in Radio Equipment 





June 16, 1927 





In this store radio equipment is sold entirely on the enter- 
tainment basis—Sets are demonstrated in the customers’ 
homes 


VERY employee of the J. G. De Prez Co., Shelby- 
ville, Ind., has had practical experience with the 
three radio lines handled by that firm. The expe- 

rience of each has been in his own home, so that each is 
an efficient salesman for the radio department. Col. D. 
Wray De Prez, secretary-treasurer of the company and 
the active sales executive, has encouraged the store sales- 
men to try the sets at home, knowing that such personal 
experiences offered the most potent background for 
selling radio. | 

Shelbyville has a population of approximately 11,000 
people. The De Prez store is the largest mercantile 
establishment in town. The radio department located 
on the second floor has an annual sales volume of 
$20,000, which business has been built up in four years. 
Three separate lines of complete sets are handled. These 
offer a complete price range and sufficient variety of 
styles and types to satisfy the whims of local radio fans. 
No store demonstrations are made. Col. De Prez be- 
lieves they are too misleading and often lead to disap- 
pointment when the customer finds less efficiency in his 
own home than in the store demonstration. All De Prez 
radio demonstrations are made in the home of the pros- 
pect, which enables the salesman to offer a true perfor- 
mance under the normal conditions to be faced in each 
home. 

In this store, as in many other successful hardware 
store radio departments, radio equipment is sold entirely 
on the entertainment basis. No specified distance or 
volume is promised. The set which strikes the fancy of 











The Compliments of 


Radio Log | 


All the Latest 
in RADIO 





a) You can get al) these Broadcasting Stations | 


Sal 


Radio log distributed by J. G. DePrez Co. 











the prospect is demonstrated at his home and there can 
be no subsequent misunderstanding nor any complaint 
after the purchase has been made. 

The radio department on the second floor is really a 
display room with a complete sample line on view, 
price tagged and arranged so that customers may pick 
the outfit which appeals. 

For a time De Prez had a radio expert build a special 
set, marketed as a De Prez set, but it was found more 
practical to handle three standard lines. 

The J. G. De Prez Co. issues a conventional type of 
radio log for customers and prospects. This bears the 
company name on the cover. The inside pages list the 
more prominent stations with spaces left for dial read- 
ing records. The back page is left blank so that the 
user may add stations not given in the printed list. 

The radio log while not a new or original form of 
radio advertising has never been fully utilized by most 
dealers. Logs become thumb marked, worn out at the 
edges and soon are very unsightly, therefore a monthly 
edition corrected as necessary bearing a timely advertise- 
ment should be a very effective means of advertising not 
only the radio department but also@#he many other enter- 
prises of the firm. 

The changes in broadcast waves regulated by the re- 
cently formed Federal Radio Commission voids prac- 
tically all former radio logs, making a new edition im- 
perative. Let your radio department be first with a 
revised fog. It will pay you to advertise and talk about 
your revised log among radio fans and that includes 
about everybody today. 

The De Prez stock includes several types and makes 
of standard loud speakers, head sets, batteries A, B and 
C; tubes, eliminators, chargers, wire lead in sets, aerial 
sets, ground clamps and the other essential accessories. 





The radio sales room of the J. G. De Prez Co., Shelbyville, Ind., 
where an annual sales volume of $20,000 is obtained. 
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Remington Arms Co. Purchases Universal 


Sales Machine Co. 


The Remington Arms Company, Inc., has 
invaded the vending machine field, and in- 
tends to engage in the manufacture of self- 
service machines on a scale of great mag- 
nitude. 

The first steps to thoroughly cover the 
field were taken recently in the purchase 
of The Universal Sales Machine Com- 
pany of Boston, Mass., one of the pioneers 
in the vending machine industry; and the 
organization of The Remington Service 
Machines, Inc. } 

This company, headed by John B. 
Smiley, also President of The Remington 
Arms Company, Inc., will manufacture ma- 
chines for the automatic vending and dis- 
pensing of nationally advertised products. 

President Smiley is most enthusiastic 
over the prospects of the new organization, 
its personnel and equipment. 

The entrance of The Remington Arms 
Company into this field marks the advent 
of the first really large and important com- 
pany into the manufacture and sale of ser- 
vice machines. Some 111 years ago the first 
Remington rifle was made in Ilion, N. Y. 
In late years Remington has gone into the 
manufacture and sale of Cash Registers 
and Cutlery. 

In the purchase of The Universal Com- 
pany, Remington takes over a concern that 
has a thorough knowledge of. the industry 





Morley-Murphy Co. Stage 
Dealers’ Convention 


Morley-Murphy Co., progressive distrib- 
uting firm of Green Bay, Wis., recently 
held a very successful dealers’ convention. 
They had several new lines to present to 
their customers, and so sent invitations out 
to a meeting for May 12 and 13. The 
auditorium of the Columbus Club Building 
was procured and attractive booths were 
arranged, wherein many lines of merchan- 
dise were displayed. 

During the two days 912 registrations 
were recorded, consisting largely of mer- 
chants and their wives. A banquet was 
served at which the Mayor of Green Bay 
and B. Christianson, field secretary of the 
Wisconsin State Retail Association, were 
speakers. 


—_——— --- + 


Chicago Coliseum to House 
7th Annual Merchandise Fair 


More than 300 manufacturers’, import- 
ers’ and specialty distributors’ lines will 
be assembled in the Chicago Coliseum 
from August 2 to 13 for the 7th Annual 
Chicago Merchandise Fair. 

It is expected that not less than 2,000 
merchants and buyers will attend this 
Trade Fair to buy for their fall and holli- 
day needs. 

Full information regarding the Chicago 
Merchandise Fair can be had by writing 
to the Chicago Merchandise Fair, at 1513 
South Wabash Ave., Chicago, IIl., or 890 
Broadway, N. Y. C. 











and the most progressive of the vending 
machine companies—the pioneers in the 
field—a company now making machines 
for the dispensing of chewing gum, pea- 
nuts, candy, drinking cups, sandwiches, 
etc., and have patents on many other ma- 
chines that will now be made by Reming- 
ton, and will continue to manufacture the 
line of machines now being manufactured 
by Universal. 

Arthur H. Du Grenier, the President of 
The Universal Sales Machine Company, 
will continue with Remington, and will be 
in active charge of the sales plans. Mr. 
Du Grenier is the pioneer in this field, 
having been in it 28 years, the last 14 as 
a manufacturer. He is the President of 
The National Vending Machine Manufac- 
turers Association, and is regarded as the 
best posted man in the industry. Associ- 
ated with Mr. Du Grenier as secretary- 
treasurer of The Universal Company was 
Harold B. Woods. Mr. Woods will con- 


tinue with Remington in active charge of 


| the manufacturing of the machines. Be- 


fore entering the service machine industry, 
Mr. Woods was for some time with The 
Youngstown Sheet and Tube Company. 
The sales of the Remington Service Ma- 
chine, Inc., will be combined with other 
Remington offices in New York City. 


Corbin Lock Co. Appoints 
Sheffield Clark & Co. 


Sheffield Clark & Co. of Nashville, Tenn., 
have been appointed as Southern representa- 
tives of the Corbin Cabinet Lock Co., 
The American Hardware Corp. successor, 
of New Britain, Conn. 





General Fireproofing Co. to Ex- 
pand Plant to Meet Demand 


Despite the fact that only a few months 
ago The General Fireproofing Co. of 
Youngstown, Ohio, increased the produc- 
tive capacity of its plant 40 per cent by 
utilizing the buildings formerly used for 
the manufacture of metal building prod- 
ucts, announcement is made of a further 
plant extension. 

A new building is now being erected and 
is to be devoted entirely to the assembling 
and crating of the GF Line of Steel Desks. 
The company says that this has been made 
necessary by the increased demand for its 
products and also that the extension policy 
was well founded, as the May business ex- 
ceeded that of any other one month in the 
history of the company. 





Fire Destroys Dow’s Store—- 
Needs Catalogs 


The retail hardware store of A. W. 
Dow, 29 Church Street, Baldwin, N. Y., 
was recently destroyed by fire. He plans 
to continue business and desires catalogs 
from manufacturers of paints, tools, fish- 
ing accessories, and housefurnishings. 
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Benjamin Soby Promoted by 
Westinghouse Electric 


Benjamin Soby, formerly assistant to the 
manager of the sales promotion department 
in the Westinghouse Electric International 
Co., East Pittsburgh, Pa., has been ap- 





Benjamin Soby 


pointed manager of ‘the advertising division 
in the Pittsburgh. district office of the 
Westinghouse Electric & Manufacturing 


Co. 

He has been with the company since 
1918 and for seven years was in the de- 
partment of publicity, having contact with 
the Westinghouse Electric International 
Co. on advertising and sales promotion 
work. He was appointed assistant to the 
sales promotion manager of that company 
in 1925. 

Mr. Soby has lectured for several years 
on advertising and sales promotion work in 
the foreign field at the School-of Business 
Administration, University of Pittsburgh, 


Saunders Norvell to Speak Before 
Pittsburgh Hardware Dealers 
Association 


The Pittsburgh Retail Hardware Deal- 
ers’ Association, under the leadership of 
President Frank A. Hegner, is moving 
heaven and eafth to provide Saunders 
Norvell a real audience when he comes to 
Pittsburgh on June 17 to address what 
ordinarily would be the regular monthly 
dinner and meeting of the association. It 
has been declared an open meeting, at 
which the members may bring as many 
guests as they want to and the guests can 
be the wives and sweethearts. If it is not 
the biggest gathering of hardware men 
the association has ever before been re- 
sponsible for, some one will have missed 
his guess, because there are a great many 
here who know Mr. Norvell, who will 
want to renew acquaintances and a good 
many more who have read his entertain- 
ing stories and will want to learn whether 
he can talk as well as he can write. There 
is the additional inducement of an excel- 
lent dinner. 
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Sidney Atkinson Gives Views on Business 
to Brooklyn Hardware Association, June 9 





Sidney Atkinson, son of R. J. Atkin- 
son, vice-president, N. R. H. A. gave the 
Brooklyn Hardware Association a few of 
his impressions of the hardware business, 
at the regular meeting of that organization 
held in the Johnston Bidg., Brooklyn, N. 
Y., Thursday, June 9. President H. A. 
Vogt presided. Secretary Robt. Pearsall, 
read communications and minutes of the 
previous meeting. Treasurer Henry F. 
Bon, reported on the financial condition 
of the association. 

Al Cornell as chairman of the enter- 
tainment committee announced that Com- 
modore H. L. R. Rohlfs had at last 
convinced the Metropolitan association that 
a boat outing was needed, and with the 
joint outing will include a sail up the 
Hudson River, with lunch served on board 
and games and dinner served at Indian 
Point. 

Sidney Atkinson said he was glad to 
be in the hardware business and that he 
liked to think of the romance of the busi- 
ness. When he read of Lindbergh’s suc- 
cessful New York to Paris flight he said 
he thought of the ordinary brass machine 
screws which held the vital instruments 
in place, and that whatever progress or 
great achievement took place hardware 





played an important part. From hi? ob- 
servations he said hardware stores lacked 
planning, lacked definite purpose and very 
often dealers seemed to “just do things” 
without any particular background plan- 
ning. 

Comparing the small and large stores 
he said the only difference was organiza- 
tion which the latter group had to have. 
Organization said Mr. Atkinson is noth- 
ing more than the owner showing faith in 
the ability and reliability of employees, 
the permitting of associates to have au- 
thority over their own work, thus leaving 
more time for the owner to devote to the 
greater problems of his business. 

Impressed by the earnestness and 
thoughtfulness of Sidney Atkinson’s in- 
teresting talk Mr. Cornell suggested that 
the younger element be encouraged to par- 
ticipate more in the discussions and pro- 
grams of the association bringing their 
fresher view to the business. 

The association voted $50 to the Boy 
Scout camp fund. Attorney George A. 
Brennan talked on legal points of interest 
to members and Mr. Dow a member from 
Baldwin, L. I. told of his very satisfactory 
experience with mutual insurance follow- 
ing his recent fire. 





Harlan Grosscup Is Promoted; 
Now Assistant General Sales 
Manager 


The many friends of Harlan Crosscup, 
Lovell Mfg. Co., Erie, Pa. will be pleased 
to learn that he has been transferred from 
the Chicago office to the main plant at 
Erie, Pa. assuming the position of As- 
sistant General Sales Manager. For many 
years Mr. Grosscup has been a special sales 
representative at Chicago and is a well- 
known figure at national hardware con- 
ventions. 


—_— 


Employment Agency Will Spe- 
cialize in Hardware Placements 


The Abbye Employment Agency, Inc., 
113 West 42d Street, New York City is 
specializing in the placement of hardware 
men in hardware positions. This organi- 
zation has an extensive service to offer 
the New York Hardware house seeking 
employees from this and other territories 
and an equally efficient service for finding 
locations for men seeking positions in 
the hardware business. 


General Chromium Corp. Has 
Been Incorporated in Detroit 


Simultaneous announcement was made 
recently of the formation of a new cor- 
poration by leading companies in_ the 
electrochemical industry for the consoli- 
dation of important patent rights in 
chromium plating and of the development 





of a chromium plating process of far- 
reaching significance to the industry. 

General Chromium Corp., Union Car- 
bide & Carbon Corp. through its subsidi- 
aries, Electro Metallurgical Co. and 
Union Carbide & Carbon Research Labo- 
ratories, Inc., and the Vacuum Can Co., 
according to F. M. Becket, of the Union 
Carbide & Carbon Research Laboratories, 
Inc., have consolidated their patent rights 
for chromium plating into one corpora- 
tion known as the General Chromium Corp. 
The process identified by the patents is 
called Duro-Chrome. 

On the Board of Direetors of the new 
corporation are, Fred J. Fisher, of the 
General Motors Corp., Benjamin O’Shea 
of the Union Carbide & Carbon Corp., 
F. M. Becket, President of Union Carbide 
& Carbon Research Laboratories, Burton 
O. Smith and Roy Gleason of Vacuum 
Can Co. The General Manager of the 
General Chromium Corp. is M. E. Louth, 
who was for six years general manager 
of the Udylite Corp. 


Albert Emanuel! Purchases the 
A-C Electrical Mfg. Co. 


A deal involving what is said to be ap- 
proximately $1,000,000 was completed re- 
cently, when Albert Emanuel, developer of 
public utility interests, purchased the A-C 
Electrical Mfg. Co. of Dayton, Ohio. 

There will be a complete reorganization 
of the company for the manufacture of 
five, six and seven tube radio receivers and 
other electrical devices. 

The concern will now be known as The 
A-C Dayton Co. 
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Bassick Co. Buys Caster Line 


from Foster Merriam Co. 


Arrangements have been concluded be- 
tween the Foster Merriam Co., Meriden, 
Conn., manufacturer of casters, cabinet 
hardware and castings, and The Bassick 
Co., of Bridgeport, Conn., for the manu- 
facture and sale, by the latter company, 
of the caster line of the Foster Mer- 
riam Co. 


Since taking charge of the Fester Mer- 
riam Co., its present management desired 
to concentrate on foundry products, feeling 
that the wide variety of unrelated lines 
impaired both sales and manufacturing ef- 
fort. The elimination of the caster line 
will release working capital, strengthen 
the financial position of the company, and 
enable the entire organization to devote 
their undivided efforts to the manufacture 
of cabinet hardware, furniture trimmings, 
gray iron, brass, bronze, and aluminum 
castings. 

The Bassick Co. has purchased tools, 
patterns, patents, and inventories of the 
entire caster business, including all the 
furniture and truck casters which were 
manufactured. It is planned to move the 
manufacturing operations a little later to 
Meriden, Conn. All sales agreements and 
contracts for casters with the Foster Mer- 
riam Co. will be fulfilled. 


ee 


Hardware and Tools Added by 


Taubman Automotive Co. 


An extensive line of standard hardware 
and tools has been added to the stock of 
the 32 stores operated by the Taubman 
Automotive Co., whose main office is at 
305 West Baltimore Street, Baltimore, Md. 

It is intended to increase the items in 
the hardware line from time to time, sub- 
ject to the offerings of the manufacturers 
and the demands of the public in the vari- 
ous cities in which it operates. At the 
present time there are 32 stores in East- 
ern cities selling auto accessories, tires, 
radios, electrical supplies, paints, and hard- 
ware. Three large warehouses serve the 
stores. 

The hardware department is in charge 
of K. Lester Wilson, who was formerly 
with Chas. M. Ghriskey’s Son, of Phila- 
delphia, Pa. Mr. Wilson has had con- 
siderable experience in this line of work. 
His office will be located in the main office 
in Baltimore. 


_—— —_ -_ — 


New Manufacturers’ Agents 
Locate in Cincinnati, Ohio 


Darusmont & Gray is the firm name of 
a new company of manufacturers’ agents 
doing business in the Middle West, with 
offices at 41 to 51 Central Avenue, Cincin- 
nati, Ohio. 

This company is covering the states of 
Ohio, Indiana, Illinois, Michigan and the 
adjacent cities of Buffalo, Pittsburgh, 
Louisville, St. Louis and Milwaukee. A. 
Darusmont, Jr., has traveled this territory 
for the past six years. Joel Gray has had 
experience calling on hardware jobbers far- 
ther west as a direct factory representative. 
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-New Hardware Corporation 
Formed in Rhode Island 


The U. S. Hardware Stores, Inc., of 
West Warwick, R. I. has been incorpor- 
ated to do a general hardware business. 
The capitalization is for 100 shares of 
common stock without par value, but the 
charter indicates that the par value to be 
fixed will be $250 a share. The incorpora- 
tors are, C. Wendell Anderson and Frank 
J. McCabe of Warwick, R. I. and William 
B. Sweeney of Providence, R. I. 





Strip Steel Institute Opens 
Pittsburgh Office 


The Cold-Rolled Strip Steel Institute, 
E. Theodore Sproull, commissioner, a sci- 
entific and research organization of manu- 
facturers of cold-rolled strip steel, has 
opened offices at 2132 Oliver Building, 
Pittsburgh, Pa. 





F. F. Hickey Made General Mgr. 
of Savage Arms Corporation 


Announcement is made of the appoint- 
ment of F. F. Hickey to the position of 
general manager of the Savage Arms Cor- 
poration, owners and operators of the J. 
Stevens Arms Co. Mr. Hickey will make 
his headquarters in Utica, N. Y. This ap- 
pointment is in recognition of Mr. Hickey’s 
long and faithful service in the Savage and 
J. Stevens Arms organizations. Many 
years ago Mr. Hickey began his business 
career in the Stevens plant. Steadily he 
climbed the ladder until he was vice-presi- 
dent of the subsidiary of the corporation. 
His next appointment was assistant to F. 
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R. Phillips, vice-president and general man- 


| ager. Mr. Hickey is well known in the 


arms and electrical appliance fields. 





C. W. Ritter, District Mgr. 
of Pratt-Lambert, Inc. 
Pratt & Lambert, Inc., Buffalo, N. Y., 


announces the appointment of C. W. Ritter 
to the position of district manager. 





C. W. Ritter 


During the past 21 years Mr. Ritter has 
been building good will for the company 
in his territory in western New York and 
Pennsylvania. The district over which 
Mr. Ritter will now have jurisdiction in- 
cludes both his present territory and the 
field in West Virginia, formerly covered 
by the late W. J. Nelson. 
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Ralph Cheyney Is Now with 
New Haven Clock Co. 


Ralph Cheyney, who assisted Charles P. 
Catlin for five years on the staff of the 
Remington Arms Co., New York City, has 
now rejoined his former associates, having 
connected on June 1 with the New Haven 
Clock Co., of New Haven, Conn. He will 
be in the sales, advertising, and publicity 
department. 

Mr. Cheyney recently handled publicity 
for Remington Arms Co. and has a varied 
experience in advertising, publicity, and 
newspaper work. His latest position was 
advertising service chief of the Washing- 
ton {(D. C.) Post. He is the author of 
a book on advertising, “Hints on How to 
Advertise.” 


meee 


American Snow Shoe Co. Moves 
to North Adams 


The American Snow Shoe Co., Inc., of 
Burlington, Vt. will move shortly to North 
Adams, Mass and locate in the Dean- 
Spencer factory on River St. Walter F. 
Tubes is the president of the company. 
He has been making snow shoes since 
he was fifteen years old. 





Arkansas Association Has Post- 
poned Annual Convention 


The annual convention of the Arkansas 
Retail Hardware Association has _ been 
postponed, according to L. P. Biggs, the 
secretary of the association. It will prob- 
ably be held sometime in September at 
Little Rock, Ark. 





An Electric Handsaw Now Made 
by J. D. Wallace & Co. 


During the past few years portable elec- 
tric tools have been developed to handle 
practically every operation. One of the 
most recent developments has been the 
Wallace Electric Handsaw, made by J. D. 
Wallace & Co., 134 S. California Avenue, 
Chicago, Ill. The manufacturer states 
that this tool has been designed to take the 
place of the ordinary hand saw and it can 
be taken from place to place and used just 
as conveniently. They further state that 
it can be used with much greater ease and 
with an increase in production to eight or 
ten times the volume of work possible in 
the same time. 

A universal type of motor makes it pos- 
sible to use either alternating or direct 
current, any frequency, and maximum effi- 
ciency has been secured by connecting this 
motor directly to the saw spindle. 

There is a guard which protects the 
blade. This guard has been accepted by 
the Underwriters’ Laboratory. 

In use the Wallace Electric Handsaw 
is said to be very compact and convenient. 
One handle is of the type found on the ordi- 
nary hand saw and the other the same as 
that used in guiding a hand plane. A split- 
ter follows the saw blade and helps to guide 





the machine. An indicator in front makes 
it possible to follow a line and the shoe is 
machined on one side to follow a guide rail. 





A standard 8 inch round hole blade is used, 
ball bearings are used throughout and the 
gears run in grease, quietly and without 
overheating. 

Complete information and a catalog will 
be sent upon request. 


Milwaukee Tool Co. Has 
New Chevrolet Wrenches 


Two important wrenches used on 
Chevrolet automobiles are now being 
manufactured by the Milwaukee Tool 
& Forge Co., South Milwaukee, Wis. 

True-Fit Chevrolet Universal Joint 
wrench is made of Chrome Nickel steel, 





and has a 9/16 in. milled opening at one 
end and a % in. broach other end. 
True-Fit Chevrolet Main Bearing 


Wrench has been designed to be used 





without raising the motor. It can be used 
on all models. Made of Chrome Nickel 
steel, 13/16 in. opening at one end and 
7/8 in. opening at the other end. 
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H. D. Conkey & Co. Make the 


Conco Garden Barrow 


The Conco “Steelbilt” Garden Barrow is 
one of the latest products of the H. D. 
Conkey & Co., Mendota, Ill. It is con- 
structed of sheet steel with rigid inde- 
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All parts are 








structible, removable sides. 
snug fitting. 


piece chassis from handle to wheel. The 
legs are of flat steel. The barrow 1s 
painted with a rust-resisting coat of soft 
gray paint. It has a capacity of four 
cu. ft. and weighs 50 Ib. 
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Siko-Lite Ends Headlight Glare 
and Hand Dimming 


An ingenious appliance for eliminating 
glaring headlights is the Siko-Lite bulb, 
manufactured by the Siko-Lite Corpora- 
tion of Meriden, Conn. 

The bulb is built on rigid scientific prin- 
ciples and has a concentrated filament of 
21 candle power. The ends and sides of the 
bulb are covered with a reflective material 
arranged in such a manner that the internal 
reflected light passes out of the bulb, pro- 
ducing, it is claimed, more light on the 
road than any other headlight bulb. 

The function of the Siko-Lite is 





non- 








The frame of angle steel | 
is bent to proper shape to form a one | 


'Classon Avenue, 
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glare with automatic dimming. Headlights 
of an auto so equipped have no glare and 
appear to be dimmed as the car draws 
nearer. This effect is psychological, as no 
change actually takes place. As the ve- 





hicle approaches, the lights appear to dim, 
decreasing in strength until they almost go 
out. The manufacturers also claim that 
there is plenty of light for passing, but 
they have eliminated the dangerous glare. 
These bulbs are also said to be very 
penetrating in foggy or rainy weather. 





Shane & Hays, Inc., Issue 
Shanday Brush Catalog 


A carefully compiled and very well 
printed catalog, showing the complete line 
of brushes and their related products, has 
just been issued by Shane & Hays, 350 
3rooklyn, manufacturers 
of the Shanday products. 

It has been issued to properly present a 
concrete form of listing and a description 
of their entire line. The catalog is di- 
vided into sections, each dealing with vari- 
ous types of brushes. General information 
pertaining to all types is listed on the 
caption page of each section. 

Among the items listed are: varnish, 
brushes, kalsomine brushes, painters’ dust- 


ers and paperhangers’ smoothers, artists’ 


brushes, steel wire brushes, floor and street 
brushes and brooms, bottle and automobile 
brushes, feather dusters, cheesecloth and 
dust mops. 


Duluth Show Case Produces Double Duty Counter 


A counter, combining nail bins and dis- 
play panels, is built by the Duluth Show 
Case Co. of Duluth, Minn. 

The display panels are covered with felt 
and are hinged at the rop so they may be 
raised to a horizontal position or be re- 
moved and placed on top of the counter for 
closer inspection. 

Paints, brushes and tools are good items 





to display because the customer who buys 


nails usually is building or repairing. The 


rear of the counter is provided with a 
number of Duluth galvanized steel nai! 
bins, each of which holds over 120 Ib. of 


average size nails. The number of bins 


used varies from 18 to 36, according to the 
size of the counter. 














| Presto Tile & Porcelain Cleaner. 
| product ‘is packed in a 16 oz. can and is 
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Presto Cleaner Made by 
Chamberld&m Haber Chem. Co. 
The Chamberlain Haber Chemical Co., 


Cleveland, Ohio, manufacturer of sanitary 
products, has announced a new tile and 


porcelain cleaner under the brand name of 
This 


poRcela! 
aa-4.14. ° 





a flat particle abrasive in chemical com- 
bination with stearic acid and potash. Its 
special properties enable thorough cleaning 
of tile, porcelain, cutlery and all lustrous 
surfaces without the danger of scratching. 

The complete line of Presto products 
now being handled exclusively by the hard- 
ware trade includes Presto Pipe Opener, 


Presto Bowl Cleaner, Presto Window 
Cleaner and Presto Lustre Furniture 
Cleaner. 


The Foster Agate Ranges 
Require No Stove Polishing 


The Foster Stove Co., Ironton, Ohio, is 
the manufacturer of the new Foster Agate 
Range. 

It is said that no stove polish is required. 
When the range is cool all that is necessary 
is to wipe it off with a warm damp cloth. 

All Foster Agate Ranges have white 
enamel ovens and high closet door panels 
and nickel plated towel bars. The range 
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illustrated has also a white splasher, nickel 
plated base and oven thermometer. 

The company claims that with the use 
of its ranges fuel bills will be shortened 
and baking will be perfect with the fire 
box only half full of coal. 
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Mail Boxes Now Manufactured 
in Bright, Attractive Colors 


Mail boxes with a crysfalline finish are 
now being manufactured by the Michigan 
Metal Products Co., Battle Creek, Mich. 

These attractive mail boxes come in six 
colors: Green Gold, Antique Copper, Gold, 
Maroon, Green and Black. The finish is 
hard and durable and said to be made for 
long wear. There is an attractive label 





on each box which may be used as a name 
plate. All mail boxes are furnished with 
a package wire and two keys. 

They come packed in individual cartons 
of 6 to a case (one of each color), or fur- 
nished in single colors of three dozen to the 
case. The weight of a shipment of six mail 
boxes is 6% Ibs. 


Alexander Milburn Co. Makes 
New Paint Spray Unit 


The Alexander Milburn Co., 1416-1428 
West Baltimore Street, Baltimore, Md., has 
recently placed on the market a paint spray 
unit to be known as the Milburn Type El 
Siphon-feed Outfit. 

The Type El Outfit with the Type E 
Gun furnished is adaptavie to a wide range 
of painting. It is used for painting and 
lacquering automobiles, furniture and for 





general all-round painting and will operate 
efficiently whether using heavy anti-corro- 
Sive paints or very thin lacquer. The gun 
can be adjusted for very fine work. 

An ordinary “garage” air compresser af- 
fords a sufficient volume of air to operate 
the Milburn Gun. 

The manufacturer claims that the spray 
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is so fine and even that “orange-peel” 1s 
eliminated, minimizing sanding and _ rub- 
bing. ; 

The Milburn Air Purifier is of scientific 
construction, delivering only pure dry air 
to the gun. This is essential for good fin- 
ishing results. The air, upon entering the 
purifier, passes through a series of double 
baffles which extract moisture and other 
impurities. 

This unit is complete, ready to work. It 
consists of the Milburn Type E Gun with 
quart container, air conditioner, air regula- 
tor and 25 feet air hose with necessary 
connections. It is claimed to be built to 
withstand constant service. 


Improved Machine Vise Has 
Wide Range of Usefulness 


An unusual range of adaptability is 
claimed for the new “BB” Machine Vise 
manufactured by Brown Bros. Machine 
Co., 815 East 83rd Street, Cleveland, Ohio. 

The construction is stated to be of the 
most substantial kind, and it is designed for 
long, hard service. The body and jaws 
are of tough gray cast-iron. The screw 
is of machine steel, and the handle is of 
cast-steel. 





To facilitate difficult set-ups on the ma- 
chine, such as bolting the vise in a verti- 
cal position on an angle-plate, the top, bot- 
tom and sides of the vise are carefully 
machined after assembly, and can there- 
fore be used to set-off from. Broad bear- 
ing slides and gripping surfaces, together 
with the large accurately fitting square 
thread, eliminate shake and shifting of 
the work under heavy cuts. The cast-steel 
handle is pivoted to permit easy adjust- 
ment of the work where handle-space is 
limited, and, being permanently attached to 
the screw, it cannot be lost or mislaid. 

A feature of the “BB” Vise is the pair 
of accurately milled V-slots set vertically 
with the jaws and the1% in. overhang which 
permits handling a variety of work which 
must hang below the machine table. The 
outer and larger V-slot is approximately 
in the center of the overhang, so that shafts 
and round bars up tol in.diameter and three 
or four feet long may be easily handled 
for machining across the ends. The second 
V-slot is smaller and is located in the por- 
tion of the jaw immediately above the 
machined jaw-slide. 

Three lugs are provided. These are flat 
on the top for use with dogs, and are also 
slotted to take bolts up to % in. diameter. 

The overall dimensions are as follows: 
Overall length, 17% in. Overall width, 7 
in. Jaw opening, 4 in. Jaws are 6% in. 
long x 1% in. deep. Net weight, 25 Ibs. 





49 


Speedy Cultivator a Product 
of Union Fork & Hoe Co. 


Speedy Cultivator, a garden tool with 
noteworthy features is now manufactured 
by the Union Fork & Hoe Co., Columbus, 
Ohio. 

The head is forged from one piece of 
high grade bar steel, and is only 5 in. 








wide. It is shank riveted to a select ash 
handle, 4 ft., 4 in. in length. 

There are four sharp tines, curved at 
the proper angle to penetrate the ground 
to a depth of 4 in. Being small it is 
easy to use around low hedges, plants and 
closely planted rows of flowers or vege- 
tables. Each Speedy Cultivator weighs 
about 2 Ib. 


Federal Electric Co. Makes 


Attractive Electric Siren 


An electric siren for use on fire trucks, 
ambulances, motor boats and so forth, is 
now being manufactured by the Federal 
Electric Co., 8700 South State Street, Chi- 





cago, Ill. The siren is of “streamline” de- 
sign and all visible parts, including the 
bracket and base, are heavily nickel plated. 

The motor housing and horn of the siren 
are of spun brass, the base made of cast 
brass. The Universal motor may be had in 
any voltage from 6 to 250 volts, inclusive. 

In addition to the nickel plated finish, the 
siren may be had in brass finish, buffed, 
brushed and lacquered. The manufacturer 
states that the siren has a sound radius ot 
one-quarter mile. 





Kodel Radio Issues Catalog 


The Kodel Radio Corp., 597 E. Pearl 
Street, Cincinnati, Ohio, has issued its cata- 
log for the season 1927-1928. It has been 
compiled carefully and is fully illustrated. 
Besides the listing of the several products 
made, including rectifiers, battery chargers 
and eliminators, transifiers, power ampli- 
fiers and “B” transifiers, it contains a his- 
tory of the organization and its policies 
and a short resume of the broadcasting sta- 
tion WKRC, owned and operated by the 
Kodel Radio Corp. 
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Supreme Court Decision on Federal Trade 
Commission Far Reaching 


(Washington Bureau of HARDWARE AGE) 


FENHE recent decision of the United States Supreme Court that the 
Federal Trade Commission has no authority to order a corporation 
to sell property which it had purchased and which the Commission 

charged had been acquired with the intention of maintaining a monopoly 

and lessening competition promises to be much more far reaching than 


appears at first blush. 


It clearly is another decision which curbs still further 


the power of the Commission which has received a number of adverse 


rulings at the hands of the highest judicial tribunal of the land. 
process of elimination showing what it does not have power to do these 
decisions trim down to a sharp point what the Commission can do. 


By a 


Its 


affirmative authority plainly is far from being so great as was considered 


to be the case soon after it was set up and began its operations. 


The speed 


with which it reached out in its vast inquiries into all sorts of matters per- 
taining to business aroused deep resentment among trade and industry and 


obviously placed the Commission in a bad light. 


It is an entirely different 


body today and has shown itself ready to cooperate with business in many 
ways rather than to hamper it without any just reason. 


The decision just handed down easily 
can affect any line of business and means 
that’ whether it is a hardware organization 
or some other line it has a right to pur- 
chase property, competitive or otherwise, 


and maintain it without being subjected to | 


its sale at the order of the commission on 
the ground that an attempt is being made 
to establish a monopoly. If the property 
purchase involves a merger that may be 
proceeded with at least to the point where 
there is no conflict with the Clayton or 
Sherman laws. The latter law 


Supreme Court that does not make of it 
the bogey that some people affect to be- 
lieve it is. It was only recently that the 
Supreme Court held against the govern- 
ment in the International Harvester Co. 
case. The court overruled the govern- 
ment’s contention that the company is a 


monopoly within the prohibitions of the | 
| control, taxation, and other big problems 


antitrust laws and said that it had com- 
plied with the “consent decree’ made by the 
Federal Trade Commission in connection 
with a Clayton act proceeding. It was 
pointed out by the court that the consent 
decree, made in 1918, was for the purpose 
of restoring competition. An _ interesting 
phase of the decision was its comment to 
the effect that mere size has no bearing 
on the legality or illegality of the business 
of a corporation. This is in accord with 
previous decisions but its reaffirmation 
was held to be significant nevertheless. 
Merchants of the District of Columbia 
have been at least partially victorious in 
their fight for the regulation which pro- 
hibited parking in front of shipping en- 
trances. The commissioners of the district 
have revised the regulation. As it now 
stands it prohibits parking in front of 
such entrances but allows vehicles, whether 
owned by the merchants or his customers, 
or vendors, from whom they buy to stop 
before the entrance long enough to load 
or unload passengers or vehicles. The 
courts had decided that the old regulation, 
permitting the director of traffic to desig- 








has re- | 
ceived interpretations at the hands ot the | 
mittee on Finance, appears to have spilled 








nate such entrances and prohibit all park- 
ing except vehicles of the merchant or 
vendor was discriminatory and therefore 
illegal. Under the new regulation mer- 


chants will have space available for their 


trucks but shoppers also will have a cleared 
space where their cars may stop long 
enough for occupants to alight. This is a 
parking problem common to all large towns 
in the country and the attempt at its solu- 
tion in Washington is held by some experts 
to give promise of success. 


Senator Smoot, chairman of the Com- 


the beans when, after a conference with 
President Coolidge, said the latter had con- 
cluded to call an extra session of Congress 
im October. The President came _ back 
with the statement that he had not com- 


| sisting must be slashed. 





initted himself on the subject, though he | 
had discussed it with the Senator. Flood | 


were given as the reason for considering | 


the calling of an extra sessibn with the | 
thought in mind that it could be ended next | 
May and the Presidential campaign started | 
out early and in earnest. 
been a division of opinion as to the wis- 
dom of calling an extra session. 
King, colleague of Senator 
against it. He said that business of the 
country needs a rest and probably his senti- 
ment was echoed across many a counter 
throughout the land. It is believed that 
the President personally favors the calling 
of an extra session. By some it is thought 
the White House really has been putting 
out a “feeler” and will determine its course 
upon the reaction of the country. Previ- 
ously, however, it had been said that the 
President would not call an extra session 
unless it was occasioned by an emergency. 

While every indication points to tax re- 
duction at the next session of Congress 
this move, as desirable and even necessary 


But there has | 


Senator | 
Smoot, is | 





as it is, is going to be marred somewhat | 
by politics. That becomes increasingly | 
obvious. 
be taken up on the eve of a Presidential | 


The fact that the legislation will | 


campaign is not being overlooked and in 
consequence there is going to be strenuous 
efforts to capitalize the situation. Already 
Senator Swanson, Democrat of Virginia, 
has come out with a statement criticizing 
the Treasury announcement of an estimated 
surplus of $600,000,000 for the present 
fiscal year. Mr. Swanson seems to think 
the Treasury is holding considerable coin 
in its vaults or has a reserve in view that 


| it is not mentioning and that it is all a 


cunning trick on the part of the rival 
party. The Senator charged that the 
Treasury department never has given Con- 
gress an accurate estimate of the revenue 
“but by making estimates excessive it has 
enabled tax reduction of this country to 
work to the advantage of the Republican 
party.” Then the Senator, showing the 
political scrap ahead, said that “If the 
Democrats are wise they -will refuse at 
the coming session of Congress to be used 
as an appendage to the Republican party 
for political tax legislation.” But he added 
the Democrats favored a just tax reduc- 
tion. 


The matter of tax reduction invariably 
centers discussion on the corporation in- 
come tax which business generally is in- 
Analysis of col- 
lection from all sources has shown that 
during the nine months ended March 31 
the increase in this tax, as compared with 
the corresponding period of last year, was 


_ larger by $90,000,000 than the increases in 


all other sources of internal revenue. In- 
crease in income tax collection, including 
corporation, individual and partnership re- 
ceipts. totaled $227,000,000 of which $183,- 
000,000, or more than 80 per cent, resulted 
from the high corporation income tax rate, 
and $44,000,000 from individual and part- 
nership taxes. Increases from all sources 
of internal revenue aggregated $49,000,000, 
the $93,000,000 being $90,000,000 less than 
the corporation income tax. Of the total 
increase paid from all sources 66 per cent 
came from corporations. 


The Division of Simplified Practice, De- 
partment of Commerce, is conducting a 
survey to determine the amount of actual 
benefit derived by industries from the prac- 
tical operation of simplified practice 
recommendations. Inquiries are being di- 
rected to all acceptors of simplified practice 
schedules which have been in effect more 
than one year. The replies thus far re- 
ceived, while covering only four commodi- 
ties, are unanimous in their indorsement of 
simplified practice as a waste-elimination 
measure. The Division has pointed out 
that it is naturally difficult to arrive at 
“dollars and cents” estimates of savings. 
The few figures which have been presented 
show economies ranging as high as 50 
per cent of the production costs and inven- 
tory reductions amounting to as much as 
$140,000 for a single company. 
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Seasonal Hardware Very 


cA tere ae 
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Active— 


Prices Firm—Collections Improved 


RACTICALLY all hardware markets continue to report a very 
Priv sale of seasonal hardware particularly garden tools. Build- 
ing activities average very good and employment is generally 
satisfactory. Consumer buying of spring lines just about started two 


weeks ago when the warmer weather came. 


been very active. 


Since that time it has 


Prices are firm with few rumors of changes and collections generally 


show some improvement. 
district stores are optimistic on the 





Building Industry Very Ac- 
tive; Trend Toward Apart- 
ments 





The building industry continues its | 


high rate of operations. In April, the 
total volume of building contracts 
totaled only 3 per cent less than the 
record volume of the preceding month 
and was 6 per cent over April, 1926, 
according to the F. W. Dodge Corpora- 
tion bulletin. An interesting report 
was recently made by the Department 
of Labor on building tendencies during 
1926. The per capita expenditure for 
new buildings in 294 cities was $84.90, 
of which $49.39 was for housekeeping 
dwellings. A decline in the number of 
one and two-family dwellings, com- 
pared with the preceding four years, 
and an increase during the same period 
in the number of multi-family dwell- 
ings, show the trend to be toward liv- 
ing in apartments. 


Six Billion a Year for Install- 
ment Payment Sales 


Approximately $6,000,000,000 worth 
of goods are sold at retail a year on 
deferred payment schemes, exclusive of 
the sales of houses, life insurance, 
stocks and bonds, says the June report 
of the National Employment Exchange. 
The installment debt at a given period 
is estimated at $2,750,000,000, automo- 
biles accounting for more than 50 per 
cent and household furniture about 19 
per cent of this amount. 





F. W. Woolworth Sales Up 
3.22 Per Cent for May 


Headed by the F. W. Woolworth 
Company, more chain stores yesterday 
reported increased sales. Sales of the 
Woolworth company during May were 
$20,915,635, compared with $20,263,699 





Crop prospects look encouraging and rural 


outlook for summer business. 


in the same month last year, an in- 
crease of 3.22 per cent. Sales during 
the first five months of 1927 totaled 
$96,361,032, against $88,179,671 during 


| the corresponding period a year ago, a 


gain of 9.28 per cent. 

In May the old stores of the Wool- 
worth company showed a decline in 
sales of $11,139 from a year ago, or 


0.55 per cent loss, while in the first five 


months of the year these old stores 
were responsible for $5,035,839 of the 
gain in that period, a gain of 5.74 per 
cent over the sales of the corresponding 
period of 1926. 


Montgomery Ward Shows De- 
cline for May, 1927, Sales 


While the sales of Sears, Roebuck & 
Co. for May showed an increase of 3.4 
per cent over the May, 1926, total, sales 
of Montgomery Ward & Co. for the 
same month were 4.4 per cent lower, 
says the Journal of Commerce. 

Sears, Roebuck & Co.’s sales for May 
were $19,994,000, as compared with 
$19,339,227 for May, 1926. Sales for 
the first five months of 1927 were 
$110,385,916, an increase of $2,038,988, 
or 1.9 per cent over the total of $108,- 
346,928 for the corresponding period 
in 1926. 

Sales of Montgomery Ward & Co. for 
May were $13,747,540, as compared 
with $14,384,858 for May, 1926. Sales 
for the first five months of 1927 were 
$75,538,681, a drop of $3,066,476, or 3.9 
per cent from the total of $78,605,157 
for the corresponding period in 1926. 


——— 


Railroads Have Fewer Cars 
with Greater Capacity 


Expressing the belief that it is possible 
to handle trafic of the United States with 
a further decrease in the ownership of 
open-top and box cars of at least 100,000, 








the board of directors of the American 
Railway Association at a meeting held 
in Atlantic City, N. J., May 31, approved 
a report submitted by the car service di- 
vision of the association. The report 
called attention to the fact that present 
efficiency in the use of freight cars is 
the greatest ever attained. 

“The placing in service of 602,507 
modern high-capacity cars, either new or 
rebuilt, the retirement from service of 545,- 
238 low-capacity, inefficient cars and also 
the placing in service of 10,862 locomotives 
since Jan. 1, 1923, has without doubt been 
the principal outstanding cause of this in- 
creased efficiency,” the report said. 

The railroads have fewer freight cars 
and locomotives than they had at this time 
last year, but the potential and effective 
capacity of the equipment is greater. In 
the case of freight cars, the average 
capacity today is 45.33 tons, compared with 
44.87 tons last year and 43.10 tons in 1923. 
The average tractive power of locomotives 
also is now about 10 per cent greater than 
in 1923, but their coal consumption is less. 
Fewer freight cars and locomotives now 
are in need of repair than at this season 
in any previous year. Greater efficiency 
also was brought about, the report said, 
by better distribution of cars. 


Commercial Failures Decline 


Week Ended June 2 


Business failures for the week ended 
June 2 number 308, which compare with 
383 last week, 314 in the like week of 
1926, 351 in 1925, 303 in 1924 and 277 
in 1923, according to Bradstreet’s. New 
England States, 28; Middle, 56; West- 
ern, 86; Northwestern, 36; Southern, 
79, and Far Western, 23. Canada had 
36 failures during the week just closed, 
compared with 27 in the previous week. 
In the United States 75.3 per cent of 
the concerns failing had $5.000 capital 
or less, and 16.8 per cent had from 
$5,000 to $20,000 capital. 

With the returns covering five busi- 
ness days only, owing to Monday’s holi- 
day, the number of failures in the 
United States this week naturally 
shows a reduction from last week’s 
total for six days. The number this 
week is 370, against 449 last week, and 
it compares with 341 defaults reported 
to R. G. Dun & Co. for five days a year 
ago. The South shows quite an increase 
this week, and it is due to the larger 
number of insolvencies in that section 
that this week’s total is above the num- 
ber for a year ago. There is a small 
decrease in the East and a considerable 
reduction on the Pacific Coast, while 
the West shows only a slight rise. The 
number of failures in Canada this week 
is 36, against 30 last week and 41 de- 
faults reported to R. G. Dun & Co. a 
year ago. 











52 





HARDWARE AGE 


Crop Prospects Causing Some Pessimism 


Chicago Prices Still Holding Firm 
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Additional Price Changes Reported by Chicago Jobbers 


WASH-BOARDS, Manufacturers have announced an advance, and while the jobbers have not 
yet made a corresponding advance, it is expected that they will do so shortly. 


i 


. 








Ww 


(Chicago Office of HARDWARE AGE) 


ITH the continued heavy rains in the Middle-Western agri- 
cultural sections beginning to give a rather pessimistic cast 
to the crop prospects, a spirit of cautiousness in buying is 


beginning to develop. However, as the season advances, there is an 
increased buying for immediate requirements and the steadiness 
of this buying makes a good aggregate that is running close to that 


of last year. 


Building permits issued, in the Chicago area, after a flying start 
earlier in the season, are now slumping badly and are falling far 
short of last year’s record. Actual construction work, however, is 
still rather active and the demand is heavy for structural steel, 
materials of all kinds and builders’ hardware. 

Steel mill production in this district is being maintained at about 
85 per cent capacity with a slight drop during the past week. There 
seems to be a disposition on the part of buyers to wait until the third 
quarter and competition is sharp and price shading exists. 

Hardware prices, generally are fairly firm with jobbers’ quota- 


tions on lock-sets and sash curd making substantial advances. 


The 


latter follows an advance by the manufacturers, the second in the 
past month, due to higher cotton prices. 


Collections are reported as fair. 


AUTOMOBILE ACCESSORIES. 
—Sales are still being retarded by the 
unfavorable weather conditions. 


We quote from jobbers’ stocks, 
f.o.b. Chicag 

Spark Pees. —Splitdorf, “4 Fords, 
50c. each; regular, 58c. each; Cham- 


pion X, ‘45e. each; Champion Blue 
Box line, 53c. each: A. C., 53c. each; 
lots of 100, 50c.; A. C., Special Ford, 
36c. each. 

Spot Light. — Appleton, No. 3280, 
$6.50 each. 

Chains.—Non-skid, dozen pair lots, 


35 per cent discount. 


Jacks.—National Standard, No. 21, 


$1.30 each, 

Pumps.— Rose, 1% in. cylinder, 
$1.85 each. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $8.75 each; regular 


cord, $6.60 each; gray inner tubes, 
30 x 3%, $1.24 each; red inner tubes, 
30 x 3%, $1.45 each. 


BASEBALL GOODS.—The season’s 
sales are extremely good this year, 
especially on the better grades. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Goldsmith Official 
League Balls, $15 dozen; Special 
Official League balls, $8.90 dozen; 


Slugger bats, $16.20 dozen. 
BOLTS AND NUTS.—tThere is a good 


demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 60 r cent discount; small 
carriage bolts, rolled thread, 60-10 


per cent discount; machine bolts, cut 
thread, 60 — cent discount: 
bolts, 


small 


machine rolled thread, 60-10 








per cent discount; all stove bolts, 75- 
10 per cent discount; lag screws, 60 
per cent discount. 


BUILDERS’ HARDWARE.—Jobbers 
announce an anticipated - advance on 
lock sets. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and duil brass finish, $1.92 
per doz. pair, case lots—less quan- 
tities, 12c. per doz. pair higher; 4 x 
4 steel butts, old copper and dull 
brass finish, $2.64 per doz. pair, case 
lots—less quantities, 12c. per doz. 
pair higher; heavy steel bevel inside 
sets, $5.75 per doz. sets, case lots; 
steel bit-keyed front door sets, $1.45 
per set; wrought brass bit-keyed 
front door sets, $2.49 per set; cylin- 
der front door sets, $6.00 per set. 


CHAIN.—There is a good demand and 
prices are firm. 


We quote Eee jobbers’ stocks, 
f.o.b. Chicag % in. proof. coil 
chains, $8. 50" oer 100 Ib. Penae Bull 


Dog and Brown coil chains, 50-10 
per cent discount. No. 00-4% electric 
welded cow ties, $2.75 per dozen. 


COPPER RIVETS AND BURRS.—No 
change in prices. Sales are very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-5 per cent discount. 


EAVES TROUGH, PIPE, ETC.—There 
is a slight easing off in the demand. 
Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage single bead 








lap joint gutter, 5-in., $4.50 per 100 
ft.; corrugated conductor pipe, 3-in., 
§7 80 per 100 ft.; plain ridge roll, 
-in., $3.65 per ye ft.; corrugated 
candenher elbows, 3-in., $1. 51 doz. 


ELECTRICAL MERCHANDISE.—A 
good volume of orders is being placed. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Electrical Merchandise.— No. 14 


rubber covered wire, $6.25 per 1000 
ft.;: in 1000 ft. lots, $5.75; No. 18 lamp 
cords, $12.50 per 1000 ft.; in 1000 ft. 
lots, $12; %-in., brush brass key 
sockets, 15%c, each; two-way plugs, 
45c. each; in lots of 10, 40c. each; 
two-piece attachment plugs, 7c. 
each; dry cells, boxes of 50, 32%c. 
each; less than case lots, 36c. each. 
Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 776, pack- 
ages of 10, $1.30; No. 767, $2.62 each; 
No. 767, packages of 5, $2.44 each; 
No. 770, $3.40 each; No. 77, pack- 
ages of 5, $3.17; No. 772, $2. 62 each: 
packages of 5, $2.44; No. 486, $3. 58 
each; No. 486, packages of 5, $3.33 
Battery Chargers.—Apco line, 
of less than 10, $13.50 each. 


FIELD AND POULTRY FENCE.— 
Sales are extremely active. Prices are 
unchanged and orders for shipment 
with fall dating are now being solicited. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $28.68 per 
100 rods; 1948-141%, $43.62 per 100 
rods; 2158-6-14%, $49.98 per 100 rods. 


FILES.—A good demand is reported. 
No change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list: Nicholson files, 50 
per cent off list; Black Diamond files, 
50 per cent off list. 


FISHING TACKLE.—tThe actual open- 
ing of the game fishing season has 
stimulated the already heavy demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Bronson No, 100, $2.25 
each; Chicago: level winding reel, 
$2.00 each; Symploreel No. 752, $4.90 
each; South Bend Bass-Orenos, $8.00 
doz.: Heddon’s Ziz-Wag, $10.00 doz.;: 
high grade silk casting line, $1.40 per 
100 yds. 


GALVANIZED WARE.—Jobbers re- 
luctantly advancing their resale prices 
to cover the last manufacturers’ ad- 
vance now firmly held. With cans and 
all dairy utensils in seasonable demand 
at established prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after-made tubs, . 1, $6.00: No. 2. 
$6.85: No, at. galvanized 
after-made pails, $2. 12: Te qt., $2.33; 
14 qt., $2.60. One gal. all galvanized 
oil cans, $2.75 doz.; 2 gal., $4 doz.: 3 
gal., $6.00 doz.: 5 'gal., $7.00 doz.: 1 
bu. galvanized baskets, $6.20 doz.; 
No. 26% bu. bailed galvanized meas- 
ures, $4.50. 


lots 
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GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Sales are still being retarded 
by the continued wet weather. 


We quote from jobbers’ stocks, 
_f.o.b. Chicago: Garden hose, good 
es molded hose, ™%-in., llc., per 
ft.; %-in., 12%c. per ft.; 5 ply, good 

uality, wrapped, %-in., 8c. per ft.; 
%-in %c. per ft. Lawn sprin- 
bs beng "Rain King, $28 a gt ; original 
fountain sprinklers, $6.00 doz.; Rain- 
bow, 38-in. high, $24 a doz. 


GLASS AND PUTTY.—tThere is a 
steady normal demand and prices are 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 87 per cent discount; 
balance 86 per cent discount; single 
strength B up to 25 in., 88 per cent 
discount, balance 87 per cent dis- 
count; double strength A, all brack- 
ets, 86 per cent discount; double 
strength B, all brackets, 87 per cent; 
putty, pure grade, $4.25 per 100 Ib.; 
commercial, $3.50 per 100 Ib. 


GOLF GOODS.—The demand is ex- 
cellent and is heavier this year than 
ever before. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: High-grade wood 
clubs, $2.50 each; irons, $2.10 each; 
medium grade, $1.35 each; Crawford- 
McGregor steel shaft wood clubs, 
$4.50 each; Crawford-McGregor steel 
shaft iron clubs, $3.50 each; Grand 
Slam wood clubs, $4.75 each: Grand 
Slam iron clubs, $3.35 each: U. S. 
Royal Golf Balls, $6.50 doz.: St. 
Mungo Colonel Golf Balls, $6.50 doz. 


HANDLED HAMMERS AND HATCH- 
ETS.—There is a good volume of 
orders being placed. Prices are firm. 


HAMMERS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 a dozen; Maydole, 
$12.60 a dozen; 16 oz., machinists’ 
hammers, first quality, $9.20 dozen; 
competitive grade, 16 oz., nail ham- 
mers, $6 to $8. 


HATCHETS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8: doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL.—Prices 
are without change with the demand 
normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight 
chucked and _ bored, best’ grade, 
4%, ft., $4.15 doz.; 5 ft., $5.00 doz.: 
XX, 4% ft., $3.65 doz.; 5 ft., $4. 45 
doz.; X, 4% "ft. , $2.35 doz.; 5 ft., $2.75 
doz. 

Hay Fork Handles.—Bent-chucked 
and bored, best grade, with strap, 
ferrule and cap, 4% ft., $6.20 doz.; 
5 ft., $7.10 doz.; XX, 4 ft., $5.00 doz.; 


$3.80 doz.; * plain, 4% _# $2. 70 doz.: 
5 ft., $3. 25 doz. 

Manure Fork Handles.—Bent, best 
grade, plain, 4 ft., $4.35 doz.: on’ ees 
$4.70 doz.: XX plain, 4 ft., $3.8 5 doz.; 
4% ft., $4.15 doz.; plain, 4 ft., $2. 50 
doz.; re ft., $2.85 OZ 

Garden Hoe Handles. —XX, 4% ft., 
$3.20 doz.; X, 4 ft., $2.20 doz. 


5% ft. 
$4.80 doz.; 5% ft., $3.05; 6 ft., $4.00. 
Shovel Handles -—Regular Pattern, 
XX, 4% ft., $6.10 doz.; X, 4% ft., 
$3.50 doz.; D handles, best grade, 
$7.00 doz.: X, $5.50 doz, 
Spade Handles. — D handles, best 
grade, $6.80 doz.; X, $5.25 doz. 


HANDLES, TOOL.—Sales are satis- 
factory and prices are without change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handles.—No. 1 hickory, $4 
doz.: No. 2, $3 doz.; second growth 
hickory, $5 doz.: finest selected sec- 
ond growth hickory, $6.50 doz. 
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Hatchet and Hammer Handiles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—The demand is active at 
the recently advanced prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges 
in bundles, 4-in., 88c.; 5-in., $1.16; 
6-in., $1.28; 8- in., $2. 05: 10-in., $3. 45 
per doz. pair; extra heavy = hinges, 
in bundles, 4-in., $1.21; 5-in., $1.49; 
6-in., $1.53; 8-in., $2.49; 10-in., $3.71 
per doz. 


ICE CREAM FREEZERS.—The de- 
mand is picking up as the season ad- 
vances. 


We quote from jobbers’ stocks, 
o.b. Chicago: White Mountain, 1 


‘ lis 
$4.60 list; 3 qt., $5.45 list; 4 ‘a 
list; 6 qt., $8.60 list; 8 qt., $11. 10 list. 

All the above less 50 per cent dis- 
count. Alaska, 1 qt., $2.05 list; 2 qt., 
$3.45 list; 3 & $4.10 list; 4 at., $5 
as Pi Ue A $6.30 list; 8 qt., $8.20 list; 
0.75 list; 12 qt., $14 list; 15 

qe 7 list; 20 qt., $21. 50 list. A dis- 

pn of 20 and 10 per cent on all 
above prices. Acme, 2 qt., galv., $8 
per doz.; 2 qt., enamel, $10 per doz.: 
4 qt., enamel, $18 per doz. Above 
prices are net. 


LAWN MOWERS.—Sales are season- 
ably — and prices are firm. 


.: from jobbers’ stocks, 
tan icago: 16-in., ball bearing, 
5- Oy ll-in. wheels, $12.35 each; 
16-in., ball bearing, 4-knife, 10%4-in. 
wheels, $10 each; 16-in., plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in., ball bearing, 4-knife, 
9-in. wheels, $7.85 each; 16-in., plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in., plain 
bearing, 3-knife, 8-in. wheels, $5.85 


each. 
NAILS.—Prices are well maintained 
and sales are fairly active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire and 
cement-coated nails, quantity orders, 
$2.95 per keg base. 


PAINTS AND OILS.—Prices are with- 
out change this week and sales are 
good. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: 

Linseed Oil.—Raw, barrel lots, 93c. 
per gal.; 5-barrel lots, 90c. per gal. 


Linseed Oil. — Boiled, barrel lots, 
—_ per gal.; 5-barrel lots, 93c. per 
gal. 


Denatured Alcohol. — Barrel lots, 
52c. per gal.; steel drums extra $6, 
returnable, 

Turpentine.—Drum lots, 74c. 

White Lead.—500-lIb. lots, $13.75 
per 100 Ib., net; 100-lb. lots, $14; 50- 
lb. lots, $7.25; 25-lb. lots, $3.65; 12%- 
Ib. lots, $1.85. 

Shellac.— (414 -Ib. cuts), white, $2.60 
pee gal.: orange, $2.30 per gal. 

English Venetian Red.—In Barrels, 
$3.50 to $6.75 per 100 Ib. 
PR ate Paste.—Barrel lots, 7%4c. per 


PREPARED ROOFING.—Sales_ are 
very heavy and better than last year. 
Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.50 per 
square; best grade talc surfaced, $2.65 
per square; medium talc surfaced, 
$2 per square; light tale surfaced, 
$1.20 per square; red rosin sheath- 
ing, $57 per ton. 


PYREX WARE.—Sales are satisfac- 
tory for this season of the year. Prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.: 
No. 214, $12 doz. 

New Handled Casseroles.—Round, 
No, 622, $12 doz.;: No. 623, $14 doz.: 
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Oval, No. 632, $12 doz.; No. 633, $14 
doz.; Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 per doz.; 
No. 209, $7.20 per doz. 

Tea Pots. e cup, $21 doz.; 4 cup, 
$24 doz.; 6c $28 doz. 

Utility Panae_ie. 231, $8 doz.; No. 
232, $14 doz. 


ROLLER SKATES.—The demand is 
still heavy although it is falling off. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Union boys’, $1.40 
pair; Union - $1.50 pair; Chicago 
boys’, $1.30 pair; Chicago girls’, $1.40 
pair; ‘rubber- tired skates, boys’, $2.65 
ae rubber-tired skates, girls’, $2.75 
pair. 


ROPE.—Sales are moderately good, 
with hay rope prospects excellent. No 
early price changes expected, though 
manila fiber market is advancing some- 
what. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 manila, standard 
brand, 23c. to wo per Ib.: No. 2 
manila, 22c. per lb.; No. 1 sisal, 
14%c. to 16c. per xe No. 2 sisal, 
13%c. to 15c. per Ib. 


SASH CORD.—Prices have advanced 
another cent per pound. The demand 
is heavy. 
We quote from sere stocks, 
f.o.b. Chicago: standard 


brands, $7.65 per , hanks; No. 
8, $8.95 per doz. hanks, 


SASH PULLEYS.—Prices are firm and 
sales are very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 54c. doz. Common- 
sense, 2 in., 60c. doz.: barrels, 54c. 
Fi No. 110, 46c. doz.; barrels, 42c. 
OZ. 


SCREEN DOORS AND WINDOW 
SCREENS.—There is a rushing sea- 
sonal demand. Prices will remain un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Screen doors, No. 266, 
2-8 x 6-8, $18.15 doz.; No. 296, 2-8 x 
6-8, $22.50 doz.; 2 311, 2-8 x - 8. 
$27.20 doz. Window § screens, oO. 
1833, $4.05 doz.; No 2433, $4.75 ao 


SCREWS.—There is a _ better than 
normal demand and prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head . bright 
screws, 75-20-10-10 per cent; round 
head blued, 72%4-20-10-10 per cent; 
flat head brass, 72%4-20-10-10 per 
cent: round head brass, 70-10-10-10 
per cent. 


SOLDER AND BABBITT.—Sales are 
fairly active and prices are quite 
steady. 


We quote trom jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-30 
solder, $42.50 per 100 1lb.: medium, 
45-55 solder, $41.50 per 100 Ib.: tin- 
ners’ 40-60 solder, $40.50 per 100 Ibs.; 
high speed babbitt metal, $20 per 100 
lb.; standard No. 4 babbitt metal, $13 
per 100 Ib. 


STEEL SHEETS.—tThere is a satis- 
factory demand. Manufacturers’ ad- 
vanced prices are maintained but with- 
out affecting the local distributors’ 
prices as yet. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.30 per 100 lb.; 28-gage black 
sheets, $4.20 per 100 Ib. 


WIRE PRODUCTS.—Prices are firm, 
with some concessions still granted on 
large orders. Sales are good. 


We quote from ee stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $2.95 per 100 lb.; No. 9 galvan- 
ized plain wire, $3. 40 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.65 per cwt.; 80 rod 
spool of galvanized hog wire, $3.18 
per spool. Polished fence staples, 
$3.40 per 100 Ib. 
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Pittsburgh Hardware Market 


(Pittsburgh Office of HARDWARE AGE) 
HERE continues to be a good, steady movement of seasonal 
: hardware and the complaint of jobbers is less about business 
than about collections, which are very slow in this territory. 
As has been indicated in these reports, there is some unemployment, 
with the attendant loss of buying power of those affected, but hard- 
ware dealers are disposed to believe that the reason for slow pay- 
ment of bills lays deeper and that the necessary payments on what 
formerly were considered luxuries leave little money for the pay- 
ment of other bills. Screen wire goods still are moving very stead- 
ily and most of the garden and lawn supplies items also are going 
well. Price changes are very few. Indeed, it is a matter of com- 
ment that the past year has seen comparatively few changes in 
prices by comparison with previous years. The fact that the de- 
mand for hardware is constant instead of by spurts as it used to 
be probably is taking the wrinkles out of the price curves. Price 
steadiness should give retailers confidence to buy ahead, but matched 
with the fact that we have ample manufacturing facilities the lack 
of price fluctuations encourages them to carry as little stock as they 
can get along with and to depend upon the manufacturers and job- 
bers to supply the requirements as they arise. 
AUTOMOBILE FIRE EXTINGUISH- 
ERS.—The Pyrene Mfg. Co. now is 
offering a small extinguisher especially 
adapted to automobiles. It is of one 
pint capacity, containing sufficient 





but jobbers still are opposing the 
present price and discount and the ex- 
tra charge for broken cases. They 
quote: 

Boilts.—All styles except stove and 


fluid to put out an incipient fire and is tire bolts, per 100 pieces, 62% per 

much more conveniently installed than | cent off list; stove bolts. 75 and 10 

h : per cent off list; tire bolts, 50 and 10 

the larger sizes formerly offered for per cent off list. 

this purpose. It lists at $9, subject to a. Nuts.—All styles, 62% per cent off 

. st 

a dealers discount of 33 1/3 per cent. |Rivets.—Large, $3.50 base, per 100 
. . eS; m w t ; 

ALCOHOL.—Considerable doubt still tee a 60 per cont of iat. are 


exists as to the production of radiator ’ : 
BUILDERS’ HARDWARE.—tThere is 
alcohol, known as No. 5 formula, on just a fair movement of these items, 


account of the flood damage in the : 

; ~ as there are only a few sections of 
sugar growing sections of Louisiana | tpi, district “ae much home build- 
-_ a possible shortage of blackstrap ing is going on, and it is in house 
oa asses. Manufacturers are taking building rather than the larger con- 
orders sparingly and not yet accepting | struction that furnishes most of the 
contracts for future delivery. local business. The strike of the brick- 


BATTERIES.—The call for dry cell bat- | layers still is on. Jobbers quote: 


teries for radio sets is very steady and gph aaa tip, pease. — brass 
° . an an ue co er, ess an case 
a fair movement of flashlight batter- lots, 3 “ty x 3 =. $17 per 100 pair; 
ies is reported. Jobbers quote: +e - x 3% in., $17.50; 4 in. x 4 in., 
Broken Unit Hinges.—Heavy strap, 6-in., $1.47 
Packages Packages per doz.; 8- 2 Py sabe 10-in., $4.14; 
ears $1.05 $0.97 extra heavy, $1.87 per doz.; 
Bb eee 3.85 3.33 8-in., $3.18; 10- ‘_ "34. 48; light strap, 
I i a 1.22 1.14 with screws, packed one pair ina 
oe 1.22 1.14 box, 3-in., $9.27 per 100 pair; 4 in 
No. EEN ae anes 1.40 1.30 $11.20; light, T, 3. in., $10.67 per 100 
“et RAGS esesoegete: 2.44 pair; 4-in., $12.50. 
No OE Sa tataar eh mses de at oo a 2.44 Hasps. — Hinge, without screws, 
WE ei ee 317 single dozen lots, 3-in., 64c. per doz.: 
ER NR Nee .42 .39 4% in., 76c.; 6-in., $1; safety, 3-in., 
er an ere a .40 36% 97c. per doz.; 4%-in., $1.14; 6-in., 
No. 6 dry cells, —peen type unit #599. 


packages, 32%c. eac Garage Se a hinges, 10- 


in., $2.50 per set 
Fiashlight.—No. ve 9%c. each; 
No. 950, 9%,c.: No. 790, 18%4c.: No. CARPET SWEEPERS.—tThis is a 
705, 28c.: No. 750, 18%4c. No. 751. 25¢. : 
staple and sales are steady, without 


Hot Shot.—No. 67; No. ae 
1661, $2.37, me. SO, GEM: He much variation from week to week. 


Jobbers quote: 


BOLTS, NUTS AND RIVETS.—De- Bissell’s Grand Rapids, japanned 
mands upon jobbers are less notable trim, $44 per ~ tae nickel-plated trim. 

. . . . niversal, ; Standard, $36; 
for their size as for their number. Junior, $16; Little Gem, $4: Sterling 
There has been no change in prices, sweepers, $24 per doz, 
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Few Price Fluctuations in Past Year 
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CHERRY SEEDERS.—There is a fair 
demand in anticipation of later require- 
ments. Jobbers quote: 


Brighton, $8.40 per doz.; Dandy, 
$12; Enterprise, $16.20. 


GAME TRAPS.—Prices of Gibbs game 
traps for this year are the same as 
those for last year, or $5 per doz. for 
two-trigger, $1.88 per doz. for single 
grip, No. 1, $3.35 for No. 2, $5.50 for 
No. 3 and $6.70 for No. 4. 


GARDEN AND LAWN SUPPLIES.— 
Bright, warm weather is causing a de- 
mand for hose and sprinklers and job- 
bers still note a steady movement of 
mowers. Jobbers quote: 


Tools.—Manure forks, first quality, 
long handled, $15.25 per doz.; bowed 
garden rakes, 14-tooth, $9 per dozen; 
spading forks, $10. 80 to $21 per 
doz.: haying forks, 3-tine, first qual- 
ity, $12. 75 per doz.; German hoes, No. 
3-o, $7.20 per doz.: scythes, $12 to $25 
per doz.; snaths, $16.50 to $15 per 
doz. 

Sprinklers.—Ring, $6 per doz.; Rain 
King, $2.35 each; Pluvius, $1. 15: two 
purpose, $1.30. 

Sprinkling — —4 qt., $6 per doz.; 
6 qt., $6.60; $7.70; 10 qt., $8.10; 
12 at.. $10; 16” a 12.60. 

Hose.—In 250-ft. reels, ™% in., 9%c. 
per ft.: % in., 10c.; % in., 11%c.; in 
50-ft. lengths, c, per ft. higher; Gem 
spray nozzles, $6 a doz. 


Hose Reels.—Victor, $1.75 each; No. 
2, $2.60; Reeleasy, $1.35. 


Plows.—Geneva, No. 2, $5.50 each; 
Leader, No. 2, $3; No. 5, $3; Superior, 
No. 3, 5-tooth cultivator, $3.50. 


Mowers. — Plain bearing, 8 in. 
wheels, 12 in., $5 each; 14 in., $5.25; 
ball bearing, 9 in. wheels. 14 in., 
$7.75: 16 in., $8; supreme ball bear- 
ings, 10 in. wheels, 14 in., $10.75; 16 
in., $11.25; 18 in., $12. 

Mower Oil Cans.—Tinned, straight 
or bent spouts, $1 per doz.: copper 
plated straight or bent spouts, $1.50 
per doz. 

Rollers.—No. 2 size, $8.50 each: No. 
4, $10: No. 5, $12.50; No. 7, $15. 


Hedge Shears. — heb wy 2 in., 
$1.25 per pair; 9 in., $1.4 in., 
$1.60; Disston, g in., $1. 75; 9 Xe, 1. 90: 
10 in., $2; ladies’ shears, Western. 
85c.; Disston, $1.10 


ICE CREAM FREEZERS.—There is a 
fairly steady movement from jobbers’ 
stocks, but the weather has not yet 
been favorable to large sales to users. 


Jobbers’ quotation to retailers 
f.o.b. Pittsburgh: 

Alaska Freezers.—1 qt., $2.95 each: 
2-qt., $3.45 each: 3 qt., $4.10 each: 4 
qt.. $5 each; 6 qt., $6.30 each; 8 at., 
$8.20 each; 10 qt., $10.75 each: 12 qt., 
$14 each; 15 qt., $17 each, and 20 at., 
$21.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

Alaska Gray Goose Freezers.—1 at., 
$3.25 each; 2 qt., $3.90 each; 3 at., 
$4.65 each: 4 qt., $5.70 each; 6 at., 
$7.25 each: 8 qt., $9.35 each; 10 at., 
$12.50 each. These are list prices 





which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 at., 
$5.60 each; 3 qt., $6.75 each; 4 at., 
$8.25 each; 6 qt., $10.45 each: 8 at., 
$13.50 each, and 10 gqt., $18 each. 
These are list prices and are subject 
to a dealers’ discount of 50 per cent. 

Blizzard.—1 qt., $4.65 each; 2 at., 
$5.50; 3 qt., $6.50; 4 qt., $8; 6 aqt., $10: 
8 qt., $13; 10 qt., $17; subject to a 
discount of 55 and 7% per cent. 
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There's an Extra Profit in 
TRUE TEMPER Tos 
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TRUE IEMPER 


branded on the handle of every genuine tool 


ACH one of your customers needs one or more 

True Temper Tools every month in the year 

— because a complete assortment of the right tools 
for each task will save time and money. 


That is just a part of the reason why you can 
make an extra profit on farm and garden tools all 
summer and all winter long. The whole story is 
told in the “More Profits” book. 


If you do not have a copy, send for it now—if 
you do have one, get it out and read it again. 
Write for a supply of the “Users’ Catalogue of 
True Temper Tools” for distribution to your best 


customers. They will refer to it frequently and 
order True Temper Tools as they need them. 


THE AMERICAN FORK & HOE COMPANY 


General Offices — Cleveland, Ohio 
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This book tells you 
how togetthem—do 
you have a copy? 


/ Branded on 

(ff the handle of 
every genuine 
TRUE 
JEMPER 
tool 








FARM AND 


GARDEN 





QOL 








9 65 each: 
$8: 6 qt., $10; 

art qt., $21: sub- 

ject to a discount of 55 per cent. 

Auto-Vacuum Freezers. — No. 
$3.33 net; No. 2, net; No. 3, 5.33 
net, and No. 4, $6.67 net. These net 
prices to dealers show a discount of 
33% per cent off list. 

Acme Freezers. — Bright, galva- 
nized, tapered, 2 qt., $8 per doz.; 
same size, enameled galvanized, $10 
per doz.; 4 qt. size, enameled-galva- 
nized, $18 per doz., and 1 at., size, 
Junior enameled, $4.80 per doz. These 
are net prices to dealers. 

Arctic Freezers.—l qt., $4; 2 qt., 
4.60; 3 qt., $5.55; 4 qt., $6.80: 6 aqt., 
8.60; 8 gt., $11.10; 10 at., $14.80; 12 
at., $16.66; 15 qgt., $23.30. These are 
list prices. Jobbers quote dealers’ 
discount of 50 per cent off this list. 


ICE TONGS.—This line is doing fairly 
well in sales, as usual at this time of 
the year. Jobbers quote. 


Standard type, 15 in. _—s 80c. 
er pair, 17 in. opening 90c.; 20 in., 
1; icemen’s pattern, $2.40. 


ORNAMENTAL FENCE.—Sales §sstill 
are good in this district. Jobbers 
quote: 


Cyclone lawn fence, LX, 
$7.25 per 100 a ft.: 42-in., 
gates, 3 in. x 36 . $2. 70 each. 


Lightning. —/ at. 2 at., 


36-in., 
$8.25: 


PAINTING M ATERIA LS.—Linseed oil 
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still is headed higher, but turpentine is 
lower. Business generally is good. 


Prices to retailers: Ready mixed 
paints, best grades, $2.85 per gallon; 
lower grades, $2.25; white lead, 14%c. 
per Ib. in 100-Ib. lots: 10 per cent less 
in lots of 500 lb. or more and extra 4 
per cent less in lots of a ton or more; 
turpentine, 75c, per gal in barrel lots; 
raw linseed oil, 13.3c. per Ib. in barrel 
lots. 


SCREEN WIRE GOODS.—Wire cloth 
still is selling well and there is little 
complaint over sales of doors and win- 
dows. Jobbers quote: 


Wire Cloth.—Black, 
per 100 sq. ft.; galvanized, 
$2.10; bronze, 14-mesh, $5.50. 

Doors.—Walnut stain, 2 ft. 8 in. x 
6 ft. 8 in., % in. x 3 , $17 
doz.: natural finish, 
$23. 50, with galvanized cloth $22, —. 
ject to advances for larger sizes: 
steel bronze-plated wire grilles, $18 


per doz. 

Windows. — Hardwood extension, 
No. 1233, $3.20 per doz.: No. 1533, 
$3.70; No. 1833, $4; No. 2433, $4.75. 

We quote from Pittsburgh jobbers’ 
stocks: 


WIRE PRODUCTS.—tThe farmers now 
are in the fields and the demand for 
fence and fencing materials has grown 
rather small. Nail business is not very 
active. 


12-mesh, $1.75 
12-mesh, 
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We quote from Pittsburgh jobbers’ 
stocks: 


Fence Wire 
(Per 100 Ib.) 
No. 6 to 9 gage 
No. 10 
No. 
No. 
No. 
No. 
No. 
No. 


Annealed Galvanized 


2-point cattle 

2-point hog 

4-point hog 

4-point cattle 

2-point cattle (special) 


Field Woven Wire Fence (per 100 


Steel Fence Posts: 


Galvanized 
tubular 


Painted 
formed 





38c. each 

40c. each 

45c. each 
Bright nails, base, per keg, $2.85 
to $2.90. 





No Great Rush * in » Now England but 


Business Is Gaining in Volume 


(Boston Office of HARDWARE AGE) 
B OSTON jobbers without exception say there is no great rush 
to buy hardware in New England, but business is steadily 
gaining volume. Thanks to almost ideal weather the past 
week retail dealers experienced a freer public buying movement, 
and in turn placed a lot of orders with the jobbing houses, although 
in most instances purchases are limited to actual requirements. 
There is every reason to believe that June will be as beautiful a 
month as it was last year, when a lot of hardware was turned into 
cold cash. The trade on this score is, therefore, optimistic. One 
of the freak features of current business is that numerous lines, such 
as spring goods like insecticides, screens and doors, flashlight cases, 
etc., which one might naturally expect to be moving in volume, are 
comparatively inactive, while staple hardware lines, usually some- 
what in the background at this season, are in good demand. 
According to jobbers there are two fundamentals back of the sit- 
uation today that must be corrected before real prosperity can exist 
in the hardware and other lines—labor and credits. Stock market 
values are booming and bankers are loaning more money to stock 
brokers than ever before. It is still difficult, however, for the aver- 
age merchant and manufacturer to secure loans from banks except, 
in view of the keen competition for business, at unsatisfactory bor- 
rowing rates. Just now the average retail dealer needs more or 
less credit. Few of such merchants sold nearly as much merchan- 
dise in May as in the corresponding month last year, and it has been 
difficult for them to collect on charge accounts. The jobber, instead 
of the banker, is carrying the load. While New England industries 
are gathering momentum, most of them are operating plants at less 
than 75 per cent of capacity, and some at not more than 60 per cent. 
There is a lot of skilled and unskilled unemployment to say nothing 
of women and girls out of a job throughout New England. That 
means the buying power is cut down just so much. 


BIG BOY TOYS.—Jobbers are begin- | These toys are designed largely for the 
ning to take orders for big boy toys. | amusement of boys and girls who spend 
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the summer at beaches and in the coun- 
try. 
We quote from Boston jobbers 
stocks: 


Big Boy Toys.—White dump truck, 
$4.50 each net; steam shovel, $1.83; 
steam digger, $2.63; chemical truck, 
$5; tank truck, $4.50; portable steam 
excavator, $4; structo giant grab 
bucket, $18 a doz. net; structo sand 
loader, $12. 


BOATS.—Most of those retail dealers 
who go in for such things are getting 
good results from the sale of toy sail 
and motor boats. They are also ap- 
pealing to the imagination of Young 
America with boat builders; all of the 
things needed for the young man to 
build his own boat. 


We quote from Boston jobbers’ 
stocks: 

Boats.—Toy sail, $8 to $52 per doz. 
net; motor, $48 to “e per doz. net. 
Boat builders, ont 1BB, $2.34 each 


, 


net; No. 2BB, 


ELECTRIC SPECIALTIES. — Jobbers 
are enjoying a big sale of electric spe- 
cialties, such as two and three-way 
plugs. Evidently the retail dealer is 
having a call from people who are in- 
stalling new lamps, radios and other 
electrical appliances in their homes and 
doing the installing themselves. 


We quote from Boston jobbers’ 
stocks: 


Electric Specialties.—Plug sockets, 
Tu-sok, in units of 10, 2lc. each net; 
in units of 20 to 99, 20c. : in 100 as- 
sorted lots, 19c. Four-way tap socket, 
No. 4, in units of 10, 40c.; in units of 
20 to 99, 38c.; in 100 assorted lots, 

Three- -way tap, No. 30, in units 
of 10, llc.; in units of 30 to 99, 
10%c.; in 100 assortment lots, 10c. 
Bakelite, two-lite socket, No. 12, in 
ae of 10, 38c.; in units of 20 to 99, 

36%c.; in 100 assortment lots, 35c. 
Bakelite three-lite screw base, No. 
17, in units of 10, 40c.; in units of _ 
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Now you can have a trolley track locks them so tightly that hangers will 
which is virtually a one-piece track, always operate smoothly and trouble- 
regardless of length! This is assured by free. The Lock Joint is exclusively 
the new R-W Lock Joint, latest perfected Richards-Wilcox and is obtainable only 
device of Richards-Wilcox. with trolley track carrying their trade 
It locks the joints together permanently; mark. Ask for it by name. 





New York - °- -: AURORA, ILLINOIS, U. S. A. os * Chicago 


Boston Philadelphia Cleveland Cincinnati Indianapolis St. Lovis New Orleans Des Moines 
Minneapolis ansas City Los Angeles San Francisco Omaha Seattle Detroit 


Montreal - RICHARDS -WILCOX CANADIAN CO., LTD., LONDON, ONT. + Winnipeg 
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20 to 99, 38c.; in 100 assortment lots, 
36c. 


FISHING TACKLE.—Some fishing 
tackle is sold by jobbers every day, but 
the season to date has been somewhat 
disappointing. At the moment retail- 
ers are ordering in a cautious way. 


We quote from Boston jobbers’ 
stocks: 

Rods.—Steel bait, Vim, 55c. each 
net: Sunnybrook, $1; bait casting, No. 
854, $1.56; Sunnybrook fly, No. BF, 
$1.10; telescope, No. 86, 814-ft., $1.65, 
No. 96, 91%4-ft., $1.65. 

Reels.—No. 35, $3.50 per doz. net; 
No. 75, $6; No. 150%, $10.50: No. 
125, $12; No. 250, $18.75; No. 350, $26; 
No. 500, $36. 

Rigged Lines.—No. 5, 40c. per doz. 
net; No. 550, 80c.; No. 1000, $1.20; No. 
2000, $1.75. Cod lines, No. 2500, $2.40 
per doz., No. 40, $4; No. 50, $6. 


FLASHLIGHTS.—This is a time of year 
when jobbers expect to do a good busi- 
ness in flashlight goods. They report, 
however, little call for cases and they 
presume the average retail dealer car- 
ried over stock from last season. The 
bulk of current retail buying is of as- 
sortments. The demand for batteries 
is much better than that for cases. 


GAME TRAPS.—W. A. Gibbs & Son, 
Chester, Pa., have issued new price lists 
on game traps which are as follows: 


We quote from Boston jobbers’ 
stocks: 

Game Traps.—Gibbs line, two trig- 
ger, 15 dozen to the barrel, $5 per 
doz. net; single grip, No. 1 35 dozen 
to the barrel, $1.88: No. 2, 18 dozen to 
the barrel, $3.35; No. 3, 15 dozen to 
the barrel, $5.50; No. 4, 10 dozen to 
the barrel, $6.70. 


GARDEN TOOLS.—As might be an- 
ticipated, the demand for garden tools 
is beginning to taper off. The move- 
ment of goods out of stock to date, 
however, has been quite satisfactory, 
that statement applying to jobber and 
retailer alike. 

We quote from Boston jobbers 
stocks: 

Garden Tools.—Trowels, No. 214, 6- 
in., $2.25 per doz. net; No. 6X, 6-in., 
$1.32: No. 85, 85c.; No. 120, $1.50; No. 
140, $2.50. Forks, No. 300, $3.50; No. 
40, $1.75. Weeders, $2. 


GUNS AND AMMUNITION.—Drop 
shot has been reduced 10c. a bag by 
jobbers following the receipt of new 
lists from manufacturers. 


We quote from Boston jobbers’ 
stocks: 

Drop Shot.—Boy Scout, in tubes, 
$4.15 per case, net; B and larger, 
$2.55. 


HAMMOCKS.—wWhile a_ great deal 
more sunshine has been enjoyed by 
New England this month than in May, 
average temperatures have been too 
high to induce much buying of ham- 
mocks. 


We quote from Boston jobbers’ 
stocks: 

Hammocks.—Couch styles, khaki 
colored drill, $8 each net: drill with 
adjustable back, $12.50; khaki duck, 
adjustable back, box mattress, $13.50; 
striped duck, head rest, adjustable 
back, box mattress, $18; striped 
duck, head rest, adjustable back, 
boxed mattress, broad arm rest, $20; 
glider types, striped duck, mattress, 
adjustable back and head rest, $30; 
striped drill, without head rest, sus- 
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1. from steel underslung stand, 


Canopy.—No. K7, $6 each: khaki, 
No. K2, $4.35. 
Stands.—No. 63A, $3 each net. 


HEATERS.—The Rome Mfg. Co. has 
placed on the market a new round elec- 
tric heater that is attracting a lot of 
attenion among New England retail 
dealers. It lists at $10 each. On lots 
of less than six heaters the discount is 
33 1-3 per cent and in lots of six 35 
per cent. Until July 15, jobbers will 
furnish retail dealers one free heater 
with every order for six. 


We quote from Boston 
stocks: 

Heaters. — Rome 
body, nickel top and base, list $10 
each. In lots of less than six, 33% per 
cent discount; in lots of six, 35 per 
cent discount. Universal, reflector 
type, No. 9927, $3.80 each, net: No. 
9953, $4.50; No. 9955, $4.85; No. 9954, 
$5. Assortment No. 1 and 2, of three 
each $9.50 net the set. Polar Cub, 
No. B90, in lots of less than 12, $2.95 
each net; in lots of 12 or more, $2.75 
each net. Portable furnace, Utica, 
round, upright, $10 each list; discount 
on lots of less than three, 30 per cent, 
on lots of three to five, 33% per 
cent, on lots of six or more, 35 per 
cent discount. 


POULTRY SUPPLIES.—Some jobbers 
report sales of incubators this season 
have been somewhat disappointing. 
That report is not general, however. 
But everybody says it has been the big- 
gest year on record for the sale of 
feeders and other poultry supplies. 
Current bookings are surprisingly good. 


We quote from Boston jobbers’ 
stocks: 

Staples.—Factory shipments, in car 
lots, $4.55 per 100 lb. keg; in less than 
car lots, $4.80; from store, $6.25. 

Netting.—Galvanized hexagon, gal- 
vanized after weaving from _ stock, 
50 and 5 per cent discount. From 
factory, Worcester, Mass., 50 and 15 
per cent discount. 

incubators. — Buckeye line, No. 1, 
110 egg capacity, $26.25 each net: No. 
2, 175 egg capacity, $31.15; No. 3, 250 
egg capacity, $40.43; No. 4, 350 egg 
capacity, $47.60; No. 5, 600 egg ca- 
pacity, $74.90; No. 40, large capacity, 
$1.75; No. 14, 65 egg capacity, $11.50: 
No. 16, 110 egg capacity, $19.25: No. 
17, 210 egg capacity, $25.73 

Brooders.—Buckeye line, portable, 
No. 20, 60 chick capacity, $8.23 each 
net; No. 21, 100 chick capacity, $10.85; 
No. 22, 150 chick capacity, $13.30. Oil 
burners, No. 80, 350 chick capacity, 
$13.30: No. 81, 500 chick capacity, 
$15.05. Coal burners, No. 117, $11.55; 
No. 118, $15.05; No. 119, $18.55. 


PYREX WARE.—tThis being a month 
of brides, as in July, there has been a 
very good movement of Pyrex ware out 
of jobbing and retail stocks. Local job- 
kers will shortly be in a position to 
make deliveries on a new iced tea set 
which has just been brought out by the 
Pyrex people. The set is composed of 
a jug and six glasses, costs the retail 
dealer $4 per set net and retails at $6. 

We quote from Boston jobbers’ 
stocks: 

Pudding Dishes.—Oval, No. 032, 1- 
qt., 57c. each net; No. 033, 1%-qt., 
67c.:; No. 034, 2-qt., 80c. Shallow 
oval, No. 042, 1-qt., 57c.; No, 043, 1%- 


qt., 67c.; No. 044, 2-qt., 80c. 

Piatters.—Well and tree, 
$2 each net. 

Custard Cup.—No. 410, 3-oz., 7c. 
each net. 

Tiles.—Round, No. 723, 67c. 


jobbers’ 


upright, copper 


No. 372, 


each 
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net; oval, Nos. 733 and 743, 67c.; 
square, No. 753, 67c. 


RUBBISH BURNERS.—Rubbish bur- 
ners are selling like hot cakes. In fact, 
some jobbers are behind on deliveries, 
but will be able to clean up before the 
close of another week as fresh supplies 
are anticipated from manufacturers. 

We quote from Boston jobbers’ 

stocks: 
Rubbish Burners.—Cyclone, No. 2, 


in lots of 6, or full bundles, $2 each 
net; in smaller quantities, $2.25 each. 


SCREENS AND DOORS.—Although 
sales of screens and doors at the mo- 
ment are increasing, the season to date 
is decidedly backward owing to the cool 
spring. Now that the weather is 
warmer jobbers expect business to pick 
up quickly. 


SPRAYS AND SPRAYERS.—Insecti- 
cides are not selling nearly as well as 
jobbers anticipated. The cool weather 
has held back garden and farm crops, 
consequently it has not been necessary 
for the grower to buy insecticides. 


We quote from Boston jobbers’ 
stocks: 

Iinsecticides.—Bug Death, in 1 Ib. 
containers, $1.44 per doz. net; in 3 
lb, containers, $3.75; in 5 lb. contain- 
ers, $5.62; in 12% Ib. containers, 
$13.50; in 100 lb. containers, $7.50 
each. 

Pyrox.—In 1 Ib. jars, 24 to the 
crate, $7.80 per crate; in 5 lb. drums, 
12 to the crate, $115; in 10 lb. drums, 
6 to the crate, $13.50; in 25 Ib. drums, 
4 to the crate, $20.50; in 50 lb. drums, 
$8.75 each; in 100 lb. drums, $12.50. 

Arsenate of Lead.—Swift’s, paste 
form, in 1 lb. cans, 24 cans to the 
case, 24%4c. per lb.; in 5 Ib. cans, 
12 to the case, 20%c.; in 10 Ib. cans, 
6 to the case, 18%c.; in 4 Ib. cans, 
25 to the case, 15%4c.; in 50 Ib. cans, 
14%c.; in 100 Ib. cans, 13%c. Dry 
form, in 1 lb. bags, 48 bags to the 
case, 2lc. per lIb.; in 4 Ib. bags, 12 
to the case, 18%c.; in 25 Ib. bags, 
18%c.; in 100 Ib. drums, 18c. 

Lime Sulphur.—Bowker’s wash, in 
quarts, 3lc. each net; in gallons, 59c. 


STROPPERS.—A new stropper, the 
Twinplex Red Flash, placed on the Bos- 
ton market is attracting a lot of in- 
terest. It retails at $2.50 and costs the 
retailer $1.69 each. 
We quote from Boston jobbers’ 
stocks: 
Stroppers.—Twinplex Red Flash, 
for Gillette blades, No. GL, and for 


Durham-Duplex blades, No. DR, $1.69 
each net. 


WATCHES.—The annual vacation sea- 
son is about to open and many grown- 
ups will require a cheap watch. The 
Boy Scouts also will shortly begin their 
summer activities, and the Girl Scouts, 
too, consequently the market for 
watches should show increasing anima- 
tion from now on. The Westclox pocket 
Ben type of watch has been consider- 
ably improved in general appearance 
by the redesigning of the stem. 

We quote from Boston jobbers’ 
stocks: 

Watches.—Ingersoll line, plain dials, 
$1.02 each net; Eclipse, $1.67; Junior, 
$2.17; Midget, $2.17; Wrist, $2.33. 
With radiolite dials, Yankee, $1.50; 
Two in One, $1.67; Eclipse, $2.17; 
Midget, $2.50; Wrist, $2.67. New 
Haven line, Tip-Top, plain, $1 each 
net; radium, $1.48; Tip-Top wrist, 
plain, $2.29; radium, $2.62. New 
Haven, 95c. Sports timer, $1.65. 
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Manufacturer’s Confidence, Dealer’s Confidence and User’s Confidence are all repre- 
sented in a coil of Columbian Tape-Marked Rope. 


Proof of the manufacturer’s confidence is manifested by the red, white and blue 
Tape-Marker which extends in one strand throughout the entire length of every Tape- 
Marked Rope. On this Marker are found the words. 


Guaranteed Rope 
Made by Columbian Rope Company 


The Manufacturer—as evidence of his confidence, places this signed guarantee with- 
in the rope itself. This is actual proof that the maker backs his product to the limit. 


The Dealer—because of the Tape-Marker guarantee, has confidence in every length 
he sells and is glad to recommend it to his good customers. 


The User—has the manufacturer’s confidence impressed upon him because of the 
tangible proof, as illustrated by the Tape-Marker. The Guarantee, and the manner in 
which Columbian Rope is guaranteed convinces him that he cannot buy a better rope. 


A sample of Tape-Marked Rope will be sent to any Dealer requesting it. Let us 
tell you how a stock of Columbian will increase your Rope Sales. 
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Columbian Rope Company /y 


352-80 Genesee Street 
Auburn, “The Cordage City’ N. Y. 


Branches: New York Chicago Boston New Orleans 
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HARDWARE AGE 


Spring Lines Continue Active 
with Warmer Weather in N. Y.— 
Prices Firm—Collections Fair 


ONSUMER interest in spring lines, particularly garden tools, con- 
tinues very active with the steady warm weather which the 


Metropolitan area has had for the past two weeks. 


The retail 


sales were slow developing due to unseasonal weather, though whole- 
sale business written in advance had been satisfactory. 

Staple lines continue to have a steady call and wholesale business 
in this territory for the first half year may compare favorably with the 


volume of the same period of last year. 


Building activities are good and 


with the labor disputes fairly well settled in the plumbing trade, tools, 
finished hardware and plumbing supplies are in good demand. Prices 
generally are firm. Collections are reported as fair. 





Sash Cord Demand Good; 
New York Stocks Ample 


The demand for sash cord is con- 
sidered very good. Prices are as shown 
and local stocks are ample. 


JOBBERS’ QUOTATIONS TO RE-.- 
TAILERS, F.0O.B. NEW YORK: 

Sash cord, Samson spot No. 8, 70c. 
to 72c.; Aetna No. 8, 26%c. to 27c., and 
Phoenix No. 8, 34%c. to 36c. 

No. 7 is lc, higher and No. 6 is 3c. 
higher on all brands. 


Staples Continue Active in 
New York Market 


Staple lines such as bolts, nuts and 
screws continue to have a very active 
call in the New York wholesale hard- 


ware market. Prices have been firm 


‘and local wholesale stocks are appar- 


’ 


ently adequate. 


. .. JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK 


Bolts and Nuts 


Carriage bolts, % by 6 and smaller, 
50 and 10 off list rger, 50 per cent 
off list. 

Machine bolts, % by . ans smaller, 
50 off list—larger to 30, 45 per 
cent off list. 1% to 1%, * 30 off list. 

Coach ry % by 6 and smaller, 
50 and 10 off list. Larger, 50 off list. 

Step bolts, 50 per cent off list. 


Screws 


Screws, flat head, bright iron, 75- 
20-10-10-10-10. 
Round head, blued, 72%-20-10-10- 


Round head, iron, nickel plated, 
65-20-10-10-10-10. 
Flat head galvanized, 60-20-10-10- 


10-10. 
Flat head, brass, 72%4-20-10-10-10- 


0. 
Round head, brass, 70-20-10-10-10- 
These discounts apply to standard 


screw lists. In package lots an extra 
10 is allowed. 


N. Y. Demand Continues 


Strong for Radio Batteries 


Radio batteries continue to have a 
very active call in the New York 
wholesale hardware market. Prices are 
very firm and local. wholesale. stocks 
are apparently satisfactory. The im- 


| provements 





in summer broadcasting 
has been a big help in keeping up the 
radio sales. Batteries for motor boat 
ignition work are having a steady sale 
in the waterfront towns. 


CURRENT PRICES TO RETAIL- 
ERS, F.0O.B. NEW YORK, ARE: 


Dry cells, No. 6, ignition type, 
32%c.; No. 7111, same type, .35%c. 


each. 

B batteries, No. 767, $2.62 each; in 
units of 5, $2.44 each; No. 772 (ver- 
tical type), $2.62 each; in units of 5, 
$2.44 each; heavy duty vertical type, 
No. 770, $3.40 each; in units of 5, 


$3.17 each. 


Rope Demand I[s Fair in 
New York Area 


A fair demand continues for rope in 
the New York territory. May-June 
prices are: Manila rope, No. 1, 24%c.; 
No. 2, 22%c.; No. 3, 20%c., and Sisal 
rope, No. 1, 16%c., and No. 2, 15%c. 


Fair Demand Is Reported for 
Ice Cream Freezers 


With the coming of the warm weath- 
er the demand for ice cream freezers 
showed more activity. Prices are given 
here on several brands. Others will be 
added next week. Local stocks are sat- 
isfactory and prices are uniform. 


JOBBERS’ QUOTATIONS TO RE 
TAILERS, F.O.B. NEW YORK: 

Ice Cream freezers, White Moun- 
tain, 2 qt., bo nh 4 qt., $8.25; 6 qt., 
$10. 45, and 8 $13.50 each. These 
are list prices ‘and are subject to 
dealers’ discount of 50 per cent. 

1, $3.33; 

, and No. 4, 
$6. 67 each, These are net prices. 

A pete Browsers. 1 at., : 
$4.60; 3 $5.55; 
$8.60; 3 $11. - : 
12 qt., $16.65, and 15 qat., $23. "30 each. 
These are list prices subject to deal- 
ers’ discount of 50 per cent. 

Acme Freezers, No. 1, 2 qt., rogith- 
hie a tapered, $8.00 per dozen; 
No. 2, qt., enameled, galvanized, 
tapered, “s10, 00 per dozen; No. 3, 4 at., 
enameled, $18.00 per dozen, and No. 
4, pint size, Junior enameled, $4.80 
per dozen. These are net prices, 

Everybody’s Freezers, No. 01, 1 pt., 
$4.00; No. 1, _< $5.50: No. 2, 2 at., 

: o qt., $8.00, and No. 4. 
All gray enameled. These 

re list prices subject to dealers’ 
discount of 33% per cent. ‘ 
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Warm Weather Sales Aid to 
(Sarden Tools, Etc. 


The continued warm weather has 
been a very decided aid in the retail 
sale of garden tools and other spring 
merchandise. Prices have been firm and 
local wholesale stocks to date have been 
adequate. This has been a very active 
year for lawn mowers due to the heavy 
rains. The dry, warm days of the past 
week have helped the sale of garden 
hose, hose reels, nozzles and kindred 
items. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Garden Hoes 


Black finish. 7 in. steel blade, solid 
shank, 4™% ft. ash handle, 49c. each. 
Same with 6 in. blade, bronze finish. 
80%c. each; and with in, blade, 
bronze finish, 81%4c. each. 

Ladies’ garden hoes, 5 in. forged 
steel blade, solid shank, 4 ft. handle, 
63c. each, 

Meadow hoes, forged steel blade, 19 
gage, polished and bronzed socket 
shank, 4% ft. handle, 91%c. each. 

Nursery hoes, forged steel blade, 
polished and bronzed solid shank, 
4% ft. handle (ash), 7 in. blade, 80c. 
each. 

Onion hoe. sauare top, polished 
forged steel blade, 7 x 1% in., bronze 
finish, 4% ft. handle 80c. to 88c. 
each. 

Garden hoes are packed 12 in a 
bundle. 

Warren type hoec 95c. to $1.13 
each. Scuffle type hoes, 89c. each. 


Hay Forks 


Strapped ferrules, selected ash han- 
dles, bronzed and polished, 3 oval 12 
in. drop forged tines with 5 ft. bent 
handle, 1.13%c. each, and with 6 ft. 
bent handle, $1.37 each. 

Hay forks are packed 12 
bundle. 

Five per cent discount off all prices 
on spring goods in bundle lots. 


in a 


Sprinklers 


Sprinklers, Anaconda, $1.05 each; 
Zenith, 85c. each: Ring, 56c, each; 
Rainking, $2.33 each: Giant Rainking, 
$8.33; and Rainbow, $1.35 each. 


Cultivators 


Floral cultivator, adjustable 3 
forged steel prongs, malleable iron 
socket, enamel finish, 4 ft. ash han- 
dles, 59c. each; same with 5 forged 
steel adjustable prongs and 4% ft. 
ash handle, 84%4c. each. 

Packed six in a bundle. 


Lawn Rollers 


Waterweight lawn rollers, No, 2, 
$9 each; No. 4, $10.70 each; No. 5, 
$13.35 each: No. 7, $15.35 each: No. 
9, $17.35 each. 


Steel Rakes 
Light black finish, 
handle, 12 teeth, 45%c. each; with 14 
teeth, 50c. each; with 16 teeth, 54%c. 


each 
finish, 


weight, ash 


Medium bronze straight 
teeth, 5% ft. ash handle, 12 teeth, 
75%c, each; 14 teeth, polished, 82c. 
each; 16 teeth, 86%c. each. 

Steel bow rakes, curved teeth, pol- 
ished bronze head, 5% ft. ash handle, 
16 teeth, $1.07% each; with 14 teeth, 
$1 each. 

Rakes packed 6 in a bundle. 


Mortar Hoes 


Polished forged steel blade. bronze 
finish, solid shank, ft. ash handle, 

in. blade, $1.00 to $1.15 each. Same 
with 2 holes <- 10 in. polished steel 
blade, $1.07% to $1.15 each. 

Mortar hoes are packed 12 


bundle. 
Hose Reels 


Victor, xr ¥ rope No. 2, $2.80 each: 
No. 10, $3.6 o $3.75 each: No. 20, 
$4.10 to $4. 4 ont No. 30, $7. 85 each. 
Detachable model to fit faucet, $4.10 
each, and Reelezy, $1.50 each. 


in a 
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Eveready -Mazda Automobile 
Lamp Display and S 
Cabinet No. 1730 

Get this counter cabinet. Upper 

section displays 100 assorted lamps. 

Lower compartment stocks 560 
cartons. The most c 





ps 

pact, protected manner of both 

stocking and pening b —% Sales- 

man and stock clerk i Write 
us for full information. 


WHEREVER roads run, Eveready-Mazda Automo- 
bile Lamps are burning through the night. The 
dealers who sold them did so just by the magic of 
the names that mean to everybody the utmost in 
illumination service. Eveready-Mazda Automobile 
Lamps require no selling and thus give you a chance 
to sell the motorist other things. Order Eveready- 
Mazda Automobile Lamps from your jobber. 


NATIONAL CARBON COMPANY, INC. 


New York San Francisco 


Atlanta Chicago Kansas City 
Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 





MAZDA 
AUTOMOBILE LAMPS 
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Trade Gaining 


HARDWARE AGE 


in All Sections 


(Minneapolis Office of HARDWARB AGE) 


every section of the Twin Cities trade territory are very 


LMOST without exception, the prospects for a good crop in 


good. South Dakota prospects are the best they have been 


in years, and the other States rank nearly as well. 


Minnesota 


grains are well started and, with the exception of a few places in 


the State, the corn is showing up well. 


Planting has been delayed 


in some sections, due to soil conditions, but it is felt that with warm- 
er temperatures, these sections will soon make up the delay. 

The statement was made recently by a bank officer that the 
Ninth Federal Reserve District Bank was in the most liquid state 
of any in the entire country. Trade is gaining in all sections and 
the outlook for the season is showing improvement. 

Prices are steady, showing no changes from those quoted last 
week. Collections are gradually gaining. Tourists are daily gain- 
ing in numbers in the Twin Cities, cars from almost every State 


being noted on the streets. 





AUTOMOBILE TIRES.—Sales show a 
steady demand for tires. Retail prices 
are rather weak, with stock apparently 


well filled. Jobbing prices show no 
changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Mansfield tires, 30 
x 3% Liberty cord, $6.60; heavy duty 
oversize, $8.75; 32 x 4 Liberty cord, 
$11.15; heavy duty oversize, $14.50; 

balloon tire, 29 x 4.40, $9.65; 30 x 
5.25, $15.95; heavy duty, 32 x 6.20, 
$26.75; tan — in x $333 $1.70; 32 
x 4, $2.60; 34 Vy, 3.25; balloon 
tire tubes, gray, x ot x ate 1.90; 29 x 
4.40, : : x 6, 
$3. 20; 32 x 6.20, $3.70 each, net. 


AXES.—Demand is fair for this time 
of year. Stocks are ample for the 
needs at present, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per dozen and 
double bit base weight at $21.50; 
Plumb’s Dreadnaught unhandled sin- 
gle bit, $14.50; ouble bit, $19.50; 
handled, single bit, $19.50; double bit, 
$21.25 doz. net. 

for bolts 


BOLTS.—Call is steady, 
though not particularly heavy. Stocks 
are well assorted, with prices un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Carriage bolts at 
60 per cent; machine bolts at 60 per 
cent; stove bolts at 75 per cent: and 
~§ screws at 60 per cent from new 

list 


BRADS.— Sales are showing some 
increase as the building season pro- 
gresses. Stocks are well filled, and 
prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb, boxes at 75 per cent from lists. 


BUILDING PAPER.—tThere is a fair 
demand for papers, with stocks in good 
condition. Prices have not changed. 


We quote from jobbers’ 
f.o.b. Twin Cities: 
sheathing paper 


stocks, 

Red rozin sized 

in all weight, 20 
to 40 lb., at $2.75 cwt., and tarred felt 
at $3.10 cwt., net. 

CHURNS.—Sales are steady, though 

still a heavy. Prices are unchanged. 


quote from jobbers’ stocks, 


Lob . Twin Cities: Barrel type churns 
at 33% per cent from 


lists. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Demand is fair, with 
stocks full. Prices are firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b, Twin Cities: 28 ga., slip yoant, 
single bead, 5-in. eaves trough, $5. 
per 100 ft.: 28 ga., 3-in., iaaster 
pipe, $5.40 per 100 ft., and 3- in., con- 
ductor elbows, $1.73 per doz., net. 


FIELD FENCE.—Sales show a fair 
volume of business. Prices have not 
been changed. 


We quote from jobbers’ stocks, 
f.o.b, Twin Cities: 10 ga. top and bot- 


tom 13 ga. intermediate, 6-in. stay, 
26-in., $27.93; 32-in., $32.40; 39-in., 
$37.28 per 100 rods, net. 


FILES.—Sales are steady, with per- 
haps a slight gain in the past month. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files at 
50 per cent and second grade files at 
60 per cent from lists. 


GALVANIZED WARE.—Call for some 
items is good, with stocks well filled. 
Prices are as quoted last week. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 
galvanized tubs at $7.25; No. ps $8. 00; 
No. 3, $9.25; heavy tubs, No. $12. 60; 
No. 2, $13.80; No. 3, $15; a cae 
ng pails, $2.55; 12-qt., $2.90; 14- 

.. $3.25; stock pails, 16-qt., $5, and 
a3: -qt., $5. 50 per doz. net. 


GLASS AND PUTTY.—Spring sales in 
this line show a good volume. Prices 
are steady since the change announced 
recently. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: innesota prices, 
Single strength glass, 84 per cent; 


double strength glass 85 per cent, 
and strictly pure putty in 50-Ib. 
drums at $4.85 cwt. net. 

HAMMERS AND HATCHETS.—Call 

for hand tools is steady, though not as 

good as dealers had expected by this 

time. Stocks are well filled, with prices 

firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11%, 
nail hammers, $12.60: Plumb, No. 
HFS81, $12; Plumb, No. HF145, $6.12: 





Riverside, No. 611%, $12.00; Plumb 
broad hatchet, No. 3, $16.40: Shing- 
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of the Northwest—Prices Steady 


ling No. 2, $12.50; Claw, No. 2, $13.75 
doz., net. 


HOSE.—Demand is still light, due to 
continued wet weather. Stocks are 
tull, ready for the sales anticipated in 
a few weeks. Prices have not changed 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bull Dog, % in., 
7-ply, 13%c. ft.; Competition, % 
3-ply, 74%c. ft. Good Luck, %® in., 6- 
ply, 10c. ft.; Electric double braid, 
5% in., 50-ft. lengths coupled, 14%c. 
t., net. 


ICE CREAM FREEZERS.—tThe real 
demand has not yet developed. Dealers 
have their stocks in readiness for the 
call, and prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
4-qt. freezers at $4.13 and 8-qt., at 
$6.75 each, net, 


LAMPS AND LANTERNS.—Outing 
and touring demands are beginning to 
be noticed in the gasoline lamp and lan- 
tern lines. Stocks are in readiness for 
the call, with prices steady. 


hy iy quote from jobbers’ stocks, 

Twin Cities: Long or _ short 
a tubular lanterns, No. 2, $13 
doz.: No, L327 Coleman lanterns, 
$5.25; No. L427, No. C329 lamps, 
$6.25; No. C318, $7: No. C317, $7.40 
each net. 


LAWN MOWERS.—Sales in the retail 
stores are improving, with stocks ready 
for the demand. Prices are firm as 


quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia Styles 
A and C, 45 per cent; Style K, 40 per 
cent; Riverside ball-bearing, 14 in 
$7.90; 16-in., $8.15, and 18-in., $8.45 
each net. 


MILK CANS.—Call for milk cans shows 
a slight improvement, with stocks well 
filled. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5 gallon 
milk cans, $2.65; wide neck, 8-gal., 
es wide neck, 10-gal., $3.30 each, 
net. 


NAILS.—Sales are fair, with dealers’ 
and jobbers’ stocks well filled. Prices 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, at $3.10 per keg, base, and ce- 
ment coated wire nails in 100-lb. kegs 
at $3.10 per keg, base, net. 


OIL HEATERS.—Sales are steady and 
fairly good. Lake cottage demand is 
increasing. Stocks are well filled, with 
prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nesco Perfect oil 
$5.50; No. 15, $7.00; 


$11. 00; No. 505 Giant, $11.25; No. 605, 
$12.75 each, with discount in quanti- 
ties less than ten, 30 per cent; ten or 
more 30-5 per cent. 


PAINTS AND WHITE LEAD.—Sales 
for outside work are improving. Stocks 
are being kept well assorted, with deal- 
ers buying frequently to keep assort- 
ments up. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.80 per gal. in 1 gal. cans, 
and white lead. in 100 Ib. containers 





at $12.64 cwt., net. 
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They mean 
Profits to 
You=- 





Sales efforts are greatly reduced by the appearance 

and definite quality of the product you sell. 

When you sell Sterling Wheelbarrows you sell a 
product far superior to any other on the market. 

You can safely say there is no better wheelbarrow 
made. 

Many exclusive improvements in both construction 

and design give you positive selling arguments 
which save sales efforts—more sales—more profit. ( 


The Sterling line 


One Sterling There is a Sterling stock near you to assure fecsuse for, curs 
Sale Creates prompt delivery on your rush requirements. ce ae eit Meta 

some erry and 
Another STERLING WAREHOUSES: acs” helt 





Chicago New York Detroit Cleveland St. Louis Philadelphia 


| "au > Fee ef AAA 
| F STERLING ON A WHEELBARROW MEANS one THAN STERLING ON AN 
5 I 


Milwaukee (@xxxctln m8) © tomas) Wisconsin 
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PLANTERS.—Demand for hand plant- 
ers has been good this spring. Stocks 
are ample to meet the call, with prices 
firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Acme corn plant- 


ers, or Acme potato planters at 
$9.75 doz., net. 


POULTRY NETTING.—Sales are good, 
with stocks well filled. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon mesh 
poultry netting at 60 per cent from 
lists, 


PUMPS.—Dealers are adding to their 
stocks of water supply equipment as 
the demand increases. As stated be- 
fore, there seems to be a very good de- 
mand in the Northwest in this line. 
Prices are firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming No. 440, 
plain spout windmill force pumps, 
6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495 underground discharge 
windmill force, adjustable stroke, 
$14.35: No. 415, $14.65: No. 103 hand 
lift, 6-in. stroke, $14.25; No. 182 hand 
lift, 6-in, stroke, 6-ft., set length, 
$5.25 each, net. 


REGISTERS.—Sales are fair, with 
stocks full. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron registers, 
20 per cent and wrought steel regis- 
ters, 40 per cent from lists. 


SASH CORD AND WEIGHTS.—De- 
mand is steady, with some slight in- 
crease this month. Stocks are well 
filled, with prices unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord, 6lc. Ib., second grade, 3lc. Ib. 


and cast iron sash _ weights, $2.10 
cwt., net, 


SCREEN DOORS AND WINDOWS.— 
Call for this line is good, with stocks in 
good condition. Prices are firm as 
quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common 2-8 x 6-8 
screen doors, $1.58; and fancy 2-8 x 
6-8 screen doors, $1.97 each: Sher- 
wood adjustable 24-in. window 
screens, $6.20; and Wabash extension 
24-in. screens, $5.00 per doz., net. 


HARDWARE AGE 





fair. Stocks are well filled, with prices 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Scythe snaths at 
$13.20 doz., and bush snaths at $16.00 
per dozen, net. 


STEEL SHEETS.—Sales are in fair 
volume, with stocks well filled. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $4.90 cwt. base (24 ga.), and 
black steel sheets at $3.95 cwt., base 
(24 ga.) 


TIN.—Demand is fair, with stocks well 
filled. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke ICL, 
20 x 28, $14.50 box, and IC, 20 x 28, 
oy coating roofing tin, $15.75 box, 
net. 


WHEELBARROWS.—Sales are steady, 


with stocks ample for the call. Prices 
have not changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Queen B fully 
bolted barrel type tray wheelbarrows, 
$40.00 doz.; Meteor, fully bolted, 
$36.50 doz.; No. 2T tubular, $7.33 
each; No. 10 Gopher, $4.00 each, and 
oe 1G American garden, $6.25 each, 
net. 


WIRE.—Sales show some improvement, 
with stocks in good condition. Prices 
are unchanged. 


We quote from _ jobbers’ 
f.o.b. Twin Cities: Galvanized cattle 
wire, $3.09 per 80-rod spool; gal- 
vanized hog at $3.30 per 80-rod spool: 
special galvanized hog (14 ga.), $2.47 
per 80-rod spool; smooth black iron 
wire, No. 9, $3.10 cwt., and smooth 
galvanized wire, $3.55 for No. 9, net. 


WIRE CLOTH.—Demand is steadily 
increasing, with stocks still well filled. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted wire 
cloth, 12 x 12 mesh, $1.70 and alumi- 
num, 12 x 12 mesh, $2.10 per 100 ft., 
net base. 


WRENCHES.—Sales are fair, with 
ample stocks to meet the demand. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call, long sleeve nut, 10-in.. 


stocks, 





SNATHS.—Sales are steady and quite 


$1500 OF CAMP EQUIPMENT SOLD IN 
TWO MONTHS 


ERHAPS it is the very novelty of finding 

something entirely different from the 
usual display of prosaic hardware items 
which excited so much interest in this camp 
display. The Christiansen Hardware Co. 
Chicago, had at that time been established 
less than a year and the camp display was 
its first venture in handling merchandise of 
this kind. Some idea of the interest and the 
sales making power of the display may be 
gained from the fact that in the two months 
that the camp was in place sales of various 
articles of camp equipment totaled approxi- 
mately $1,500. So far this spring, J. H. 
Lindquist, manager of the store, reports that 
he has made several sales and had many in- 
quiries which he can trace directly to the 
model camp of last summer and he intends 
to put it in place again shortly. 


Reading matter continued on page 66 
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Portable 
Refrigerator for Touring 


Moto-Camp Provides 


The amazing increase in touring has 
brought about the need of a portable re- 
frigerator combining several necessary fea- 
tures. The Moto-Camp Type is made by 
the Burlington Basket Co., of Burlington, 











lowa. 


It is said to be light enough to be 
carried in one hand, yet is about the size 
of a traveling suitcase, and contains food 
and drinks for parties of four to eight 
persons. It has a hand-built exterior of 
wood, which deflects the sun’s rays, and is 
lined with balsam wool as an insulator. 

The Moto-Camp is finished in blue Duco, 
which is weather-proof. The length is 
20% in., the width 8% in., and the depth 
11 in. 





How to Save on Shelving 
Told in Interesting Booklet 


“Saving with Shelving,” an interesting 
catalog-booklet, is now being published by 
the General Fireproofing Co. of Youngs- 
town, Ohio. It deals with the various uses 
of steel shelving, how it has been used by 
retail merchants, automotive dealers, and 
warehouses, etc., and also a complete list- 
ing of all integral parts. 

A copy will be sent without cost to re- 





$1.70; 12-in., $2.05; 15-in., $2.75 each 
net. 








tail dealers, upon request. 
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~The *5.00 Full-Profit Razor 
that swept New York 






Now to be Nationally 
Advertised! 


ES, this is the razor you’ve heard about. The razor 
that is now to be advertised nationally to millions... 
the Schick Repeating Razor. 

Im the fall of 1926 this new razor took the New York 
market by storm. Following a record Christmas business, 
one dealer sold 250 razors during the first week of Jan- 
wary... and at $5.00 each. 

In 1927 inereased production permits national adver- 
tising. Now dealers all over the country can sell Schick 
Repeating Razors.and blades to every man who reads and 


sist Aa YS | sai aa 





shaves. | 
And Schick Repeating Razor offers this triple way to 
real profits: 
Strict price-maintenance on both razors and blades 
Liberal profit-margin 


And now! A riational advertising campaign 


| This trio of money-making features is your assurance that 
This full-page advertisement will appear in ~ here, at last, is a fast-selling $5.00 razor on which you 
the Saturday Evening Post, June 25. Itis the - __ make full profit. 

first of a series of pages that will east Your service wholesaler can probably supply these new 
other week. Thousands of Schick Repe aang razors. Put in a stock now! Display them prominently. 
Rasors have already been sold without ad- Get your share of the profits from Schick advertising. 


vertising. Now you can profit by the unpre- Effective di seviel w wvalleta 
cedented demand for this amazing new razor ve display ma or wee 


that this advertising will create. Get ready 
for this demand. Display Schick Repeating 
Razors in your windows, on your counters. 
Take advantage of the national publicity on 
this price-maintained, fast-selling, full-profit, 
$5.00 razor. To shave — remove the 

cap, and tilt the 

razor head. 







NATIONAL ADVERTISING 
3 & 
~ SCHICK = 


REPEATING = 
© vy sf Z | 
A an Here’s the compact Schick Repeating Razor 
Ce ... the razor that changes its own blades in- 


% RAZOR F. 
stantly from a supply stored in the handle. 


va 
< Just pull. .. push... out goes the old blade . . . 
4 & in comes the new blade... right on the job. 
¥, ‘Ss Its twenty super-cutting blades mean quicker, 
% 7 smoother shaves. The Schick Repeating Razor 
Al has nothing to get out of order; thousands of 
4 men marvel at its simplicity and efficiency. 


MAGAZINE REPEATING RAZOR COMPANY, 285 MADISON AVENUE, NEW YORK 
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“Pa, will you buy me a pair of boots 
if I prove to you that a dog has ten tails?” 

“Yes, my son.” 

“Well, to begin with, one dog has one 
more tail than no dog, hasn’t he?” 

“Ves.” 

“Well, no dog has nine tails; and if one 
dog has one more tail than no dog, then 
one dog must have ten tails.” 


He got the boots. 


— Oe 


Motorist—“How do you know if I was 
exceeding the speed limit when you haven't 
a watch or anything?” 

Ozark Constable—“Wall, ye seen that 
yeller dog a-chasin’ ye, didn’t ye? When 
that dog can’t keep up with a feller, the 
feller’s a-goin’ more’n thutty miles an 
hour.” 


Jones found a $10 bill. With this he 
paid a bill to his butcher. The butcher 
used this same bill for paying his baker. 
The baker used the same bill for paying 
his physician. The physician owed Jones 
$10, so he paid Jones with the same bill. 

Jones then discovered that the bill was 
counter feit. 

Who lost and how much? 


There was an earnest conversation in 
progress in the village inn. Bob Bodger, 
the village grumbler, was complaining of 
the meanness of the farmer by whom he 
was employed. 

“Jarge,” he said, “he’s as mean as ditch 
water.” 

“That’s terrible,” muttered George slow- 
ly and thoughtfully. 

“Yes,” continued Bob. “This morning 
he asked me how many more eggs I was 
goin’ to eat, and I told him as ‘ow I never 
counted ’em. ‘Well,’ he says, ‘that last one 
was the seventh.” And it made me so mad 
that I jest got up and walked off to work 
without my breakfast.” 


—_——_— -- —_—— 


CAVEMAN SturF.—Mother sent little 
Harry to take his smaller sister safely 
to the kindergarten. He was back sooner 
than she expected. 

“Well, dear,” she said, “did vou treat 
Mary like a little lady, as I asked vou to?” 

“Naw,” replied the youngster disgusted- 
ly, “we canned that lady-and-gentleman 


stuff, an’ I chased her most of the way.” 





i HAVE YOU 


The old-time practice of kissing the bride 
received a jolt at a recent Rowan County 
wedding when an awkward-looking guest 
was asked if he had kissed the bride, and 
replied: “Not lately.” 


LIFE’'s DARKEST MoMENT.—Slim— 
“When do you do your hardest work?” 

Fat—“Before breakfast, always.” 

Slim—“What do you do?” 

Fat—‘Try to get outa bed.” 


They're pickin’ up the pieces, 
With a dustpan and a rake, 
Because he used his horn 
When he oughta used his brake. 





Customer—“Are you quite sure this suit 
won't shrink if it gets wet on me?” 

Clothier—‘Mine frendt, effery fire com- 
pany in the city has squirted vater on dat 
suit.” 


Jones—“Sorry, old man, that my hen 
got loose and scratched up your garden.” 

Smith—“That’s all right; my dog ate 
your hen.” 

Jones—“Fine! 


and killed him.” 


I just ran over your dog 


>99 


“Are you the plumber: 

“Yes, mum.” 

“Well, be careful about your work; all 
my floors are highly polished and in ex- 
cellent condition.” 

“Oh, don’t worry about me, mum. I! 
won't slip. I’ve got nails in me_ boots.” 
—Centre Colonel. 


Macgregor—“Are ye the mon who cut 
ma hair last time?” 

Barber—‘“I don’t think so, sir. 
been here six months.” 


I’ve only 





“Mary, what. did you put in this hash?” 

“Oh, a lot of little things that were 
hanging around the kitchen.” 

“I thought I smelled a rat.” 





“Do you know the difference between 
taxis and trolleys?” 
“No oh 


“Good; then we will take a trolley.” 








ee 





Two gentlemen stopped on the street 
to talk to each other, one wearing a large 
diamond tie pin. 

“Isaac,” said the other, “dot is a fine 


diamond you have. Vare you get it?” 
“Well,” explained Isaac, “my brother he 
died and left $450 for a stone. Dis is de 


stone.” 


“Saw teeth sharpened or extracted pain- 
lessly” appears on a placard in the filing 
room of a well-known box factory. 


A farmer boy and his best girl were 
seated in a buggy one evening in town 
watching the people pass. Near by was 
a popcorn vender’s stand. Presently the 
lady remarked: “My! that popcorn smells 
good !” 

“That’s right,” said the gallant. “I'll 
drive up a little closer so you can smell 
it better.” 


Road Foreman (calling at house oppo- 
site)—““Excuse me, madam, but have you 
been singing this morning?” 

Lady of the House—“Yes, I have been 
singing a little, but why do you wish to 
know ?” 

R. F. (with obvious embarrassment )— 
“Well, you see, my men have knocked off 
twice already, thinking it was the dinner 
whistle, so I thought I had better ask you 
not to hang out quite so long on that top 
note.” 


The wife of a traveling salesman was 
becoming alarmed over his absence. Sev- 
eral days had passed, and no word had 
come from him. One day she remarked 
to Norah, the hired girl: “I wish I knew 
something of my husband’s whereabouts.” 

Norah’s face brightened, and she re- 
plied: “Well, I kin tell ye, ma’am. 
They've not been sent home from the 
laundry yit.” 


A negro called at the hospital and said: 

“I called to see how mah frien’, Joe 
Brown, was gettin’ ‘long.” 

The nurse said: “Why, 


he’s getting 


along fine; he’s convalescing now.” 
“Well,” said the darky, “I’ll just sit 
through.?— 


down and wait till he’s 
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MYERS 


WATER SYSTEMS 


a af Oilir Outing Line for 




















: MYERS §  SELF-OILING 


‘SYSTEM | FOR’ 
DEEP WELLS 


MYERS SELF-OILING 
HOME er eee 


o HG ORE water system business in sight this year 

than ever before for those who sell Myers 
Water Systems. Folks everywhere—in suburban dis- 
tricts—in towns and villages—in rural sections—are 
turning to water systems for relief from water 
drudgery. 








Already thousands of homes and farms are rejoicing in their 
new found comforts and conveniences that water systems have 
brought to them. Such enthusiasm cannot be retained by four 
walls. It spreads over entire communities and sows the seeds of 
MYERS desire among neighbors and friends who sooner or later will 
SELF-OILING blossom into live prospects for water systems. 


Guranadire M Because Myers Water Systems are so dependable, so economical to main- 

tain, and so truly successful in every sense of the word, they bring to 
3 those who sell and install them splendid opportunities for worth while 
business that carries with it greater profits than most other lines. 



























Possessing as they do, many late improvements and refinements in design 
and construction and being built in a wide range of styles and sizes for 
practically any service up to ten thousand gallons per hour, few indeed are 
the calls that cannot be met with a Myers System. 


Marks of distinction such as positive self-lubrication, housed working 
parts, oversize valves and large waterways, automatic control, typify Myers 
superiority. 


And besides, Myers Water Systems are priced right—harmonized lists 
to which a liberal single trade discount applies, simplifies sales and makes 
sales efforts really worth while. 


Write us. 


THE F. E. MYERS & BRO. CO. 


Ashland, Ohio 








ae 
MYERS SELF-OILING DIRECT WATER 
SYSTEM FOR SHALLOW WELLS OR CISTERNS 


FIG. 
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Machine Bolt Price List 


Compiled for Hardware Age by M. M. Godschalk 


EXPLANATION—List prices are in accordance with recent revision of April 1, 1927. To deter- 
mine net selling or buying price on any size, this chart offers a direct short cut. For example: Assume 
a desired discount of 40 per cent on %4-inch diameter machine bolts, 2 inches in length. Find the 
length line and follow along until you reach the 40 per cent discount column—here you find the answer, 


696. Other discounts and lengths are determined in the same manner. List prices are per 100. 


MACHINE BOLTS—(% inch diameter) MACHINE BOLTS (% inch diameter) 
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2696 | 2528 | 2359 | 2247 | 2022 | 1685 2410 | 1928 


2800 | 2625 | 2450 | 2334 | 2100 | 1750 : 3000 | 2500 | 2000 | 1500 





























2592 | 2430 | 2268 | 2160 | 1944 | 1620 
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(Copyright 1927, Hardware Age) 


This is the fourth installment of a complete series of machine bolt prices. Another installment will be published in each 
succeeding issue 
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Summertime is Showertime 


—Here’s Bathroom Protection 
of Unusual Beauty 


pe piney aig hana water, unless confined, keeps bathrooms 
untidy during this busy season, and sometimes ruins 
plastering. Zouri Shower Bath Doors will save much of 
the bothcr of cleaning up after the bath. They add, more- 
over, to the bathroom’s cheerfulness with their bright 
mirrored surfaces, substantially framed in extruded 
bronze material and furnished in a satin bronze finish or 
a highly polished duplex nickel plated finish. This door 
is also made from solid nickel silver material and is 
furnished with a highly polished nickel silver finish. 





Investigate this high quality Zouri fixture which is of 
the same high grade workmanship that has made the 
Zouri Key Set Store Windows famous throughout the 
country and thereby reap additional profits for your 


Summer trade. 


Send for ‘‘Shower Suggestions,” a free circular 
giving hints on dressing up the bathroom. 





Standard sizes carried in 


stock for prompt delivery: 
| } )@ ) 2’ ide x 6’ high 
OE CARERUE 7 4 2’ 3” wide x 6’ high 


2’ 6” wide x 6’ high 
Factory and General Offices With or without grille. Special sizes 


1608 East End Ave., Chicago Heights, III. made to order. 








St eRy pURPOSE fF 
mm EVEN STEP LAODERD - 
ERY FARM NEEDS 
EV~ LONG LADOER, 











we PAY THE FREIGHT 7 
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.W. BABCOCK Co} 
Melia. ock tn 
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Now We’ve Made 
the Piston Better 


From month to month we’ve been telling you 
about the Improved NORTON Door Closer. 











Here’s another improvement. Now we've bet- 


tered the piston. Formerly it was of malleable 
iron. That meant susceptibility to wear and, 
consequently, lost motion or “play” in the piston 
action; and it meant liability of warping, with 
binding and interference with closing action as a 
result. 


That’s past history now. Our new piston is of 
cold rolled steel! The close texture of the metal 
permits of finer machining. More accurate fit- 
ting is inevitable. Positive piston action is per- 
manently assured. Warping is precluded. And 
a long life of perfect performance is a foregone 
conclusion. 


No rack and pinion type closer in which the 
length of the piston exceeds the diameter can 
long remain efficient when its piston is of iron. 
And the NORTON is the only rack and pinion 
closer with a cold rolled steel piston. That’s a 
good thing to remember. 


There is only One 
GENUINE 
NORTON Door Closer 

































Where the genuine, perfected NORTON Door Closer 
is manufactured. 


NORTON DOOR CLOSER CO. 


Division of Yale & Towne Manufacturing Co. 
2900-18 N.Western Ave.~ Chicago, III. 


The Largest Exclusive Door Closer Manufacturers 
in the Worla 




















[NORTON] 
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The Turtle Congress 


(Continued from page 31) 






renew their acquaintance with each other. There is a 
seriousness of purpose at these Congresses that you have 


never seen before. 
* ke x 


It is not necessary for me to say that I have a deep, 
sympathetic and friendly interest in the wholesale hard- 
ware business of this country. I am proud of the fact 
that I can claim many warm personal friends among 
wholesale hardware men. Now, while in these weekly 
articles I try at times to vary the monotony by not being 
too serious, still, at this moment, I am writing very 
earnestly and sincerely to the wholesale hardware trade 
of the country, hoping to impress upon them the ad- 
vantages they will derive in attending this Congress of 
the retail hardware dealers of the United States. Per- 
sonally, if I had the one object of studying and know- 
ing the hardware trade, I would attend this convention 
if I did not attend any other hardware conventions. I 
say this because at this convention all the phases of 
the hardware business are discussed openly without fear 
and without prejudice, by practical men who know what 
they are talking about—not on a theoretical basis, but 
from their every-day experiences in their own stores. 


* * 





What subject could be more interesting and profitable 
to the hardware manufacturer, wholesaler or retailer 
at this time than that of “Better Merchandising,” the 
subject of this convention? In an article such as this, 
it is hardly appropriate for me to reproduce all of the 
subjects and sub-subjects that will be discussed. I have 
gone over the list of these sub-subjects. I have studied 
the names of the committee men who will be in charge 
of each discussion and it seems to me that every active 
hardware man controlling the selling policies of a hard- 
ware business, be it manufacturing, wholesaling or re- 
tailing, owes it to himself and to his organization to be 
present and listen to these discussions. ~The members 
of the committees who will make their reports and lead 
the discussions are practical retail hardware men from 
every part of the United States. All of these reports 
will be open. Nothing will be secret. The strength, 
long life and success of the National Retail Hardware 
Association has been achieved because they do not be- 
lieve in secret caucuses and hidden control. J predict 
that at this convention the truth in regard to the actual 
condition of the hardware trade of this country will be 
approached more nearly than it has been at any of the 
other hardware trade deliberations. 


* o * 


I am sure that there will be a large attendance. With 
such an opportunity to hear the real facts discussed, it 
will certainly be surprising if there is not a large and 
interested audience composed of the executives of the 
wholesale hardware houses and those who are in active 
control of the sales policies of our great hardware 
manufacturers. None of them could put in a week to 
better advantage. The continued success of the hardware 
business of this country depends more now than ever 
before on a clearer understanding and a more intelli- 
gent appreciation of the problems that confront the 
manufacturers, jobbers and retail merchants in the dis- 
tribution of hardware and, may I add, a more hroad- 
minded, unprejudiced and tolerant grasp of the other 
fellow’s point of view. 
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Mythical “Summer Slump” 


N early and experimental stages of advertising certain 

months of the year were poor in business. Mid- 
summer was one of these periods and “the summer 
slump” became a byword among merchants. It was ac- 
cepted as a necessary and incurable evil. Instead of in- 
creasing their advertising to improve business, merchants 
virtually suspended advertising on the theory that busi- 
ness was not to be had. 

Suddenly someone discovered that “the summer slump” 
was an hal!ucination of an unbusinesslike mind. It must 
have been a shock to the old-timers when they discov- 
ered that the reason they were not doing business in the 
summertime was because they were doing no advertis- 
ing. It did not speak well for the vision of these pioneer 
business men that they were so long in learning this 
secret of advertising; that advertising should be used 
most extensively at those periods in the year when busi- 
ness needs an artificial stimulant. The business of adver- 
tising is to make business. 

With the aid of newspaper advertising many businesses 
have transformed the “summer slump” into a “summer 
boom.” They have produced goods the public needs 
and wants during the warm months and have carried the 
news to the consumers through advertising. 

Those who have something to sell—locally or nation- 
ally—will neither see nor feel this mythical summer 
slump if they do more and better advertising. There is 
more employment and therefore more money in circula- 
tion during June, July and August than during any other 
three months of the year. Why, then, should there be 
less business ?—Richmond Hill Record. 





Got the Recipe, but Slightly Mixed 


During one of those rainy days in April, a farmer’s 
wife of this vicinity is said to have asked her husband to 
copy a radio recipe that was being given. The husband did 
his best, but another station butted in and as he could 
not “tune it out’’ did the best he could. One was broad- 
casting the morning exercises and the other the recipe. 
This is what he got: “Hands on the hip; place one cup 
flour on the shoulders. Raise knees and depress toes, 
and wash thoroughly in one-half cup of milk. In four 
counts raise the lower legs and mash two hard boiled 
eggs in a seive. Repeat six times. Inhale one-half tea- 
spoon baking powder and one cup flour, breathe natu- 
rally and exhale and sift. Attention! Jump to a squat- 
ting position and bend white of an egg backward and 
forward over head and in four counts make a stiff dough 
that will stretch at the waist. Lie flat on floor and roll 
it into a marble the size of a walnut. Hop to a stand- 
still in boiling water, but do not boil into a gallop after- 
ward. In ten minutes remove from fire and dry with a 
towel. Breathe naturally, dress in warm flannels and 
serve with fish soup.—F «change. 





Too much stewing over what the other fellow is doing ; 
too much fuss about the other fellow’s business ; too much 
standardizing makes for inertia and business death. 

Every community has a striking example of some mer- 
chant who has stepped out in his line. He is a leader, 
not a follower; a pace setter, not an imitator. 

If you want more business at a profit, wake up and 
go get it. 

It is largely being different, intelligently—Geo. H. 
EBERHARD. 
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Put in this Toy Thresher 
Display for Children’s Day 


June 18th! 


To every hardware dea'‘er, Children’s Day, June 18, 
presents unusual possibilities for toy sales. Don’t 
overlook this opportunity to display toys effectively. 
If you haven’t handled toys in the past, this is an 
opportune time to start. If you are now handling 
toys, a special sales effort for Children’s Day will be 
profitable for you. Time is short—put up your dis- 
play immediately. 


We have created the pyramid display shown above, 
as a simple but effective means for dealers to show 
Arcade toys. It is easily constructed, and we will 
be pleased to give you the specifications upon re- 
quest. The miniature toy Thresher shown on the 
display, is symbolic of the many other items in the 
Arcade toy line. Sturdy cast iron miniatures, real- 
istic in appearance, and beautifully finished. 


TOY 
FAGEOL 
SAFETY 

COACH 





TOY 
McCORMICK 
DEERING 
TRACTOR 


Write us for catalog 
on Arcade Toys. 
Ask your jobber 


for prices. 


ARCADE MANUFACTURING CO. 


Freeport, Illinois 


wre by 
Bal 
Arcadians 


“They Look Real” 
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Steel Sheets that Resist Rust! 








The destructive enemy of sheet metal is rust. 
It is successfully combated by the use of pro- 
tective coatings, or by scientific alloying to re- 
sist corrosion. Well made steel alloyed with 
Copper gives maximum endurance. Insist upon 


KEYSTONE 


Rust-Resisting 


Copper Steel 
Black and Galvanized 


heets 


and Roofing Tin Plates 








Keystone Copper Steel gives superior service for roof- 
ing, siding, gutters, spouting, metal lath, culverts, tanks, 
flumes, and all uses to which sheet metal is adapted, 
above or below the ground. Our booklet Facts tells you 
why. Wemanufacture American Bessemer, American 
Open Hearth, and Keystone Copper Steel Sheets and 
Tin Plates for every requirement of the sheet metal 
working, hardware, and builder’s supply fields. 


Black Sheets for all purposes 

Keystone Copper Steel Sheets 

Apollo Best Bloom Galvanized Sheets 
Apollo-Keystone Galvanized Sheets 
Culvert, Flume, and Tank Stock 
Corrugated Sheets 

Formed Roofing and Siding Products 
Stove and Range Sheets 

Tin and Terne Plates, Black Plate, Etc. 


Our Sheet and Tin Mill Products represent the highest standards of quality and 
utility. and are particularly suited to the requirements of the metal working, and 
construction fields. Ask your distributor or write nearest District Sales ffice. 


American Sheet and Tin Plate Company 


General Offices: Frick Building, Pittsburgh, Pa. 
District SALES OFFICES 

Cincinnati Denver Detroit New Orleans 
Philadelphia Pittsburgh St. Louis 


-~s Coast Representatives: UNtrep States STEEL Propucts Co.,San Francisco 
Los Angeles Portland Seattle 











Chicago New York 


meat Representatives: UniTep States STEEL Propucts Co., New York City 
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Verified Retail Store News Notes 


John Sullivan of 1318 Calhoun Street, Fort Wayne, Ind., suc- 
ceeds the Klein Hardware Co. 

R. W. Wilson of Auburn, Ky., has recently succeeded the retail 
hardware firm of Johnson & Wilson of that city. 

Swenson Hardware Co. of La Crosse, Wis., is the successor to 
the retail hardware business conducted by C. J. Swenson. 

The Rotary Variety Store of Forest Park, lll., is the new name 
for the former Hariem Variety Store of that place. 

ira A. Gehring Hardware of Knoxville, lll., now operates the 
business formerly conducted as Gehring & asenby. 

E. B. Anderson of 4853 Grand River Avenue, Detroit, Mich., has 
succeeded to the retail hardware business conducted by his father, 
E. R. Anderson, Sr. 

L. H. Buckingham has opened a general store at Upper San- 
dusky, Marseilles, Ohio. 

M. L. Haviland of Springport, Mich., has taken over the hard- 
ware and implement business of B. E. Begel. 

Gustafson Hardware Co., inc., is the new name for the hard- 
ware business conducted as Emil S. Gustafson. 

H. Beigum & Co. is the new name for the Belgum, Doe'y & 





Tegtmeir retail hardware business conducted at Elbow Lake, 
Minn. 

R. M. Coons Co., inc., is the successor to the Farmers Union 
Supply Co. of Lexington, Ky. 


Geo. Chisholm, Jr., is continuing the business formerly con- 
ducted by Peterson & Gunderson at Gary, Minn. 

Dale-Selby Hardware Co. who were formerly located at 148 
North Dale Street, St. Paul, Minn., moved recently to a new store 
at 609 Selby Avenue, in that city. 

Arthur D. Hill has opened a retail hardware establishment at 
Norfolk, Mass. 

A. J. Dryden has opened a hardware and house furnishing store 
on Douglas Avenue, Ellsworth, Kansas. 

Boothe & Lewis, Inc., have recently been incorporated as hard- 
ware and implement wholesale and retail dealers. The store has 
been opened since 1896. 

J. F. Forsythe has established a retail business in Peru, Neb. 

W. C. Trecker of Odell, Ill., has taken over the retail hardware 
business of Trecker & Phillips 

Miller and Frick of Sidney, Ind., are operating the retail hard- 
ware store formerly owned by A. L. Tunner & Son. 

Hobart Hardware Co., Fourth and Main Street, Hobart, Ind., 
are closing out their stock and plan to discontinue business. 

Baker & Hulley have succeeded the retail hardware firm of 
Wright & Baker, in Grants Lick, Ky. 

Longest & Fox recently took over the business of Cundiff, 
Longest and Lovell at Drakesboro, Ky. 

J. A. Grimjes of Merrill, lowa, has taken over Mr. Hauff’s in- 
terest in the retail hardware firm of Hauff & Grimjes of the same 
city. 

S & K Hardware Co. of which J. A. Schlueter is the owner, lo- 
cated at Sixth and Market Streets, Louisville, Ky, is closing out 
its stock in preparation of discontinuing business. 

Fred Peasley, Main Street, Pittsfield, Maine, has bought out 
the retail hardware store of Thomas G. ncey. 

Harts Hardware Co. of St. Clair, Mich., was formerly the E. S. 
Hart & Co. ; 

Gray & Dunning, Mt. Morris, Mich., are continuing the hard- 
ware and implement business formerly conducted by Jerry Dunn. 

D. F. Everitt has succeeded the A. A. Breckel & Co., of Lam- 
bertville, Mich. 

Thomas Nelson is now conducting the retail store formerly 
known as Nelson Hardwaré Co. in Braham, Minn. 

The Baird Hardware Co., Gainesville, Fla., announces that its 
stockholders and directors have contracted to buy the Dunnellon 
Supply Co., Dunnellon, Fla. he Dunnellon Co. will continue to 
operate under its present name as formerly. 

Philip Kaufman has opened a retail hardware store at 1636 
Metropolitan Avenue, Maspeth, L. I. 

Georgetown Hardware & Paint Store, 5907 Duwamish Avenue, 
Seattle, Wash., is continuing the business of John Schmidt, which 
— at the same location. Walter Botsford is the pro- 
prietor. 

Bellevue Hardware Co., of Bellevue, Wash., owned by Edgar 
Dry, A the successor of the hardware business ‘conducted by I. H. 

*inneli 

Perrow Hardware Co., Perrow Building, Main Street, Salem, 
Va., has gone out of business and rented its store to the Salem 
Hardware Co. 

Southern Hardware Co., formerly at Kings Mountain, N. C., 
has moved to yee hy N. C., and combined with the Cherry- 
ville Hardware Co. > 2 oe Scruggs, the proprietor, has also 
opened a store at Blacksburg, S. C. 

Central Hardware Store, has recently been established at 343 
Central Avenue, Far Rockaway, L. I., N. 

Sam Speir Hardware Co., for 14 years at 219 Losoya Street, 
San Antonio, Texas, has moved to 127 Losoya Street, San Antonio. 

R. W. Christie, conducting a retail hardware business at 166-168 
West Western, Muskegon, Mich., is conducting a stock-reducing 
and removal sale, prior to his occupying new quarters at 129 
West Western, in the same city, on or about June 15. 

Miami Builders Hardware tInc., formerly located at 110 N. FE. 
Ninth Street, Miami, Fla., has moved to 137 West Flagler Street, 
in the same city, and has added a retail department. 

Hebron Hardware Store, John J. DeCook, proprietor, is con- 
tinuing the retail hardware business formerly conducted by J. A. 
Richardson. 

Hidell Hardware Co. was incorporated about two months ago 
and is located at 4505 Travis Street, Dallas, Texas. 

Gallipolis Hardware Co., of Gallipolis, Ohio, has succeeded the 
J. M. Kerr Co. of that place. 

Santa Susana Hardware Co. were established May 1, 1927, 
Santa Susana, Cal., 
ness. 

J. W. Little who formerly conducted a wholesale and retail 
hardware business at Kingston, Okla., has opened a store in 
Madill, Okla. 

Silas Quinn, formerly of Greenwood, Miss., is now operating a 
retail hardware store at Glendora, Miss. 

. H. Rowbotham of Bison, S. D., wi'l open a store in that city 
on July 1, 1927, to succeed Carr & Bingham, dealers in hardware 
and drugs. 

' a * . Whillock have opened a retail hardware store at Clin- 
on 


in 
for the conducting of a retail hardware busi- 
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Edwards Harrison Hardware Co., iInc., is now conducting the 
retail and wholesale hardware business of Phillips Hardware Co., 
Opelika, Ala. 

Johnson Co. of Luverne, Minn., has succeeded to the retail 
hardware business of J. W. Gerber and Son. 

M. Zeitzow & Sons, formerly located at 3006-08 North Twenty- 
second Street, Philadelphia, Pa., opened on May 19, 1927, at the 
N. . corner ‘of Twenty-ninth Street and Lehigh Avenue to con- 
duct a retail and wholesale hardware business. 


Huron Hardware Co.. of Alpena, Mich., are having their main 
store remodeled, new windows put in and are moving their store 
room to above the main store. 

Browne Hardware Co. have been incorporated within the last 
month and will . ite a retail hardware store at Medford, Ore. 
The business of Young known as Young's Hardware Store 
was purchased. 

Edward Gray has opened a retail hardware and furniture store 
at Whiteland, Ind. 

Heynen Hardware Co. is owned and operated as a department 
of the Heynen Lumber Co., Shelton, Neb. 

William Ochs has opened the Ochs Hardware Co. 
Kansas. 

Steen Hardware and Supply Co. has opened a retail hardware 
store at St. Cloud, Fla. 

Carl Spahr of Morton, IIl., is continuing the hardware 
ness business formerly conducted by Spahr & Drexler. 


at Susank, 


and har- 





What Are Your “Golden Hours”? 


Following is an interesting schedule prepared by the 
Chamber of Commerce of the United States, showing 
the portions of the day which are busiest in retail stores 
in communities of varying size: 


Percentage of Sales 


Population Before 11 A.M. After 
1 AM. wSPM. oF: M. 
ri) | re 32 8 60 
10,000-50,000 .......... 15 13 72 
50,000-100,000 ......... 2 51 47 
JUG ee © cu ekccees 4 71 25 


This schedule was made after extensive study of many 
stores. It carries a lesson that every merchant might well 
heed; showing that there are certain hours in every 


store when duties other than waiting on customers could 


best be performed in anticipation of visits of customers. 
It is well worthy of study not only by the owner but by 
the employees of every hardware store.—News Letter of 
Secretary John B. Foley, New York State Retail Hard- 
ware Association. 





How Bensons Got Their Business 


Going Good 


(Continued from page 40) 


you will find that the greatest number of folks in the 
crowds are women. So I figured that by putting on a 
lot of demonstrations all the time and advertising them 
in the newspapers and by means of placards in our show 
windows we would be doing something that would get a 
lot of attention from women and that would bring more 
women into the store. 

“That’s exactly what has happened. We have demon- 
strations all the time of sewing machines, vacuum clean- 
ers, washing machines, ironers, paints and so on and so 
forth and we have pulled hundreds of women into the 
store as the result. 

“Also, in getting women into the store we find that 
dollar day specials are a very big help, indeed. 

“Right at the start, too, of opening business I decided 
that if we were to get and keep a large share of the femi- 
nine patronage we must be sure to carry the sort of 
goods that the women want. But then the question came 
up as to how we could make sure to carry just the goods 
that our feminine patrons wanted. 

“We solved this question in a very practical way. I 
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Everlastingly White 


Not only in your store, but at home, 
after months of service, your customers 
will find Natwire Bathroom Fixtures 
white and spotless. Their enamel is 
unaffected by soap or water and does 
not crack—-it stays white without la- 
borious polishing. 


Fastidious housewives like their germ- 
free joints electrically welded so they 
cannot catch dirt. 


Natwire fixtures were the first to be 
offered in popular prices in white 
enamel. Now they have become so 
popular that we make them in a variety 
of styles and in light and heavy weights. 
Sell your customers Natwire white 
enamel—-it stays white. 


Wickwire Spencer Steel Company 
41 East Forty-second Street 
New York City 


Wire Goods Distributors: 


J. H. Menge Sales Co., 816 Howard Avtnue, New Orleans, La. 

J. P. Cartwright, Adolphus Hotel, Dallas, Texas. 

Chase & Francis, 122 Pearl Street, Boston, Mass. 

Couch & Jackson, 116 Marietta Street, Atlanta, Ga 

(*. C, Donoghue, 1018 Broadway, Kansas City, Mo. 

J. Walter Eckenrode, 752 Poplar Grove Street, Baltimore, Md. 

M. J. Geraty, 115 So. Dearborn Street, Chicago, Il. 

Benj. Factor, 55 Elmwood Avenue, Bridgeport, Conn. 

National Sales Co., Exchange Bldg., Denver, Colo. 

Ramsey-Sturgeon Co., Room No. 805 Rollins Bldg., 
& Hopkins Place, Baltimore, Md. 


Lombard 


Roy L. Asheraft, 2018 Maryland Avenue, Louisville, Ky. 
Geo. T. Lynch, New Plaza Hotel, St. Louis, Mo. 
Ek. McCraw, 218 West Church Street, Jacksonville, Fla. 


Geo. R. Espin, 2104 College Avenue, Indianapolis, Ind. 
F. L. Timmons, 406 East 7th Street, Little Rock, Ark. 
Reid & Ward, 222 Arch Street, Philadelphia, Pa. 


Wickwire Spencer Steel Co. 
Dept. 616-HA, 41 East 42nd St., New York City 


Please send me the latest Catalog and Price List of Natwire Wire Goods. 


See eee eae ts @Poeseeovaedce@#oeee@etcoeen@eeoescopeeecoeecoeooe ec eogcaweoeaeaee eo eceecesgececeocse eee @ 


eeeevreveeeeeveneeeeeoeveeeeee eevee eveeeveeeeeeeeeeevreereeeeeveeeveeeeeeeaeeeee eee 


WICKWIRE SPENCER 
PRODUCTS 
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DIAMOND “E” 


All-Metal Fly Screens 


Urge your customers to buy enough DIAMOND “E” 
Window Screens for full protection against summer 
pests. These durable, easily adjustable, guaranteed 
screens are needed in every window. All 
sizes: Galv. Wire, $1.00 to 
$2.00; Bronze Wire, $1.50 to 

$2.50. 
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Sell | 
onSight 


Attractively 
Colore 
Metal 10c Boxes 
Sharp Pointed 2” 
Nickeled Steel 
; Thumbtacks 
in Counter Carton “J” 
| 36—10c. Boxes $2.25 
#40 «Send for illustrated folder 


/ and Price List of every 
| kind of Thumbtack. 








| Samples of White 
Enamel Cup 
ooks on 
cards sent 
\ request. 


Moore Push-Pin Co. (fiivatiphia, Pa. 

















“The Blade With the Reputation” 
Makers Since 1883 


CLEMSON BROS., INC. 


Middletown, New York 


June 16, 1927 


provided all the boys in the store with want books, in 
addition to their sales books, and told them to jot down 
absolutely everything called for by feminine customers 
which we did not have in stock. Then these want books 
were turned in to me at the close of each day’s business 
and I went over them very carefully and made lists of 
the goods most often asked for and then stocked up on 
these goods at once. 


“Two of the outstanding additional lines we were 
forced to take on as the result of making this survey are 
silverware and stainless steel. Our feminine customers 
kept asking for these goods and so it was evident that 
it would be the best sort of business for us to add these 
goods to our stock. Since adding these goods to our 
stock we have done a very good business in them indeed. 


“We are still keeping up this method of making notes 
of absoluetly everything called for by our customers that 
we do not have in stock, but we find that the number of 
things asked for that we do not have in stock has de- 
creased very much indeed. 


“After inaugurating this plan of making sure that we 
had what our feminine customers wanted, we took up 
the proposition of our show windows and decided that 
we wanted to do something which would stop as many 
people as possible. We feel that every person who stops 
to look at our window displays is ‘exposed’ to our goods 
and is, therefore, that much more likely to buy some of 
our goods. Also if the passersby find something of suf- 
ficient novelty in our show windows to make them stop 
and look, then they are quite apt to tell their friends that 
they saw something interesting in Benson’s Broadway 
store show windows and this gives us a great amount of 
highly valuable word-of-mouth advertising. 


“During our twenty-first anniversary sale, which we 
operated in our new store as well as in our Hill Street 
store, we had a stunt in our show windows which jammed 
throngs in front of the windows all day long. We em- 
ployed a vaudeville actor, who was a good pantomimist, 
to dress up with a special costume which made him look 
only about two feet high—of course, he put his hands 
in the shoes of the costume and the lower part of his 
body was screened from view. Then he cleverly did 
little stunts as jumping up onto a low seat and off and 


things like that. Then with his ‘feet’ he would put little 


placards in view calling attention to our twenty-first 
anniversary sale and to some of the special bargains of- 
fered during the sale. This little stunt was operated in 
a miniature theater on a twenty minute schedule. That is, 
there was a twenty minute wait between each perfor- 
mance, thus making it certain that entirely new folks 
would see each performance and, also, arousing greater 
curiosity among the passersby as to what was going on. 


“Of course, the cost of having this vaudeville actor 
do all this for us was quite heavy but the event attracted 
so much attention and aroused so much favorable com- 
ment that we feel that every cent we paid out for the 
proposition was extremely worth while. And, best of all, 
we had a decided increase in business while this stunt 
was going on. 

“This is the most elaborate action stunt we have yet 
had in our windows but we are always featuring other 
things of an unusual and attractive nature and this brings 
large crowds to our store and helps us greatly in building 
more business.” 

And now regarding the third point disclosed by the 
store’s survey—that of the folks carrying their own pur- 
chases home. 

At first glance this doesn’t look like anything so very 
important, does it? 

But consider the matter from the light of numbers of 
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the Benson Company’s patrons carrying home their own 
bundles. 

“It is astonishing,” said Mr. Benson, ‘“‘just how many 
people buy goods from us in the course of a month and 
take their purchases with them. For instance, just in 
orange reamers alone we sell about 1400 a month. Prac- 
tically all of these are sold separately—very few of our 
customers purchase more than a single orange reamer. 

“And the same thing is true of other items—electrical 
goods, household goods and various other items. 

‘‘Now then, when you add up the totals of all the pur- 
chases made at our store during a month the figure 
reaches surprisingly large proportions and as I studied 
this total figure and realized that such a large percentage 
of the folks were carrying home their own bundles, it 
struck me that here was ‘circulation’ which could be 
used for advertising purposes. I saw, too, that it is 
highly specialized circulation. Everyone who makes a 
purchase from us is highly interested in us and favorable 
to us and will, unquestionably, be in the market for some 
more of our goods later on. 

“So, I said to myself, why not cash in on this ‘circula- 
tion’ by putting some advertising matter for the store in 
every bundle that goes out of the store. 

“That’s exactly what we do. Nota single package gets 
out of this store but what carries in it some advertising 
literature for seasonable goods. Generally we put five 
to seven different pamphlets and folders in a package, 
using the literature provided by the manufacturers and 
distributors. 

“And what is the result? Our customers who have 
lugged their packages home, untie the packages at home 
to inspect their purchases. Upon doing so they are im- 
mensely surprised to find this advertising literature and 
they examine this literature intently and carefully and, 
perhaps, preserve it for future reference. This makes 
a deep impression upon the folks, arouses in them the 
urge to buy and makes more business for us. 

“I’m not just stating a theory when I say this—I’m 
telling actual facts. There isn’t a day but what former 
customers come into our store carrying folders and 
pamphlets with them bearing our name and advertising 
the goods we are offering for sale. Where did the folks 
get these folders and pamphlets? The only possible place 
for them to get the folders and pamphlets is from our 
packages. So it is evident that this form of advertising 
does bring results. 

“Also, we have even had folks write in from other 
cities telling us about buying goods at our store and find- 
ing the folders in their packages and stating that they 
wanted some of the goods advertised by the folders. 

“The best part of this intensively worth while adver- 
tising’ is that it costs us nothing. What could be sweeter 
than that? Think of getting thousands and thousands 
of pieces of advertising literature into the hands of the 
best possible prospects each month at no cost whatsoever. 
Personally, I believe this stunt is one of the big reasons 
why our store is doing so very well.” 

Helping the store in getting the booklets and folders 
together for insertion in the packages, is a long row of 
compartments in the wrapping room with each compart- 
ment devoted to some one kind of literature. There are 
over 100 of these compartments and, of course, the litera- 
ture is so arranged that the clerks who do the wrapping 
can make up the packets of advertising literature with 
the least possible effort. 

Interesting, isn’t it? 

And aren’t there some worth while ideas and sugges- 
tions in all this which other enterprising hardware stores 
can use to good advantage in their own business. 
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FOR SALE THROUGH ANY GOOD WHOLE- 
SALE HOUSE 


Wm. Rose & Bros. 
Sharon Hill, Pa. 


New York 


Especially useful for laying tile, it should be 
dies diane displayed in every tool store. The blade is fine steel. 
Wiebusch & Hilger, Ltd. Shank and handle are right. 


W. ROSE 


Pointing Trowel No. 75 











BETTER LOGKS 
INCREASED 
SALES 


ENJOY 
BIGGER PROFITS 


by handling 


CIGD) 


— PRODUCTS 


Set No. 250B is a mortise set of sturdy structure and attractive 
lines. The Glass Knobs are beautifully designed, ground and 
polished, silver backed, giving high mirror finish lustre. 

In short a “REAL BUY?!” 








Send for our new catalog No. 8—<our line will interest you. 


BRANCHES 
23 Warren a eis New York Cit 
Philadeiphia, Pa. 
a ae Mich. 
’ Chicago, Ill. 
2nd St San Franciseo, Cal. 
406 Wall Les Angeles, Cal. 


i) INDEPENDENT IOCKCO,@D 


Fitchburg, Mass., U. 8S. A. 
Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass 
Knob Sets, Key Blanks, Auto Switch Keys, Hardware Specialties, 
Key Cutting Machines, etc. 
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‘HEADQUARTERS 


With this carefully selected 
Walden- Worcester Assort- 
ment on your counter, your 
trade soon learns that you 
can supply any needed socket, 
handle or attachment. The 
Cabinet offers a convenient 
and attractive medium for 
the display of the stock. 

In a word, an investment 
of only $54 makes your store 
Socket Wrench “Headquar- 
ters.” 


No. 1100 Assortment of 113 Parts, 
including 75 CHROME NICKEL 
Steel Sockets for Hex and Square 
nuts; Speeders, Offsets, Tees, 
Assortment No. 1100 Ratchets, Connectors, Universal! 
Joints, Extensions, etc. Graded in 
proportion to demand. All parts 
interchangeable. Net rice, in- 
cluding all-steel cabinet, $54. 


Write us for name of the Walden- 
Worcester jobber and for Socket 
Wrench Catalog No. 27. 


STEVENS WALDEN-WORCESTER, INC 
Mfrs. of Walden-Worcester Wrenches 
and Stevens “Speed-Up” Tools 
Worcester, Mass. 


STEVENS-WALDEN-WORCESTER : 











Browns 


Broils 


Toasts 


This top-of-stove oven prepares foods deliciously when used over 
single burner of any type gas, oil or gasoline stove. Fast selling 
$1 leader ($1.25 in Rocky Mountain States and West). Ask 
your jobber or write direct to 


JACKES-EVANS MFG. CO., 1944 N. Main St., ST. LOUIS, MO. 


MO OU ThE 


“Buffalo” standard hardware 
grade wire cloth is quick sell- 
ing because it is superior 
value—accurate mesh, uni- 
form selvedge, thoroughly 
galvanized, moisture does not 
harm it. We can also supply 
window screen wire cloth in 
black, galvanized or bronze 


Write today for catalogue No. 8-A.B 


BUFFALO WIRE WORKS CO., INC. 
318 Terrace ‘"2Rnisnes isc Buffalo, N. Y. 
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How Much Furniture 


Does a Bride Need? 


= a7 «| CCORDING to her means, from thirty 
Hie to eighty pieces--and thirty to eighty 

packages of Domes of Silence. Ever 
figure it that way? Ever figure why some 
retailers put the Domes Display Cabinet in a 
: prominent place on their counter? Ever figure 
—— that a customer for one package is a customer 
: for dozens? The new Cabinet is shown on the 
= next page. Look it over. Weigh its possi- 
= bilities. Then put one to work for you. ~ 


DOMES of SILENCE 


Easily cApplied 
Save Furniture, Floors 


and ‘Rugs 





seen' 


Better Than (asters 
The “Perfect Furniture 
Footwear 


7, _ = «oa 
' & @ : 
4 / - 





Reg. U. S. Pat. Off. 
No. 995,758 which will 
be strictly enforced. 


DOMES OF SILENCE Division, Henry W Peabody & Co. 17 State Street, New York City 
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a This new metal Display-Stock 
Cabinet--Assortment D-20--costs 
$10 and sells for $15. Contains a 
gross sets as follows: 1 dozen aah 
of %* and 1%°; 1", dozen each of 
4", 54", 34" and %*. 


Display Domes for 
Dozen-Set Sales 










IF g| HE bride has at least forty = 

“| pieces of furniture requiring = 

REFILLS: : to c =~ 
sy SG at least forty packages of - > 


packed in 4 gross sets straight 
sizes--$9 per gross sets. Size 


1S pbk aS te $155 Domes! For every human being there 
is a market of seven packages of Domes 

just awaiting a reminder. That is why we 

BSivawo. designed this new metal Display and 
sess; Stock Cabinet for you. That is why it is 
.t8° already on the counters of retailers every- 
~~ where. That is why your jobber has 


stocked it for you. Order yours today. 
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Better Than (asters Easily cApplied : 
The Perfect Furniture Save Furniture, Floors : 
Footwear and Rugs 2 





Reg. U. S. Pat. Off. 
No. 995, 758 which will 
be strictly enforced. 


DOMES OF SILENCE Division, Henry W. Peabody & Co. 17 State Street, New York City. 
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WICKWIRE BROTHERS 
Hexagon Poultry Netting 


Poultry owners often ask: ““What makes 
Wickwire Brothers Poultry Netting /ast 
so long?” The reason is because it is 
made of Open Hearth Steel which is 
superior to Bessemer because it is far 
more rust resisting. 


Another reason is the thorough coat of good 
quality galvanizing we use which gives added 


Our Other Products ptetection. 
Include rh eS 
The Wire is drawn in our own mills and all 
Graduated Poultry Netting processing through the Steel Plant, Rod Mill and 
Galvanized Hardware Cloth Wire Mill is under our constant supervision. 
and the following brands 
_ of Screen Wire Cloth Our products have maintained a national reputa- 
Cortland Diack Baameled tion for quality and satisfaction for more than 
Graywick BE oe 
White Metal Finish ye iain 
Wickwire Premier Sell the best and hold customers. 


Wickwire Bronze 


Your Jobber Will Supply You 
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One tells another— 


The old saying is true: “You can't 
keep a good man down’’—nor a good 


4 o 
sandpaper. rs 
Clover Flint Sandpaper keeps bobbing 3 
up in spite of competition, and asserts 55) 
its quality on every job. That’s why “i 
One Tells Another about it. More ous 
sales and profits for you. ae 

ees 
The hardest and sharpest of Flint, the be 
strongest of Glue, the toughest of €ef: 
Paper, all are combined at their best ee 
in Clover Flint Sandpaper. Results ae 
prove it. It pays to sell sandpaper et 
that every user speaks well of. That’s Laie 
~ is <BS, 

7 ns 
Clover. ae 
et 

Send for Samples. we 


ve 


CLOVER MFG. CO. §& 


Free 


110 Main St., Norwalk, Conn., U. S. A. “2 
The Largest and Oldest Manufacturers h 
of Abrasive Compound in the World : 

Clover Dealers Get Clover Business Service se 





Ream Package 


Unit Shelf Package 
For Retail Shelf Trade 


or 
Bulk Consumers 





. CLOVER MEG. CO. | 
} 110 Main St., Norwalk, Conn., U. S. A. { 
| 
) 


— 


. Gentlemen: Please send us Samples of CLOVER 
Sandpaper and refer us to nearest Jobber. 


f 
Dealer's Name 
f 
f 
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Casement Windows ‘stay put with 
JieMonarch 
Control Lock 


—,and it creates sales that “‘stay put’’ too. 


Your greatest profit comes from the sale of 
products that stay sold,—products that do 
not require an endless amount of service. 


The Monarch Control Lock is gaining favor every day, 
with dealers everywhere, because a sale is a sale, not 
the beginning of a seriesof service calls thateat up profits. 


Nothing toget outof order—no pins, gears or ratchets. 
Silent and positive in action and simple in construction. 
The only Control Lock on the market that locks posi- 
tively and securely on the extreme end of the operator, 
right on the sash. Wind pressure cannot break the hard- 
ware as there is no levérage on the operator. That's 
why users like it. 


Contractors and builders like it because more per hour 
can be installed, which lowers labor costs. No — 
frame construction necessary. It comes completely 
assembled, packed in individual containers, ready for 
installation. Furnished in a variety of finishes. 


The MONARCH Automatic Stay 


> 





for in or out-swinging casement wind- 
ows, wood or steel, transomsor pivotal 
windows where locking feature is not 
needed. Not necessary to take apart 
to make adjustments or install. Fric- 
tion increased or decreased by slight 


eaten y turn of outer tube. Furnished in any 
finish desired. 
Write or Wire Now 


There is a complete line of Monarch Casement Hardware built 
and guaranteed by a factory with more than 20 years experience. 
If you are not familiar with Monarch products and the Monarch 





Profit-making Proposition for Building Hardware Merchants you 
Owe it to yourself to get the facts now—before the building 
season starts. 


MONARCH METAL PRODUCTS CO. 
4961 Penrose St. St. Louis Mo. 


Makers of the famous 
. Monarch Interlocking Self-adjustring Weatherstrip y, 
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Reed and Prince 
wood screws, ma- 
chine screws, cap 
screws and set 
screws. Finished 
plain, nickel, brass, 
copper-plated, 
Sheradized or hot 
gaivanized. Also 
stove bolts, sink 
bolts, hanger bolts, 
nuts, rivets, burrs 
and specialties. 


Millions of product 
—one standard for 
seerwemedeniie as” 5 
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| REED & PRINCE MFG. CO 


WORCESTER, MASS..U.S.A. 
WESTERN BRANCH arCHICAGO- 121 NORTH JEFFERSON ST. 
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Is Your Store 
** Hide”’- Bound ? 


Many retail stores, with merchandise carefully hidden 
away in packages against public gaze, are the grave- 
yard of high hope and profits. Display that same 


merchandise in Warren 
Fixtures and Display 
Tables, and watch it 
come to life AND 
MOVE. For DISPLAY 
MERCHANDISING is 
the sure and profitable 
way to increase sales. 





Warren Fixtures and Display Tables 


focus attention upon the merchandise shown. Every 
detail of the display is enhanced; all the facts about 
the merchandise are revealed, its quality clearly dis- 
played, and the presentation of these features practi- 
cally complete the sale. 


Increasing sales 10 to 40 per cent is common 
where Warren Fixtures 
are used; and Display 
Tables sales have shown 
increases as high as 300 
per cent. Aren’t the 
FACTS back of such 
sales increases worth in- 
vestigating ? 





If planning store changes, send for the Warren Catalog 
of Store Fixtures. Check and mail the’ coupon. 


‘Sell From Display Tables’’—a folder showing the 
possibilities in this method of displaying and selling 
merchandise. Check and mail the coupon. 


“THE WARREN BLUE BOOK” of practical store plans 
is full of ideas for making store changes. Sent free 
on request. Check and mail the coupon. 


J. D. Warren Mfg. Company 
208 W. Washington St. Chicago, Illinois 


J. D. WARREN MBG. CO., Chicago, III. 
Please send me: The Warren Fixture Catalog 
Display Table Folder—‘‘Attract More Sales.”’ 
The Warren Blue Book, as featured in Iiardware 
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One Price 


SOME USERS pay two prices for hol- 
low screws :—what they pay to get 
the screws and what they pay to get 
them out when broken under the 
set-up. 


They pay two prices, every time, 
when they pay too low a price. 
Once when they get the screws; 
once again when they get them out 
and replace them. 


You can offer the “ALLEN” as a 
one-price screw because the price 
includes the Allen cold-drawing, 
which makes a practically unbreak- 
able screw—30% stronger. 


Special-analysis alloy steel; pat- 
ented cold-drawing; scientific heat- 
treating: —all for one honest price 
that’s honestly the last! 


Fast Service from Factory Stocks 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 


Branch Offices: 
Ww. C. Stauble R. E. Gregory 
2909 Waverly St. 1029 Wesley Ave. 
Detroit, Mich. Evanston, Iil. 


E. P. Crawford WwW. J. McRae 
3348 No. Park Ave. 320 Market Street 
Philadelphia, Pa. San Francisco, Cal. 
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Through 
the 
Hardware 


E back you to the limit! Presto Products, 

including Presto Pipe Opener, Bowl 
Cleaner and Tile and Porcelain Cleaner, are 
hardware items, sold only through hardware 
jobbers! Chain groceries and cut rate stores 
haven’t a chance. You are free from cut- 
throat competition. 


We back you up on quality! Presto Prod- 
ucts have no quality equal on the market. No 
customer can say that so-and-so is better. It’s 
this superior quality that brings repeat sales 
and increasing profits. 


We back you up on price. We see to it 
that you can make more profit on Presto 
Products than on competing products. We 
have a new special offer now that beats all 
competition. 


What more co-operation could you ask? 
And we, ourselves, have been doing business 
with the hardware trade for almost thirty 
years. Every one of our Presto Products line 
is strictly guaranteed. 

Let’s co-operate! We want you 

to send for Introductory Dealer’s 

Proposition on Presto Products 

to be handled through your 
jobber. 
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Building Appreciation 
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N addition to the extensive, year- 

around advertising of Savage 
Arms and ammunition in Outdoor, 
Farm and Shooting Magazines— 
Savage dealers have a tremendous, 
cashable asset in the other national 
advertising done by the Savage 
Arms Corporation. Millions of these 
pages each month carry the Savage 
name into the consciousness of the 
buying people of this nation— 
building a prestige that means ac- 
tual sales for the Savage Arms dealer. 


See Your Jobber’s Salesman 


(Striking 5-piece window display 
available on request) 


SAVAGE ARMS CORPORATION 
Dept. 898 Utica, New York 


Owners and operators of J. Stevens Arms Company 
and Page-Lewis Arms Company 
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Are you stocking 
Win-Dor Series 25? 











The fastest-turning 
specialty of the Spring 


Seldom does an itém of builders’ hard- 
ware gain such a wide-spread favor as 
has the Series 25 Casement Operator. 


Builders, architects and home-owners 
have instantly seen its superiorities and 
it has had a remarkable sale, both for 
large building installations and for inex- 
pensive private homes. 


Its lines are graceful, it is compact and 
sturdy, it opens or closes the casement 
with only four or five turns of the crank. 
Nothing to get out of order. Gears can- 
not corrode because one of any two bear- 
ing surfaces is bronze or brass. Fits wood 
or steel casements. 


If you aren’t already selling this greatly 
improved operator, send the coupon for 
full particulars and prices. 


Win<Dor 
CASEMENT HARDWARE 


The Casement Hardware Co. 
406A North Wood Street 
Chicago 


CASEMENT HARDWARE HEADQUARTERS 











—_— ee ae Re ee ee ee eee 


THE CASEMENT HARDWARE Co. 
406A North Wood Street, Chicago 
Gentlemen: 


Please send me full particulars and prices on your 
Series 25 Operator. 
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CORBIN 


Wood Screws 

Drive Screws 

Ceach Screws 

Machine Screws 

Set Screws 

Cap Screws 

Saw Screws 

Thumb Screws 

Hand Rail Screws 

Special Automatic Screw 
Machine Products 

Stove Boltc 

Tire Bolts 

Agricultural Bolts 

Sink Bolts 

Hanger Bolts 

Machine Screw Nuts 

Stove and Tire Bolt Nuts 

Semi-Finished Nuts 

Castellated Nuts 

S.A.E. Nuts 

Jack Chain 

Plumber's Chain 

Register Chain 

Safety Chain 

Furnace Chain 

Ladder Chain 

Sash Chain 

Escutcheon Pins 








Speedometers 


CORBIN 
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UNIFORM QUALITY and ADEQUATE STOCK 
The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warchouses—New York, Chicago, Philadelphia 
Western Factery—Dayton, Ohio 
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Perfect 


UMN TUL 


The “Home Town” Customer 


The Smiths, Browns, Joneses— about every 
family in your town knows him. 


A word from him means a whole lot, especially 
when that word is “Perfect” and the product is 


Screen Wire Cloth. 


Because every home his family visits and every 
family that visits his home usually bring up the 
subject of screens. 


They just can’t help advertising “Perfect”— 
their Windows, Doors and Porches are all screened 
with it. One tells another. 


Keep supplied through your jobber. 


HVTIANUSO UN 





CT TTT TIAL ILL. 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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A LAWN MOWER 
YOU DON’T HAVE TO “PUSH” 








GRANITE 
STATE 





Granite State Lawn Mowers 
need no “pushing.” 

They are built in sizes and styles for every purse and service. There are 
ball bearing and plain bearing mowers in narrow cutting and wide cutting 
widths ; heavy duty for rough work, and light, fast running mowers for 
the finest of lawns. Every GRANITE STATE LAWN MOWER is an 
ace for its particular work. They are bought on quality at a fair price 
and bring good profits to you. 


May we send you a catalog? 


GRANITE STATE MOWING MACHINE CO. 


HINSDALE, N. H., U. S. A. 





o~ 




















“CAPITOL” 


TRIMMER AND EDGER 

















NGC 
BATHROOM FIXTURES 


No matter what color 
scheme is followed in the 
bathroom, the _ beautiful 
RINGCCO =White _—‘Fixtures 
which we manufacture will 
harmonize with it. These 
fixtures can also be had in 
Nickel Finish. 


All RING? Bathroom Fix- 
tures are made with a Solid 
Brass Body. They never 
rust or corrode. 


Waterbury 








Branch Offices: 
Boston—170 Summer St. New York—2 Hudson St. 
San Francisco—!16 New Montgomery St. 
Chicago—29 E. Madison St. 










Special attention is called 
to RINGCO Toilet Paper 
Holders which come in a 
wide variety of designs. 
They are the finest fix- 
tures of their kind. White 
or Nickel finish as desired. 
They build trade and hold 
customers. 


Send for Latest Booklet 
and Catalog which illus- 
trate and describe our 
complete line. 


AMERICAN RING COMPANY 


Connecticut 
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4 Sizes oe NEW “YANKEE” 
15-1821& 24" ‘ p ‘ BIT EXTENSION No. 2150 


Stands Abuse and Follows Through 
Bits Will Not Loosen and Pull Out in Work 


CANNOT JAM—A Yankee feature prevents jamming of bit in socket. 
NO JAWS to break. The square shank is held “july by socket. 


WILL FOLLOW AN 11/16” a OR LARGER 


The unique construction of this tool is at once recognized by electricians, carpenters, 
plumbers and all mechanics who use bit extension. It is nickel _v. throughout to prevent 
— with high polish on sleeve, giving it a fine appearance. 


7 Show your customer the “YANKEE” Bit Extension with the “YANKEE” Brace No. 2100—a combina- 
tion of the two finest tools of their kind. 


Your Jobber Can Supply. NORTH BROS. MFG. CO., Philadelphia, Pa. 




















Most Hardware Dealers 
Are from “MISSOURI” || = ™<CHICAGO)— 


They like to be “shown.” SPRING HINGES 


When the merchandise is Cut ee - 
Tacks, we are pleased to show 
them the BAUR kind. The Relax 


Designed by 





Our belief is that: “seeing is 
buying.” What’s your ad- Spring Hinge Specialists 


dress? The Relax ane dudinin Ie 

’ has proven very desirable for 

We'll forward samples and use os double acting. doors - 

IC Schools, Churches ospitals, 

Gases. Psa. : Theaters and Residences. The 

, noiseless operation of this 

e . hinge, combined with the pop- 

BAUR TACK CO. ; - | ular opens — per _ 
’ : ‘ture, has made it a favori 

1419 Standard Ave. i, mk among Architects, Builders 


INDIANAPOLIS, IND. aise # and Hardware Dealers. 


Our complete line also includes Wire Tacks and Staples of = a The “Relax” permits the door 
every description, Double Pointed Tacks, Basket, Clout . to be placed open at any de- 


aS ee Pe Type 6001 sired position without the use 
Write for Samples and Prices Spring Pivot-Hinge of a door holder. 
Send for Catalogue H 42 





/ 


Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U. S. A. 




















<= Look for the tag, carrying our name, at the end of every roll! 


The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 
Manufacturers of 


"WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago Kansas City 
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Better 


Machine Screws 


Regular and Special. 


Complete stock of 
Standard Sizes. 





Prices on Application. 


HARVEY HUBBELL 


MACHINE SCREWS 
BRIDGEPORT CONN, U.S.A. 


NEW YORK, N.Y. 
3O EAST 42458 ST. 

















Wire Products Rubber Chair Tips 


for every need 


Nails of all kinds, Staples, 
Cambria Fence, Barbless 
Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, and Wire 
Rods to standard or special 
analysis. 


of six different styles and sixteen different sizes 
in a neat showcase display box. They prevent 
injury to the floors and muffle noise without 
leaving a mark. 


Our Catalogue shows our complete line of 
rubber specialties with prices. Send for it. 





BETHLEHEM STEEL COMPANY 


General Offices: BETHLEHEM, PA. ELASTIC TIP CO. 


BETH LEHEM $70 Atlantic Ave Becton 


pens | | INCREASE YOUR 
CASH SALES 
































KEYSTONE AUTO “SOC-KIT” 


Seven different size sockets, socket screw driver and 
8 in. hex. steel handle—all in neat pressed case of 
heavy gauge nickel plated steel. Ready seller to auto 
mechanics and car owners. 

“Keystone quality.” Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives—Surpless, Dunn & Co. 
New York Chicago 


YER CUSHION 


TIRE It costs nothing and you are under no 
2 LADDE Q S obligation to ask for and receive our 
Insure perfect shelf service for any line of merchandise. suggestions on how to increase cash sales. 
tread steps, preperly spaced, with convenient full 
handholds on both sides of ladder permit mounting MAIL COUPON TODAY 
or descending with ease. Both hands to 
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W. C. HELLER & CO. 


700 Bryant St., Montpelier, O. 
20 Vesey St., New York City. 
Please tell us how to increase our number of cash sales. 











Our store is.......... feet widG, .. 8 ..+iu- feet long. 
PN ES sé cet anas Bode tees cbttbns ¢ + 60002 din 6 cmnenendonne ve 642 


| bdn ewe abla eos 006000 tess cegbhe bocce ce eeed éaendces en 
6/16/27 Hdwe Age 
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Sell the Best 
HARDWARE After 
For Hard-wear 
For morethan SO years 86 Years — 
Bommer Spring Hinges have main- 


tained their leadership and proven Eighty-six years ago, the first 
their superiority over all others. Coes Wrench was placed on 
They have kept pace with the P 


) times, because they have been the market. From that day to 
kept up with the times whenever the present, Coes Wrenches 
improvement was possible. have maintained a_ standard 


of quality that has made thou- 
sands of friends. 

Some of these friends are 
your customers; they are ac- 
quainting their friends with 


SPRING HINGES the Coes. Help them—and 


yourself—by displaying Coes 
\V renches. 
Ask your Jobber 


Replenish your stock with Bommer. 




















They are in universal demand—are 
quickest to sell—easiest to apply and 
the most satisfactory spring hinges 


made. . COES WRENCH CO. 
Your Jobber handles them. “In Business Since 1841” 
Send for New Catalog 50. It is a 

big help in ordering. Worcester ee a 


. . — J. C. McCARTY & CO 253 Broadway, New York 
Bommer Spring Hinge Company JOHN H. GRAHAM & CO...113 Chambers Street. New York 


Manufacturers BROOKLYN, N. Y. . FENWICK FRERES 8 Rue de Rocroy, Paris, France 























rN TRICKS oa Tires and Accessories 


Belong in the 
When you buy Tacks or Small Nails Hi A RDWA IR E STOR E 


by weight you should know that there 
is often a difference of from 10 to 30 
per cent in the count per pound in 
favor of Atlas products. 


Properly designed tacks are more 


‘Manufacturers who want real distribu- 
tion will do well to cultivate the market 
available in the hardware field. 


Hardware merchants know merchandis- 
expensive to make than miniature rail ing. They can sell accessories, thousands 


road spikes. Do not let yourself be ; 
cheated or assist in cheating your cus- atone doing a good business in this 


tomers. 


When you buy by count see that 
you get the weight. There is often a 
corresponding difference. 


Make the comparison. 


Every product of the Atlas Tack 
Corporation has been scientifically 
designed for its purpose and stand- 
ardized. 


Tell them your story in Hardware Age. 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Mo. 
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“ACME” casters They BALL BEARING 


bearing casters. 

roll along silently and 
smoothly in any direction 
and protect the floor and 
floor covering. They are 
neatly finished, strong and 
sturdy. 

We'll be glad to send a sample and give you full par- 
ticulars. Write us today. 


From Your Jobber. Send for Catalogue. 


THE SCHATZ MFG. CO., Poughkeepsie, New York 
Agents: J.C. McCarty & Co., 253 Broadway, New York City 


SS 





CASTERS 
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Anchor Brand 
Clothes Wringers 
















Best Every 
W ringers One 
Made Warrant- 
ed 


Made in 4dif- 
ferent styles 
to fit every 
kind of Laun- 
dry tub. 


err eg There is won- 
ee — ae derful ef fi- 
meen Ciency in 
using the cor- 
rect type of 
Wringer. 


+ BR 
ANS eSSy AES 
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All Dealers should have in stock ANCHOR 
BRAND Wringers to fit Round Wood or Iron 
Tubs, Square or Stationary Tubs, as well as 
Folding Bench Wringers. 


We solicit your orders, which will be 
shipped promptly 
Lovell Manufacturing Co. 
Erie, Pa. 


Largest Manufacturers of Clothes 
Wringers in the World 




















Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 
CONTENTS 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Syndicate Stores carrying hardware in the 
United States and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers. 

, Mail Order Houses handling hardware and housefurnish- 
ings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers is indis- 
pensable in economic direct-by-mail promotion work and also a 
helpful guide for salesmen’s calls. Every sales manager should 
have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was published there 
have been more than 10,000 additions and corrections, and these 
all appear in the current Eighth Edition. 


Hardware Wholesalers find Verified List of great value in 
“‘checking’’ their retail proapect records, 
$12.00 postpaid 
Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 











The Wire Cloth that 
Looks as good as it Is 





Bronze and Copper 
Fly Screen Cloth 


Customers who want 
“something better’ in screen 
cloth can be easily con- 
vinced that “Spargo”’ is 
what they want. It is well 
made and attractive and 
makes a real impression be- 
cause its quality is so easily 
seen. 


Let us send you a sample 
if you’re interested in screen 
cloth of this quality. 


Spargo Wire Co. 
Rome N. ¥. 
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IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 
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Fastest Selling Clothes Closet Hook 


Home owners, builders and everyone wants 

sees DACOR six in one clothes hooks. Holds six 

) ewe coat hangers without crowding or slipping, 

; ti: finished in nickel, brass or japan. Sell in sets 
of 3 or 12, complete with screws. 


SEND TODAY for display box 
of one dozen DACOR hooks if 
they are not in your stock now. 
Watch how fast they sell. 


DAVIS TOOL & ENG. CO. 
6481 Epworth Blvd., Detroit 














PREMAX TENT EQUIPMENT 
Is Easily Handled 


“TOURIST campers want equipment that’s easily 
handled both in service and in transportation. 
Premax Rustless Steel Tent Stakes are packed twelve 
in a handy bag—they don’t get lost. ° 

Premax Telescoping Tubular Steel Tent uprights and 
Ridge poles collapse in one piece, and are completely 
adjustable for unevenness of ground and stretch of 
tent. Both Parkerized Rustproof. Send today for 
samples and prices. 


PREMAX PRODUCTS 


Niagara Metal Stamping Corporation 
Dept. HA-8 
Niagara Falls, New York 








= “i Improved 

vi, | STOCK BOXES 

WY or the convenient han- 
dling of shelf hardware. 


A strong, attractive box 
at low cost. 


Q Ae a 
Rane iy Made in an assortment 
| of sizes to fit every hard- 
ware need. 


Write for NEW Illustrated Price List 


THE GREEN CO., 250 W. 57th St., N. Y. 











Another New DIAMOND 


With Jaws Like a 
Cold Chisel 


DIAMOND WRENCHES 
Are Drop Forged Tool Steel 


They are scientifically hardened and drawn in oil. Have jaws like 

a cold chisel. Made especially for heavy constant garage and shop use. 

Diamond Adjustable Wrenches are the most complete line made. 
Write for catalog. 


DIAMOND CALK HORSESHOE COMPANY, 4622 Grand Ave., Duluth, Minn. 





Bxeye) for Rate full name 


Russell Jennings 


‘ Tete eae OT) ae € rou! nd @) 


Auger Bits 


( lat: aie al fete) ubie twist aAULRCT | 


Mr. Russell leet in 1855 


Russell Jennings Mfg. Co. 
Chester, Conn. 





SEYMOUR SMITH PRUNING SHEARS 


Full and Complete 
he 


Write for New 
Vineyard Pattern Mlustrated Catalogue. 
Manufactured by 
SEYMOUR SMITH & SON, INC., Oakville, Conn. 
Bales Representatives: John H. Graham & Co., 113 Chambers 8t., New York. 





J. L. THOMSON MFG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 














DROP FORGED 
WRENCHES 


+ rtioned to give stiff 
Made accurately 
cartht Ualtorm in machining and finish. Send fer 
eee BROS. — co. 
814 N. Francisce Chicage, Ill., U. S. A. 


© 














Robertson “Horseshoe Magnet” Hammers 


fie tack in pasition Wor aot 10! Ge 
e tack in position for v- 
ing. Awarded the Silver Medal i 


(the nighest offered) at the Panama-Pacific Exposition. 
profit. 
Name and design trade marks registered U. 8S. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 
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PAINE PIPE STRAPS 


ln Five Pound Cartons 








A FULLY RODDED VARNISHED 


STEP-STOOL 


AT $7.50 PER DOZEN 
a 


Stops careless waste. 
Send out on the job in cartons. 
Balance returned in cartons. 


NO MIXED SIZES 


Uniform Gauge. Galvanized. 
Very convenient to handle. 
Order in cartons or bulk. 


Prices Right. Samples Free. 
Shipments Prompt. 


We Sell to Jobbers only 


THE PAINE COMPANY 


2951 Carroll Ave. Chicago, III. 


(se ererTteFTeeweemhUmermhU OUhUC OU OU OUUCPOUOSBPTU OU PUSPehUSPethUTU SUSU OP OSPSPeUSPeUaOUSehUaeehUmaehUmaehmUmaemUmsaeUmsas mse mse ms mS 
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A FULLY RODDED 


STEP-LADDER 


WITH RIVETED TOP, ONE-PIECE PAIL-SHELF At 
18c. PER FT. IN 3, 4, 5, and 6 ft. LENGTHS 


. 
2 ee ee ee ee ee ee oe ee ee ee ee 
_ 2 8 2 oe ee ee ae ee Ue Um 


Te Te a a ee eee ee ee ee oe oe 








ABOVE PRICES ALL F.0O.B. FACTORY 


STERLING STOOL & STEP-LADDER CO. 


STERLING, ILLINOIS 
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This catalog Osborne High Grade Punches 


brings your store 
to your customer’s bench 
F you haven’t received a copy, 





write for it now. P 
sail : Belt Punches Ar 
See our current advertising in Spri . Pus h R - Punches 
Popular Science Monthly, Popular pring suncnes evolving Punches 
Mechanics, Carpenter, American A varied and attractive line for the Hardware Trade. Also: 
Machinist, Machinery, Automobile Lontnee Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
. ools. 
Trade Journal, and Motor Service. , The 5 dl — —= B snows or your customers, as well as our 
amous oun an va unchbes. 
GOODELL-PRATT CO., GREENFIELD, MASS. Remember we have had one hundred years of successful manu- 
Goods . paar pe Sapeeeane. —- only skilled workmen and use the 
nest quality of materials. 
No finer tools woneees We stand back of every tool we make. Try us. 


olay sem — esi Write for Catalog 
the name of C. 8S. OSBORNE & CO., NEWARK, N. J. 
Goodell-Pratt 1500 GOOD TOOLS ESTABLISHED 1826 























Ameri Steel & W1 
Company 

BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
Waukegan, Baker Perfect, Ellwood Junior, Lyman. 

NAILS, SPIKES, STAPLES, TACKS, Hot Galv’d Nails. 

ZINC INSULATED FENCES: American, Royal, Anthony, 
National, U. S., Monitor, Prairie, Banner. Steel Gates. 

IDEAL U TYPE STEEL POSTS. 

org ce ng ee oe | 

: ae Sosa SALES OFFICES: 
TELEPHONE WIRE. r - C C 
WIRE. for every purpose. Chlengo,, New, York, Basten RACKPROOF 

















delphia, Pittsburgh, Buffalo, 3 
ne ee, oe ReceCaowelel y= 
more, Wilkes-Barre, St. Louis, 
Kansas City, Minneapolis, St. 
_ “ag City. = 
mingham. anta, emphis, 
Dallas, Denver, Salt Lake City PIONEER RUBBER MILLS 
U. 8S. Steel Products Co., Rapidly becoming the world’s largest manufacturer of garden hose. 
San Francisco, Los Angeles, New York Chicago Sen Seanelece 
Portland, Seattle Seattle Tacoma - Portland 
Salt Lake Denver Los Angeles 











Quick Delivery. Write us for selling plans. 














> —s| 






oy ® wit si 
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==) ==) 47 RUBBISH BURNER 

| ow ail Woven 

= | ro ' High Carbon Flat Strip 
The yeaa een. “ of Reger Plagne Rint Ne = i Steel 
lines is staun roof of the fact that Allith-Prouty lea Te : 
~y Garage Door Weeduers, Door Hangers, Overhecd Car- == Will Not Warp or Blow 
riers, Fire Door Hardware, Rolling Ladders, Spring Hinges. a» inl Over 


Shipped, Knocked Down 
Third Class Freight 
Samples on Approval 


H. B. BORNSIDE 


Manufacturer and Patentee 
Providence, R. I. 


Write for price liste. 


Keep an A-P catalog handy. It will help close 
many money-making hardware jobs. Write for 
your copy today and name of nearest A-P jobber. 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 


4 
~T 
4. 
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June 16, 1927 


Classified Opportunities 





Use the “Classified 


Opportunity Exchange Section 
Set Solid, Minimum of 5 lines... . . $3.00 


1 inch ... 





Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


Each additional inch...... 


Positions Wanted Advertisements 
50% off rates quoted 


Address your advertisements and replies to 
Hardware Age, Classified Oppor- 








Each additional line........... .@ 


All Capitals, Minimum of 5 lines.. 4.00 
Each additional line 
Average 10 words to a line 


Allow One Line for Keyed Address 
Samples of merchandise, literature, meee 1 etc., 








Discounts for Classified Advertising 
4 insertions, 10% off; 8 insertions, 15% 
off 
Remittance Must Accompany Order 


tunities, 239 West 38th St., New 
York City 


Harpwars Acs is published each Thursday 
Forms close Ten Days previous to date of 
publication 


more than ordinary reforwarding postage should not 
x numbers. 

















BUSINESS OPPORTUNITIES 
f : 


) GOLF EQUIPMENT 


We manufacture and offer for sale, direct to retail hard- 
ware stores, full line of good golf clubs at very low prices. 
Retail prices, $2.75 for woods; $2.25 for irons. Write for {| 
our circulars and proposition. 


I. R. LONGSWORTH CO., Somerset, Ky. 
—<—_ GRE SFPD 

















BASEMENT TO LEASE | 


in a 5-story corner Department Store Building 50 x 125. 
(100% location) In the heart of the City of Trenton, 
New Jersey. Suitable for hardware, housefurnishings, 
crockery, glassware, etc.; very reasonable rental; inside 
and outside entrances. An excellent opportunity for a 
live concern. 

For information write RB 1220, Longacre Bidg., New York 





POSITIONS WANTED 








A YOUNG EXPERIENCED HARDWARE EXECUTIVE 
AND SALESMAN with exceptionally successful nine year record 
as New York Branch Manager for Western Manufacturer. making 
staple product sold to hardware jobbers and exporters, is open for 
engagement, due to merger of his firm with a steel corporation. 
Fully capable and experienced in employing and directing salesmen, 
personal selling, handling credits, collections, and the numerous 
details connected with Branch Office management. Thirty-seven 
years of age, married, with large family, past business record and 
personal history fully available. Address Box H-578, care of Harp- 
WARE AGE, New York. 














HARDWARE EXECUTIVE—tThorough knowledge of unit control and 
retail system now used by leading department and chain stores. Experience 
in both retail and wholesale. Desires position as merchandise manager, 
sales manager or store superintendent of large hardware concern. Capable 
of shouldering heavy responsibility and can produce results. Address 
Box H-582, care of Harpware Ace, New York. 

















IT WILL PAY YOU to investigate; we offer Financial Aid and Free 
Sites to Industries locating in Newton Falls. Three railroads, electric 
freight service, main highways for trucking, the best supply of water in 
Mahoning Valley, right in the heart of the greatest industrial center in the 


world. NEWTON FALLS BOARD OF TRADE, Newton Falls, Ohio. 


LAMSON Cash Carrier Cable System available for two floors, 220 feet 
of track, 7 clerks’ stations and 3 receiving stations at cashier’s desk. In 
me See veers. Can be seen at BARKER, ROSE & CLINTON CO., 

ira, . 








HELP WANTED 


WANTED—A man with hardware and bookkeeping experience to handle 
credits and collections in chain stores, lower Rio Grande Valley, Texas. 
Twenty-eight to thirty-five years of age. If capable can secure interest. 
Send porerers. Address RIO GRANDE HARDWARE AND MaA.-. 
CHINERY CO., Mercedes, Texas. 


SALESMEEN or sales organization for all territories to introduce a new 
ten cent item to hardware, radio and auto accessory stores. Live organiza- 
tion who can carry own stock will be given exclusive rights. To salesmen 
liberal commission assures good income. Addres Box H-563, care of Harp- 
ware Acr, New York. 











MAN to take charge of advertising, window trimming, merchandise dis- 
play and general sales promotion for group of retail hardware stores in 
—— Northwest. Must be a worker and willing to start on moderate 
salary. Address Box H-584, care of HarpwAre Ace, New York. 





SALESMAN, experienced; one who thoroughly understands the Door 
Hanger line. Must live around New York City. State age, experience 
and salary expected. Do not apply unless you know Door Hangers. Ad- 
dress Box H-569, care of Harpware Acz, New York. 


EXPERIENCED tool salesman to sell high grade tools to wholesale and 
retail hardware dealers in the Eastern States. Age about 35 years. Give 
oes and reference. Address Box H-586, care of HARDWARE AGE, 
New York. 


SALESMAN WANTED for Southern territory by large manufacturer of 
— hardware. Address Box H-581, care of Harpware Act, New 
or 











POSITIONS WANTED 


YOUNG MAN 34 years old, 15 years’ wholesale and retail hardware 
experience in large New York organization is available for opening with 
well established retail business within 100 miles of New York, as store 
manager or assistant to owner. In position to invest satisfactory amount 
in growing business. Best of references can be furnished. Address Box 
1-588, care of HAarpware Acre, New York. 





YOUNG MAN now located with a hardware jobber, wishes to connect 
with a manufacturer. Have had eight years’ experience on the road and 
am thoroughly acquainted with the hardware trade in Maryland, Delaware 
and Virginia. A No. 1 references furnished. Adrdess Box H-577, care of 
Harpware Ace, New York. 





POSITION WANTED—Builders’ hardware man, 25 years of age, with 
six years’ retail experience, desires connection with progressive hardware 
concern. Can estimate from plans and close any kind of hardware contracts. 
State all particulars in first letter. Address Box H-574, care of HARDWARE 
AcE, New York. 4 





POSITION WANTED—Young man, 26 years of age, with seven years’ 
retail experience, desires to make connection with builders’ hardware manu- 
facturer. Address Box H-575, care of HArpware Act, New York. 


SALES ACCOUNTS WANTED 


WANTED—Manufacturer’s representatives with established following in 
the States of Montana and Wyoming wish to hear from manufacturers of 
the following lines: Gas stoves and ranges, paint brushes, household 
enamelware and tinware and kindred lines with a view toward representing 
them on a straight commission basis. Address Box H-583, care of Harp- 
warE AGE, New York. 











VICE PRESIDENT and Sales Manager of a large Pacific Coast hard- 
ware jobbing concern will establish himself as a factory representative; 38 
Enile of age, 20 years’ selling experience, 11 years with present connection. 

ully acquainted with Western trade. Will only consider lines of reputable 
manufacturers. Address Box H-571, care of Sasewasn Ace, New York. 


__ SALES REPRESENTATIVES WANTED 














- ~s 
Regional 
Sales Representatives 


Wanted 


An established manufacturer of a kitchen appliance is 
selecting sales representatives equipped to energetically 
push this item—preference given to those carrying allied 
lines going to department, hardware and housefurnishing 
stores. Give complete details in confidence. 


Address Box H-587 
Care of HARDWARE AGE, New York City 








Yes 











June 16, 1927 


HARDWARE AGE 


Classified Opportunities 





SALES REPRESENTATIVES WANTED 


SALES REPRESENTATIVES WANTED 








| FACTORY REPRESENTATIVE WANTED 


Fast selling Builders’ Hardware Specialties, sell on sight ) 
to Wholesale and Retail Dealers. Demonstrating samples 
furnished to each new customer. Constant repeat orders. 
Territory in Middle and Eastern States open. Write for 
proposition. 


Cordrey Mfg. Co., Chula Vista, Calif. 

















WANTED—SALESMEN 


regularly calling on Hardware, Machinery, Paint, Elec- 
trical Goods, Radio Parts, Auto Accessories, Plumbers, 
etc. supply houses, to sell best line tool boxes on mar- 
ket. Manufacturer would consider national sales organi- 
zation. Box H-570, care of Hardware Age, New York. 




















WANTED—Representative in the United States for the sale of woven 
wire and perforated metal screens and wirecloth, on a commission basis. 
Manufactured by English firm of first-class reputation. Write fully to 
Box H-585, care of HArpwAre AcE, New York. 





SALESMEN wanted in all sections calling on hardware dealers to sell 
Glass Cutters and patented Wire Stripping and Cutting Pliers. Excellent 
opportunity for live wires working on attractive commission basis. Address 

H-568, care of HarpwAre Ace, New York. 





LONG established manufacturer expanding distribution has opening for 
representative in several sections with opportunity for manufacturers’ agents 
and exclusive representatives according to section of country. Dog collars 
and furnishings, pistol holsters, police billies, etc., to sell to hardware, sport- 
ing goods, pawnbrokers, pet stores and leather goods stores. State age, 
present lines if ve § and reasons why you can sell this line. Address 


PATTERSON, P. BOX NO. 105, Baltimore, Md. 





NEW FIELD—Profitable side line for salesmen account rapid growth 
of golf and Bent Grass business, also commercial lawn grass seed has opened 
rich field for live wire salesmen; every club, private estate, hardware dealer 
interested. We have a position with or without experience for a man. 
Write stating qualifications and give reference. Address Box H-580, care 
of Harpware Ace, New York. 





SALES MAN—Well acquainted with hardware trade in New Jersey as 
exclusive territory for large, well established brush line. Must live in 
territory and use own car for traveling. Commission basis; excellent op- 
portunity for a conscientious worker. pplications must contain full infor- 
mong and references. SHANE & HAYS, INC., 350 Classon Ave., Brook- 
yn, 





SALESMEN TAKE NOTICE—If you are calling on the department, 
hardware or variety store trade, we have several side lines which you can 
handle at a real profit to you. If interested write us, giving details of the 
territory covered and lines handled. Address Box H-579, care of HARDWARE 
Ace, New York. 








WANTED—Experienced hardware salesman to cover Pacific Coast terri- 
tory in the sale of locks, latches, padlocks, etc. For well known manufac- 
turing concern in the lease give particulars of experience and 
methods of covering jobbers and dealers. Box H-567, care of Harpware 
Act, New York. 











FORSTNER BITS 





The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 
arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. 
expeditious than chisel, gouge, scroll saw, or lathe tool combined for core- 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


THE Pp ROGRESSIVE MF G. co. - © © TORRINGTON, CONN., U. Ss. A. 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


It is preferable and more 








IF IT’S THE BEST TOOL YOU CAN SELL 
FOR WORKING STONE 
IT’S OURS. 


TROW & HOLDEN CO., 
Catalog 


Barre, Vermont 














Zi Wright’s Jennings 
3 High Grade 
2 Auger Bits 
ie The Conn Valley 
Mfg. Co. 


Centerbrook, Conn. 














Plain or enameled 


STRATTON ™**..isn 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 








Confidence in Brand 


Tungsten Lamps is shown by 20,000 F re- 
tailers and 500 jobbers who sell them. 
Consolidated Electric 
Lamp Co. 

DanVers, Mass. 


‘‘Licensed under the General Electric 
Company’s Incandescent Lamp Patents.”’ 














BROWN @ SHARPE | 
suelo) a | 


BROWN & uae 





BAND “I NOX” saws 


QUALITY SERVICE 
UNIFORMITY OISTINCTION 





“The Soots in the raid Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS <- GAND SAWS — SCREW ORIVERS - GLASS CUTTER 
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INDEX TO ADVERTISERS 








THE ADVERTISERS INDEX is published as «a convenience not as sa part of the advertising contract. Every care will be taken to index correctly. 
be insert. 





A Granite State Mowing Machine Co.......... 85 P 
Ss Ga, | Rs TN ss 6 Cb os tec cceccecocve 90 
RG i. visited cee dain ca OOD ea ia as a ae ode 75 | Pacific Rim Tool Co...............++++++=. 8 
SEG Bias uve iced «unerpndsdvosdsas 82 Paine Company .........--+.+sseeeeersees 91 
BERIT Gie oo. a s00 vcseccemccsccesses 91 Peabody & Co., Henry W.................71-78 
Amorteam Work & Bleo Coz. .....cccccccccce 55 Peerless Level & Tool Co.................. 5 
IE Ga Si cddcvcsvecessoseses ts 85 H Pioneer Rubber Mills..................-.. 91 
American Saw & Mfg. Co.................- 93 I I is oa es i eek al ema 93 
‘ ee ae Gn “UNS Wis vob dnsccedecseeseese< 87 
ED Gs ow ccocseeeeenee whe 16 ante t im - 
American Sheet & Tin Plate Co............ 72 “ “ <a — ea ee ee i 
American Steel & Wire Co................. 91 a ee Sree ereragenes tiles aha ogee R 
i ok os wink 6 sea be obo we beeen 71 meet & Pet “a - 
NO 90 aa i wearer se inte es ye aahnabaicls, ' 
ee Ge Ge. Ee Oe... Co cokcccccctceus 22 I =m " a "a z. yt fiat ett. Heathen: 
I re ae a ae Merete 88 Pe ee eee, Sera ToS ENT eens y genenes . 
' Independent Lock Co...................6:- 76 ee en deesbeoesees 90 
International Silver Co.................... 1 Rose & Brothers, Wm.................-..-: 76 
B 
Babcock Co., The W. W.................-. 69 J 8 
Baur FE EE in, 7 ama 86 Samson Cordage Works SOS) Sek wee Oe ee ee 12 
ee Oe... cic cndcccvwaceune 74 ee ee a 76 Berment & Company............-.csccccue 6 
Bethlehem SE ee ee 87, 95 Jennings Mfg. Co., Russell coeeeeereesseses 90 Savage Arms Corp kin fe SP So TP ea iy ge ad at 83 
Bommer Spring Hinge Co.................. 88 Johnson Arms & Cycle Works, Iver........ 90 Merida oawes CeowTeS sue ee eees 89 
I i 91 Simonds Saw & Steel Co.............cceeee 11 
Boston Woven Hose & Rubber Company. .19-20 Smith & Son, Inc., Seymour.............. 90 
Bridgeport Gerew Ce................... 30a K ID TOO ss dhe 0 bd nd cbc bn whe BE ct edees 89 
Brown & Sharpe Mfg. Co.................. 93 Standard Electric Stove Co................ 8 
Buffalo Wire Works Co., Inc............... 76 ee 6. , 6c Rivas ne evi alheew 87 Standard Oil Co. of New Jersey............. 1 
Sterling Stool & Step Ladder Co........... 91 
Sterling Wheelbarrow Co.................. 63 
Cc L Stevens-Walden-Worcester, PS, sib abliewes 76 
I I he i kee eee 93 
Se Pee Sn Rs eSa nebo atoe i ccssnbeuuvenie 89 
Chamberlain-Haber Chemical Co........... 82 | Ludlow-Saylor Wire Co...................- 84 
Chicago Spring Hinge Co.................. 86 T 
Clemson Bros., Inc.......... Cicntiniee aus 74 
a he ee ae 80 ahemenn 20fe. Compeny, Sateen L......... oe 
Gus eee Oho NE = M fg SE ee ee ere 93 
en ee Gee. 5. Lo ccuwcaweunebess 59 
' i (i Gin. occ cce veces Dia isch ane 24 
Connecticut Valley Mfg. Co................ 93 p v 
: . Magazine Repeating Razor Co............. 65 
Consolidated Electric Lamp Co............. 93 U 
— rr re cee ecceses beens 17 
ie cnet dane bbw en oat 14 
Corbin Screw Corp..................... 84 Monarch Metal Products Co...............- 80 ek a ae 13 
Meore Drep Ferging Ce.........-cccecsess 15 
i eee eee GS, on. cb che ce de abketeevans 74 
Myers & Brother Co., F. E............... 67, 87, y 
D 
Davis Tool & Engineering Co............ 90 Vaughan & Bushnell Mfg. Co.............. 3 
a SE a Se : N Te bk eek pe cenaene 89 
Diamend Calk & H h Se ere 0 
SS EI tg r ei National Carbon Company...............-. 61 
ouble Action a tna bad k vee & 0% 
a ieee Die Gee Ge... . ck csneseaeeseerves 96 Ww 
Niagara Metal Stamping Corp............. 90 
E ES ee er re re 4 i i te 81 
North Bros. Mfg. Co..............-...---- 86 Wheeler Radiator & Mfg. Co.............. 18 
Elastic Tip a A A ee 87 Norton Door Closer Co.. errr Se ea a 70 Wickwire Brothers eee Be, ee Ba eee 79 
Wickwire Spencer Steel Co................ 73 
G Oo 
Z 
Gilbert & Bennett Mfg. Co................ 86 Osborne & Company, C. S............... << 
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CONGRATULATING = 


Bethlehem Alloy 


Steel Forgings used in 


Lindbergh’s Engine 


The following parts, made of 
Bethlehem Alloy Steel Drop 
Forgings, stood the test with 
Captain Lindbergh: 


Master Connecting Rod 
Articulated Connecting Rods 
Inlet and Exhaust Cam 


Inlet and Exhaust Valve 
Rocker Arms 


These parts were forged from 
3140 nickel and nickel-chrome 
alloy steels. 


eo > 


GOLD MEDAL AWARDS received by 

Bethlehem at the recent Sesqui-Centennial 

Exposition, Philadelphia, in recognition of 

the high quality of Bethlehem Alloy Steels 

and Drop Forgings, are further evidence 
of the excellence of these products. 





(Captain Charles Lindbergh 
on his heroic achievement 


* With the indomitable courage of a true hero and with profound 


faith in the excellence of the Wright engine which propelled his 
Ryan plane, Captain Charles Lindbergh made his epochal non-stop 
flight from New York to Paris. 


During every minute of his journey, through sleet storm and under 
maximum engine stresses, Captain Lindbergh’s successful trip, and 
probably his life, depended upon the perfect functioning of all 


motor parts. 


Bethlehem drop forgings are a part of this famous engine. They 
did their work efficiently and proved again the excellence of quality 
and workmanship of Bethlehem products. 


The Bethlehem organization is happy to have contributed to the 
success of Captain Lindbergh in his epochal and heroic accomplish- 





ment. 
BETHLEHEM STEEL COMPANY 
General Offices: BETHLEHEM, PA. 
¥v DISTRICT OFFICES: 
New York Boston Philadelphia Baltimore Washington Atlanta Pittsburgh 
Buffalo Cleveland Detroit Cincinnati Chicago St. Louis San Francisco 
Los Angeles Seattle Portland 


Bethlehem Steel Export Corporation, 25 Broadway, New York City, Sole Exporter of Our Commercial Products 


BETHLEHEM 
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The Display Case is 16% inches long, 18 inches high and 
814 inches deep, made of metal, of strong, durable con- 
struction, attractively finished in dull mahogany, full 
. vision front glass. 

No. C124 Clock Selection The clocks are placed on the shelves, and fit snugly into 
cutouts specially designed for each clock, preventing disar- 
rangement of display. 

Each shelf is equipped with hinges, tilting back with ease. 


EW HAVEN Alarm Clocks are True Time Tellers, they appeal strongly to harvesters and 
outdoor enthusiasts. Feature this No. C-124 New Haven Alarm Clock Selection now and 
get your full share of this profitable business during the harvesting season and the summer 
vacation period. 
The Above Selection Consists of: , 


14—Nickel Alarm Clocks, Octagon Design, Plain or Radium Dials. 
10—Charming Distinctive Clocks with Alarms, Artistic Bronze Finishes. 
Plain, Gold, Silver and Radium Dials. 


The wide variety in finishes, style or designs and dials give your customers an unusual selection to choose 
from. Their attractive appearance and dependable time-keeping qualities make for them ready sellers, 
Your Jobber can supply you 


THE NEW HAVEN CLOCK CO., NEW HAVEN, CONN. 
NEW YORK CHICAGO SAN FRANCISCO BRANTFORD, ONT. 
2 SR TRNAS: 




















